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THAT’S what customers say, 
often enough. And when they 
merely ask for a “dry battery,” 
usually what they mean is the 


Eveready Columbia. 
For these are the bat- 
teries that users prefer 
because of their long- 
lasting pep and power. 
Get your dealers to 
put Eveready Colum- 
bias in stock, and dis- 
play them on counters, 
in windows. Then they 
and you profit most. 
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“Give me an Eveready Columbia” 


Things jump—profits too— 
when Eveready Columbias get on 
the job. They give new life to 
bells and buzzers. Engines can’t 


talk back to their com- 
pelling sparks. Any dry 
battery job is done bet- 
ter and more econom- 
ically by Eveready 
Columbias. That’s why 
they sell faster. 


NATIONAL CARBON Co., Inc. 
New York San Francisco 


Atlanta Chicago Kansas City 
Unit of 
Union Carbide and Carbon Corporation 


EVEREADy 


COLUMBIA 
Dry Batteries 


- they sell faster 
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For Both Alternating and 
irect Current 
You should also feature TORRID 
“Sa fety-Equipt"’ Flatirons — 
No. 150/$ at $5.85 list. ABSO- 
LUTE SAFETY CONTROL /n auto- 
matie switch plug insures a 
lifetime of service. Plug func- 
tions perfectly on both clepeling 
and direct current — forever 
qlimtinating the fire hazard which 
springs from overheated Flatirons. 
Samples and further detaits on 
request 4 








Minimum heat for for Muslin and for Linen Dresses, for Skirts, Doilies, for Curtains, Maximum heat for 
Handkerchiefs, Hose, Woolen Underwear, Tub Silk Dresses, Towels, Napkins, Collars, Tablecloths, 
Cotton Kimonos, Pajamas, Cotton Linen Scarfs, Pillow Cases, o.. pare 


Silk Lingerie, etc. Gingham Aprons, ete House Dresses, ete. Bureau Scarfs, etc. Sheets, etc. | 1 Duck Trousers, etc. 
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Editor’s Page 


Hugging a Billion 
Hi: BIG is the electrical jobbing indus- 


try—how much business did it do in 

1926? That is a fair question and ought 
to interest everyone in the industry. All right, 
the answer is that the industry is now hugging 
the billion dollar mark, if you consider the job- 
bers’ total sales in terms of retail or consumer 
prices; in other words, about $630,000,000 in 
terms of jobber sales prices. 

The answer is not hard to get if you go to the 
right source—ask the jobbers themselves to co- 
operate with you, and get enough of them to re- 
port their sales figures to permit an accurate 
estimate of the whole field to be made upon a 
percentage basis. That is exactly what THE 
JOBBER’S SALESMAN has been doing for the past 
five years, and its yearly estimates of the total 
business done and that done in individual lines, 
are made from direct returns from the field, 
these returns each year running from three to 
six times as many as competent statistical au- 
thorities claim to be sufficient to give an accu- 
rate estimate. 

Yet what a hard job (or, should we rather 
say, easy Job) some people make of it in at- 
tempting to arrive at the jobber’s place in the 
sun. As an example, let us take another kind 
of an estimate given to us by a man very in- 
timately connected with the electrical jobbing 
industry. It is true that his report was culled 
from another source and given to us‘as such for 
checking purposes, so this is in no way a criti- 
cism of his efforts. In the following quotation 
from it the italics are ours. 

“Using information compiled by the Asso- 
ciation of Electragists last year in the report of 
their Trade Policy Committee, the year’s total 
of electrical products manufactured amounted 
to approximately $1,400,000,000. It is esti- 
mated that of these products there were sold di- 
rect by manufacturers, to the telephone and 
telegraph fields, and to central stations for gen- 
erating and transmission equipment, and to 
railroad companies for railway apparatus and 
for naval equipment and apparatus sold to other 
manufacturers to be applied in their products, 
$739,000,000. There was exported $72,000,000 
or a total of $811,000,000 in which the jobber 
played no part. This leaves a total of $589,- 
000,000 which the jobber might have sold, of 
which he is credited with selling a trifle over 
half, or $312,000,000. One hundred eighty- 
one million dollars of this amount represents 








sales to the electrical contractors and dealers, 
and the balance was sold to other customers.” 

This is a long and snarled up path to use in 
attempting to arrive at an end—how much the 
jobber sold. It is like trying to get from New 
York to Staten Island by way of Buffalo and 
Fond du Lae and using trolley cars and buses. 
It is full of “it-is-estimated’s” and “might-have- 
sold’s” and “is-credited-with’s.” It does not 
even explain whether the sales are at wholesale 
or list. 

We cite this thing simply as an instance 
of the kind of thinking that sometimes goes 
on within our industry, and about our industry 
from outside sources. Figures are arrived at 
by intricate methods that would drive a conven- 
tional bridge player nutty, not to mention Phil- 
adelphia lawyers. These figures then are 
passed around and become more or less cur- 
rent. 

In presenting our figures in this issue on 
electrical jobbers sales for 1926 we wish to as- 
sure you that, in the first place, they are ar- 
rived at in a simple way, by going direct to the 
jobbers; they represent the whole field, includ- 
ing association, non-association, affiliated, inde- 
pendent and all kinds of jobbers large and 
small; and that they are from returns sufficient- 
ly complete to come very close to the actual re- 
sult that would be obtained if it were humanly 
possible to get the exact sales in every product 
from every jobber in the land. 

* * * 


Radio Job Has Just Begun 
HERE is no doubt that the Radio Com- 
mission right now has a difficult job ahead 
of it. 

But after the Commission has finished its 
task, there will be still another and bigger job 
ahead for radio wholesalers and dealers—the 
job of putting adequate radio service into every 
one of America’s 22,000,000 homes. 

For what will it avail our public to have good 
broadcast programs and clear, undisturbed 
channels of reception if only a small fraction of 
our citizens have radio sets in their homes, as at 
present. 

We are now selling radio sets at the rate of 
only 1,750,000 a vear, probably half of which 
go into replacements, so that the net gain is 
actually only a million or less sets a vear. At 


this rate it will take more than 14 vears just 
to saturate the present market. 
slow! 


This is too 
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ND then it has learned a lesson. 
When you forget to ask for the tape 
order after you book one for wire and 
your competitor takes it, you learn the 
same kind of lesson. But, don’t make 
the mistake of having the same unfortu- 


nate experience twice. 


Ask for the order for Okonite Tape 
every time you sell wire. A contractor 
does not think of one without thinking 
of the other. He cannot use one with- 
out using the other, so isn’t it logical 
that he order Okonite Tape when he or- 
ders the wire? 
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Don’t forget our other prod- 
ucts—Dundee “A”, Dundee 
“B” and Manson tape. Sell 
them all. And, when you find 
that for some reason you are 
short on information sit down 
and write us at once. You will 
get it either by wire or return 
mail. 


THE OKONITE COMPANY 


THE OKONITE-CALLENDER CABLE COMPANY, Inc. 


Factories: PASSAIC, N. J. 


SALES OFFICES: NEW YORK CHICA 
ATLANTA BIRMINGHAM 


GO 
SAN FRANCISCO 


PATERSON, N. J. 


LOS 


PITTSBURGH 


ST. LOUIS 


ANGELES SEATTLE 


. Lawrence Electric Co., Cincinnati, O. 


F. D 
Novelty Electric Co., Phila., Pa. 


Canadian Representatives: 


Engineerin 
Cuban Representatives: é. 


Victor 





ONs> 


Materials 
Mendoza Co., 


Limited, 


Pettingell-Andrews Co., Boston, Mass. 


Montreal 
Havana 
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The Jobber As a Factor 


In Distribution 


Electrical Jobbers’ Sales in 1926 As Compared With the 
Previous Four Years. Marked Progress is Made. Shifting 
Importance of Individual Lines in Five Year Period 





HROUGH exceptional co-operation on the part the electrical jobbing industry is now hovering around the 

of electrical jobbers, from the largest to the billion dollar class. 

smallest, our figures on jobber sales in 1926, tabu- The “complexion” of the business is changing some- 
lated on the following pages, are drawn from an unusu- what as the years go by. Since we have now been mak- 
ally large return from the field. We feel, therefore, that ing these tabulations five years it is possible to make 
they are more than ordinarily accurate and constitute a some comparison. The diagram on this page shows how 
true picture of jobber activities last year. These figures, some products that formerly stood near the “head of the 
as before, are at jobbers’ sales prices. This is true of class” have dropped back, while others have moved up. 
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This Diagram in a General Way Shows Principal Changes in the “Sales Importance” Among the 
Individual Items in a Large Group Over a Five-year Period. “Head of the Class” Is at the Left. 
As a Spelling Class Analogy It Is Not Exactly Representative, Since Some of the “Scholars” 
products—Enrolled in Our 1922 Class Have Dropped Out and Gone Home. 
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1926 


the 40 key products and also the total sales of these and There are some discrepancies in this diagram because of 
all other products, the latter reaching last year the grati- the fact that our list of 40 key products in 1922 was not 
fying amount of $629,200,000. If this latter figure were quite the same as in 1926, but in general it is interesting 
in that it shows some important changes. 






reduced to ultimate consumer prices it would be seen that 
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GT licandescent Lamps 


Last year was a very good year as the 1926 
column on the next page discloses. In volume 
at least it was ahead of what might have been 
expected from natural growth. Getting down 


to specific cases it is interesting to note some of 


the things that have taken place. 

Radio still tops the list and stands out a 
giant in jobber affairs. And it showed a very 
decided increase over the year before. The 
most generous estimates that have been heard 
thus far as to the total radio sales of all kinds— 
made by the United States Chamber of Com- 
merce—are around $600,000,000 for 1926 at 
consumers prices. On this consumer-price ba- 
sis, our electrical jobbers last year did over 
$200,000,000, around a third. If into our “ra- 
dio sets and parts” item were to be included dry 
batteries, storage batteries, instruments, etc., 
then the electrical jobber continues to handle 
between a third and a half of all the radio busi- 
ness in all channels, not a bad showing. 

Weather-proof wire made a surprising change 
last year, moving up from 13th place in 1925 
to 9th place in 1926. Likewise ranges jumped 
from 13th to 9th and ventilating equipment from 
30th to 26th. 

Refrigeration came in for consideration for 
the first time in 1927. Being a newcomer, too 
much stress should not be laid on the industry 
figure of $2,947,000. This is for the reason 
that comparatively few jobbers are yet handling 
it and the number of jobbers reporting sales in 
this line was too small to get a very accurate 


estimate on the percentage basis. However, we 


ry) Batteries (Inc Radio) 




















1 er Heating nin 


Electric Ranges 
[| 2 Fan Motors 
a 


CS Residence Lighting Equipment 
Weatherproof Wire 


GE Wiring Devices 
GT Rubber Gvered Wire 


give it a place and will see in the next few years how it 
carries on. Greater accuracy will be obtained in late: 
reports when more have taken up the line. 

In addition to refrigeration, two other new items were 
added to the 40 key products in 1926; namely, sewing 
motors, (formerly classed with fractional horsepower mo- 
tors) and industrial lighting equipment (formerly classed 
with commercial lighting equipment).~ These displaced 
three other items—farm lighting systems, dish washers, 
and vibrators and hair dryers. 

The field of electrical jobbers in 1926, represented on 
our list of electrical jobbers who have been investigated 
and certified, and from which the estimates were drawn, 
comprised 806. A very large percentage of returns was 
received in answer to the requests for sales information 
sent out—at least five times as great as is considered by 
statistical authorities to be sufficient to give an accurate 
cross-section of a field. From the standpoint of accuracy 
we feel that they represent a very close approximation of 
the business done in so far as this list is concerned. 
If anything the figures err on the side of conservatism 
for these reasons: 

While 806 comprises the electrical jobbers on our 
list who have been investigated and approved (less about 
a dozen that have been found out of business or for other 
reasons checked out since printing of the list) there are 
a goodly number of electrical jobbers now being investi- 
gated who have not yet been approved and put on the 
list, although they undoubtedly did quite an appreciable 
amount of business at wholesale in 1926 which does not 
appear in our tabulation of sales. 

A second reason for deeming the figures conservative 
is that the Graybar Electric Co., with its 61 houses and 
branches does not furnish sales information of this sort. 
In our calculations, therefore, all Graybar houses enter 
in only as average houses, whereas they will run in 
volume considerably above the average. 





This Diagram Shows the Relative Sales Importance 
of 40 Key Products in the Single Year 1926, as 
Represented by the 1926 Column of Figures on the 
Next Page. 
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Electrical Jobbers’ Sales in 1926 in 40 Key Products as Contrasted 


With Sales in The Previous Four Years 


No. 1922 192% 1924 1925 1926 
1. Radio Sets and Parts....................$43,570,000 $97,178,000 $116,051,000 $104,.286,000 $128,874,000 
SID Bb eile eivecvance “anedtoewe 69,169,000 61,389,000 48,123,000 46,324,000 
GoM IOI no sic cee hae icecickslees tures 34,701,000 45,947,000 36,414,000 33,191,000 39,322,000 
4. Rubber Covered Wire ................... 36,750,000 46,783,000 45,987,000 33,085,000 37,815,000 
Fe EN eres cele gnc ks ea hed dbaw wen 27,500,000 35,808,000 31,556,000 31,000,000 32,937,000 
6. Dry Batteries (including Radio) ...... Uae eeu 5,893,000 15,000,000 18,200,000 23,126,000 
7. Residence Lighting Equipment, including 

UMENTIE WIDE 5 55 0¢ cs cessewslsccwc cbs 10,526,000 14,059,000 19,112,000 20,306,000 21,478,000 
8. Weatherproof Wire ...........0ccceccecs 27,000,000 22,871,000 21,551,000 11,150,000 15,073,000 
9: MERON NIOMOEG oo eiokccsecic nts tase swee sen 3,778,000 9,195,000 8,774,000 10,560,000 14,916,000 
10. All Other Heating Appliances ............ 12,960,000 12,806,000 15,766,000 13,351,000> 14,865,000 
LE. TE ia Sg cia civ ok cates cea cob seen’ 15,000,000 16,037,000 18,324,000 18,148,000 14,468,000 
12) SGN ACUI 95 Ss oo aie k eae 848% 9,476,000 13,995,600 13,589,000 11,290,000 14,450,000 
ee ee 7,091,000 9,751,000 9,380,000 11,265,000 13,092,000 
14. Clothes Washing Machines ............... 14,054,000 15,213,000 8,334,000 9,453,000 11,747,000 
15. Transformers, Insulators and Other Cent. 

Staton EMSIFIDS AQUI! oo 66 ck ec cee 19,092,000 13,575,000 16,221,000 8,630,000 10,752,000 
16. Com. L’t’ng Equip. Incl. Reflectors........ 10,900,000 15,825,000 11,000,000 11,186,000 10,225,000* 
17. Pre. Motors ama Cont. Bauip. .......55... 12,928,900 13,269,000 10,287,000 7,084,000 9,007,000 
1S, Ce I ROR Locke wc cite cccess. 12,450,000 12,465,000 11,393,000 8,350,000 8,268,000 
[Ge EI ONIN: PEELS Sea socacncda “eaneeweae Seredvinads > emeeemepa’ %odedaleaes 7,847 ,000* 
DO Pm Tee ie Leet. a. cient al Permax (aaa fm vata tdraacats 5,900,000 6,568,000 7,381,000 
21. Panel Boards, Power and Lighting....... 4,076,000 8,505,000 7,005,000 6,127,000 6,576,000 
Te. WAMRORENS WAMENNOE bk 65 wo bisa woke e 50's ec eisins 8,842,000 10,143,000 6,271,000 5,575,000 4,967,000 
75 a” re 4,573,000 5,430,000 4,827,000 3,820,000 4,698,000 
24. Flashlights and Flashlight Batteries......  ........ 5,870,000 4,129,000 4,562,000 4,668,000 
25. Milectric Ironing Machines ............+. 1,291,000 1,270,000 807,000 3,651,000 3,820,000 
26. “Ventiating PAREDMIENE 22... ose ec ees 1,344,000 922,000 1,814,000 2,108,000 3,584,000 
Ni ER ETMIOT TRN ae pie cbse osc Walcickaw ea) eames O00 euascegem » -esweetes!  . Suganetars 2,947,000 
BE Ge Fae ao tna. sina ei ararse wie ww pine ea ae 9,755,000 7,046,000 7,816,000 7,084,000 2,686,000 
QD “WRC IWOCONORG 6 56 5. Sica 5 o::0 Sc s'e ssielsy 7,887,000 8,300,000 4,132,000 3,811,000 2,567,000 
Or NRE oleae ee su cule pe ee ele Vale cimacs) as 3,067,000 2,538,000 2,358,000 3,035,000 2,356,000 
31. Measuring and Testing Instruments...... 3,854,000 3,193,000 3,683,000 1,543,000 2,081,000 
S2:- EAA MEPORUEES oo iacs o.xie's's ores betes nei 1,741,000 869,000 4,323,000 2,140,000 1,887,000 
GG. ON ok 0 ace occ e 0:3 5.0.0's 0 eae 844,000 645,000 1,883,000 1,026,000 1,802,000 
34. Portable Electric Tools ...........sccess 500,000 360,000 810,000 945,000 1,638,000 
35. Anmnunciators and Bells ................. 2,500,000 1,189,000 1,362,000 1,387,000 1,542,000 
36.. Freetional H. P. Motors ........scscees: 2,166,000 1,706,000 1,782,000 2,174,000 1,356,000+ 
ae ee eee 946,000 123,000 1,208,000 535,000 1,261,000 
38. Soldering Paste, Commutator Comp’s, Ete. 358,000 567,000 931,000 652,000 915,000 
SO: “BeWie  meCIMEUMIONOES 0c sca cccatiactua meee © alemavaewen 9 siesivnce §§ | dalnareislacs 520,000+ 
AO: WWIOIEE LAW: RIGGMANOS. o:c5ci6:e 5 sess ue seems 291,000 226,000 474,000 339,000 £93,000 
41. Vibrators and Hair Dryers ............. 526,000 567,000 685,000 964,000 — ...ccece 
a2; IEE WR EOEO ec sos iwc cw ce cea eeeeesies 1,828,000 85,000 154,000 0 es 
‘iS. Farm Lighting Systems ..........006s<e0% 280,000 113,000 is os. gl cr ne oe 

Total Sales in 1926 including, not only products listed above, but all others............... 0.0.00. cece eee eens $629,200,000 
* First four years commercial and industrial lighting equipment were combined under one head, “Commercial.” 
t First four years fractional horsepower motors and sewing machine motors were combined under one head “Fractional H.P. 
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“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Clearing the Radio Air-Lines 


Jobbers Asked to Help in the Solution of the Problem. First 
Step is to Work Out Broad Policies: Suggestions in Order. 


By O, H. CALDWELL = 


Member Federal Radio Commission, Washington, D. C. 
Chairman U. S. Delegation On Canadian Wave-Length Allocation, U. S. Department of State. 


THIS time, it appears to the members of the 
Federal Radio Commission that the thing to do 
is to devote every minute to “tackling the job” 
Nevertheless, I feel that 
this opportunity to come before electrical jobbers is 


T 


rather than talking about it. 


not to be passed by, for a very important phase of the 
commission's work now is to listen very carefully and 
consider all good ideas and suggestions. You as elec- 


trical jobbers are vitally in- 


nearby powerful stations eliminated. They want to get 
rid of the annoying heterodyning whistles from far-away 
transmitters on the same wave length. They are en- 
titled to receive, at any point on the dial, a program 
which, if audible, will be as clear and unspoiled as it 
was when -it left the studio microphone. There is no 
good reason why, barring local static, natural and man- 
made, they should not have such perfect radio service 

from any or all of the ether 





terested. If we can clear up 
the ether, as I fondly hope, 
it will mean much to the en- 
tire trade—jobber, dealer and 
manufacturer — in’ increased 
sales. 

Right now the commission 
is faced with a tremendously 
intricate 


problem, involving 


technical limitations, human 


rights, far-reaching religious 
and educational aspects, and 
unique entertainment possibil- 
ities. Probably the ultimate 
solution of the allocation prob- 
different 


what is now in anyone’s mind. 


lem will be from 


Jobber as a Mouthpiece 
for Regional Opinion 
It is important, 
therefore, that we obtain data 


exceedingly 





and opinions in great number 
that will not only fairly repre- 
sent the thought of individuals 
but that of the trade groups 
as_ well. 

It would be a 
thing if we could hear from 


splendid 


every electrical jobber on this 
subject, for the jobber has a 
unique opportunity to view his 
regional With that end in 


view, we cordially invite all of you who will, to write 


radio situation broadly. 


and give us your suggestions, which will help us_ to 
clear up the situation, and to put your end of the 
business, like the others, on a healthy basis. 

What the listeners want from the Federal Radio Com- 
mission, and want right away, is to have the radio 
air-lines cleared. They want each channel or wave- 
length on which they listen-in, to be freed of all inter- 
ference from other stations, so that the music or voice 
to which they are listening will come clear and undis- 
“side talk” from 


turbed by other signals. They want 


O. H. Caldwell 


channels. 

“Why doesn’t the commis- 
sion tackle the worst situa- 
tions right away?” I suspect 
some one is asking. “Why 
don’t you Washington officials 
come to New York or Chicago 
and straighten out first the 
metropolitan tangles in these 
two centers where heterodyne 
howls and overlapping side- 
talk make the night hideous.” 





Basic Facts Must Underlie 
National Solution 

But, to tackle the New 
York or Chicago problem, or 
any other local problem, with 
its congestion of stations, is 
really unwise and undesirable 
until we can solve the nation- 
al problem. For we might 
temporarily improve, say, the 
Chicago situation by switching 
some stations around, and yet 
cause hopeless troubles and in- 
terference all over the central 
part of the United States by 
the changes made in the attempt 
to correct Chicago conditions. 

We must have accurate facts 
about all stations before we 
can proceed to solve the national situation. Also, as a 
commission, we must settle certain basic policies, and 
adopt definite methods of radio procedure in attacking 
the big problem. 

Being men with experience in different branches of 
radio, the commissioners themselves naturally have ideas 
concerning these questions. But they feel that, what- 
ever their own past experience, they must approach the 
present situation with an open mind, keyed only to 
the public’s interest. 

Many of you jobbers who entertain sound views and 
strong convictions, and could give us suggestions, have 
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not the time to spare to make the trip to Washington, to 
give the commission the benefit of your experience. 
Therefore, in order that all may have the opportunity to 
put your ideas before the commission, we have issued a 
broad invitation to submit by mail your suggestions tend- 
ing to improve broadcasting and the general radio situa- 
tion. 


“The man with a two-cent stamp,” in other words, 
has the same standing and will be given the same cour- 
teous consideration by the commission as the man who 


is able to appear in person and present his views. 


Our first step, you see, is to work out broad policies. 
Suggestions along that line are invited. 


Having determined upon our policies, we must also 
have before us the full facts of the broadcasting-station 
situation as it is today. We must know authoritatively 
each station’s wave length and power, its past and its 
intended time of operation, the character of its service, 
and other facts necessary if we are to fit into a har- 
monious whole, the present picture-puzzle of frequencies 


and powers. We must get all the facts. 


Realizing this, no sooner were the President’s appoint- 
ments made, than an informal preliminary meeting of 
the three commissioners that could be reached was held 
at Washington, and the necessary questionnaires and 
license application blanks drawn up and at once sent to 
the Government Printer. Thus you will see, no time was 
lost and when the first official session of the commission 
was held, the forms were ready for approval and mailing. 
These license applications are now, as this is written, in 
When 
filled out and attested they will be returned to the com- 


the hands of the broadcasting station operators. 


mission through the local radio supervisors, and then the 
commission will have on hand complete and verified in- 
formation on which to base its vast task of station alloca- 
tion to eliminate the present interference situation. 
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The Eighteen Wave-lengths Used by Canada 

Meanwhile another complication in the radio tangle is 
involved in our neighborly responsibility to our good 
friends on the north, the Canadians. For ether waves 
and as we Americans 
plan our own station allocation, we must take care that 
Canada, a great nation of 10,000,000 people, very much 
like ourselves in tastes and living standards, secure their 


fair share of the broadcasting wave lengths for their 


know no international boundary, 


own stations, even though their listeners also derive great 
benefit from our American programs. 

Under’ an agreement dating back two years, six ex- 
clusive wave lengths and 12 shared wave 


aside for the use of Canadian stations. 


lengths set 
This allotment, 
which is still effective, gives the Canadians the use of 
18 different wave lengths, each a clear untrammeled 
channel for Canadian programs. The fact that of these 
18 waves, 12 are shared waves which are used also by 
stations in the southern tier of the United States, impairs 
them in no way for the use of our Canadian neighbors. 
Thus Canada now enjoys the use of 18 different wave 
lengths while the United States has 89 wave lengths. 
Canada’s population is eight per cent that of the United 
States. 
cent. 


Her present proportion of wave lengths is 20 per 
Hence the present division of channels would seem 
really to favor rather than to discriminate 
northern neighbors, as the set-up stands. 


against our 
Assurance having been given the Canadians that, acting 
with the 
tional understanding, six radio channels are to be re- 


under the new law and in accordance interna- 
served exclusively for Canadian broadcasting stations, 
the United States Government promptly acted to clear 
these designated channels of American wave-jumping 
stations. 

In prompt fulfillment of this international obligation, 
in the breach of which by American wave 
the 
March 24 gave notice that the (Turn to Page 150) 


jumpers the 


Canadians have been most patient, commission on 
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“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


An Inspiration to the Industry 


Electrical Supply Jobbers Association 
Extends Its Sphere of Usefulness. White 
Sulphur Meeting Holds Great Possibilities 


HERE are not many industries divided so clearly 

' into four component parts as is the electrical in- 

dustry, with its power and light branch, its manu- 
facturing branch, its wholesale branch, and its contractor- 
retailing branch. If there were no other reason in the 
world for the existence of an association of jobbers it 
would be quite necessary and proper, due to the fact 
that each of the other three branches of the industry have 
well-developed national organizations. The existence of 
a jobbers association not only has meant that there was 
an organization active in studying the problems of whole- 
sale distribution but has also been a means by which the 
jebbing branch of the industry could co-operate with the 
other factors in the advancement of the use of electrical 
products. The advantages of membership in the Electri- 
cal Supply Jobbers Association have, therefore, been of 
incalculable benefit, and particularly to the small and 
medium-sized houses. 

Previous to 1908 associations of jobbers existed in the 
east and the west, but it was in December of that year 
that the present Electrical Jobbers Association was organ- 
ized and established upon the foundation upon which it 


has since grown. Under this organization the United 
States was divided into the Pacific Division, with an 
ofice at San Francisco; an Atlantic Division, with an 
office in New York; and a Central Division, in which the 
general office of the association was located at Chicago. 
This organization differs from most other national trade 
groups in that it has never had the usual officers such as 
president and vice-president, but has been directed by a 
sort of commission government, through a board of execu- 
tive committeemen representing different portions of the 
United States. The individual executive committeemen 
are chairmen of the various committees of the association, 
and are directly in charge of the association’s activities 
as represented in those committees. 

Division chairmen are elected yearly to represent the 
Atlantic, Central and Pacific Divisions respectively, and 
are ex officio members of the executive committee. The 
chairman of the Co-operative Relations Committee repre- 
sents the association in its contacts with the other 
branches of the industry, while the Committee on Dealer 
Co-operation confines its work to studying the problems 
which confront the retail distributor of electrical supplies. 


EXECUTIVE COMMITTEE OF THE E. S. J. A. 


ATLANTIC DIVISION 


E. M. Keatley 
Virginian Elec. 
Inc., Charleston 


H. R. Worthington 
Florida Elec. Sup. 


Co. Jacksonville 


Clarence Wheeler 
Wheeler-Green 
Elec. Co. 
Rochester, N. Y. 


CENTRAL DIVISION 


J. C. Schmidtbauer 
Julius Andrae & S. 
Co., Milwaukee 


W. W. Low 
Electric App. 
Co., Chicago. 


H. F. Thomas 
N. W. Elec. Equip. 
Co., St. Paul 


Co., New Orleans 


H. M. Gansman 
H. C. Roberts Elec. 
Sup. Co. Phila. 


John L. Owen 
E. B. Latham 
& Co., New York 


Frank S. Price 
Pettingell-And- 
rews, Boston 


PACIFIC DIV. 


O. B. Stubbs, 
Stubbs Elec. 
Co. Portland 


L. L. Hirsch 
Electrical Sup. 


L. T. Milnor 
Milnor Elec. 


Co., Cincinnati 




















May, 1927 





THE JoBBER’S[AJSALESMAN 11 





Through another committee chairman the association is re- 
presented in the U. S. Chamber of Commerce. The asso- 
ciation’s finances are looked after through a Committee 
on Finance, a Committee on Auditing, and a Committee on 
Operating Expenses. The Association has arranged a 
plan by which members may economically secure their 
trade catalogs, and this activity is in the hands of a Cata- 
log Committee. The association also has various com- 
mittees charged with the duty of studying new products, 
freight classification, insurance, simplifrcation and _ fire 
protection. 

The general staff of the association consists of the fol- 
lowing named: Franklin Overbagh, general secretary 
and treasurer, 411 So. Clinton St., Chicago; E. Donald 
Tolles, secretary of the Atlantic Division and national re- 
presentative, 165 Broadway, New York; Albert Elliott, 
secretary of the Pacific Division, 502 Flatiron Bldg., San 
Francisco, and Dana T. Ackerly, counsel, 32 Liberty St., 
New York. 

Division Chairmen are: Atlantic 
Division, W. I. Bickford, Iron City 
Electric Co., 436 Seventh Ave., 
Pittsburgh; Central Division, H. C. 
Downing, House of Downing, 216 
Second St., Des Moines, Ia.; Pacific 
Division, C. B. Hawley, Inter-Moun- 
tain Electric Co., 43 East 4th St., 
Salt Lake City, Utah. 

For many years the Electrical 
Supply Jobbers Association has been 


AT LARGE 





working along with a set-up such as 
this. Through its general staff, its 
division chairmen, its executive com- 
mittee and its thirty odd working 
committees it is provided with a 
“family tree’ the branches and roots 


F. M. Bernardin 
B-R Elec. Sup. Co. 
Kansas City 


of which reach out into every part of 
the industry. It is altogether likely 
that the electrical jobbing industry 
as a whole would not have reached 
the high plane on which it stands 
today, or have been looked 
with the respect in the which the 
other branches of the electrical in- 
dustry now hold it, had it not have 


upon 





been for the fostering influence of 


G. E. Cullinan 
Graybar Elec. 
Co., New York 


this strong, well organized associa- 
tion. 
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The Nineteenth Annual Meeting of the Electrical Supply 
Jobbers Association Will Be Held Amid the Most Delightful 
Surroundings. White Sulphur Springs, the World Famous 
Playground, is Situated in the Mountains of West Virginia. 
The Greenbrier Hotel Offers Everything That Can Be De- 
sired in the Way of Accommodations, Cuisine and Recrea- 
tion. There are Two 18-Hole Golf Courses and One 9-Hole 
Course, All Starting at No. 1 Tee Near the Casino. A Large 
Swimming Pool, Five Tennis Courts, All Kinds of Bridle 
Paths, Saddle Horses and Phaetons—aAll Offer Possibilities 
for Pleasure Seekers Whatever Their Tastes May Be. This 
Year There Will Be the Usual Jobbers’ Golf Tournament, 
Manufacturers’ Tournament, a Ladies’ Putting Contest, With 
Appropriate Prizes. 


For the individual or the company belonging to the as- 
sociation, the advantages are many and definite. The 
association has been organized to promote, broadly, the 
welfare of its members. It gathers and distributes in- 
formation and statistics bearing on the business. It aids 
in bringing about more friendly relations. It assists in 
standardizing and marketing high grade merchandise and 
is constantly trying to improve the grade of goods 
turned out by manufacturers. At its meetings there is 
the opportunity to meet jobbers from all parts of the 
country and compare notes. There are also contacts to be 
made with executives and high officials from virtually 
every manufacturer who has a clean-cut jobber policy. 
The programs at the meetings are interesting and enlight- 
ening. And last but not least there is the very great ad- 
vantage that comes to the individual who is willing to 
give some of his time to the advancement of his industry. 

Of late, the Electrical Supply Jobbers Association has 
been making a sincere effort to increase its membership 
and thus to extend its influence to reach every ethical, 
straight-dealing jobber in the business. It cannot be 
accused of high-hatting the small jobber for it has now 
thrown down the old restrictive bars and extended a wel- 
come to all non-member jobbers of good standing and 
reputation to work with it for the better development of 
electrical distribution. 

All concerns in the United States whose principal busi- 
ness is the jobbing of electrical supplies are eligible to 
membership in the association if (Turn to Page 182) 











THE soBBER’SfA)SALESMAN 





“FOUNDED ON THE BELIEF THAT THE 





B. L. Worden 


The Electrical 


B. L. Worden 
President 
The Cutler-Hammer Mfg. Co. 


XPERIENCE, as recorded in_ both 

political and economic history, clearly 
demonstrates that there is a limit in size 
which units, either political or industrial, 
cannot exceed without trespassing on their 
ability to serve to best advantage. The 
determination in advance of this limit is 
difficult, in fact almost impossible. The 
ambition to grow carries organizations be- 
yond their natural limitations. 

It is undoubtedly a fortunate circum- 
stance for most of us interested in the 
progress of any particular industry, or in- 
stitution connected with that industry, that 
this is so, particularly is it to the advan- 
tage of smaller industrial units and young- 
er men ambitious to get into business. 
The smaller institutions can most certainly 
serve many of the consumers of products 
to better advantage than larger aggrega- 
tions. Sometimes neither the large units 
nor the smaller ones recognize their own 
fields and the one tries to serve the cus- 
tomers of the other to everybody’s dis- 
advantage. 

Having in mind the situation as out- 
lined, and with no desire to try to de- 
termine the advantageous limit of size to 
which any company may aspire, I am sure 
that any movement tending towards the 
elimination of the independent jobbers is 
not for the best interests of the electrical 
industry as a whole, nor the organizations 
promoting such a policy. I am sure that 
better distribution of a large volume of 
business and more satisfactory service to 
the final consumer can be rendered through 
independent jobbers, capable of making a 
detailed analysis of the needs of their 
particular field and reflecting such neces- 
sities back to the producer. I believe it 
is quite impossible to properly serve final 
consumers, either through controlled job- 
bers or direct from the producer, except 
in connection with the larger projects. 
The producers’ policies are, of necessity, 
based on a less perfect knowledge of the 
average customer’s requirements and are 
unavoidably quite largely influenced by 
production necessities or desires. 

I am sure that the best results for all 
will be obtained by proper respect on the 
part of the producer for the opinions and 
obligations of the jobber and by giving the 
jobber all possible encouragement. 


SALESMAN OF 


N. H. Boynton 


THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.’ 


H. W. Bliven 


Jobber As the 


He is Here To day By Virtue of 
the Service That He Performs 


D. Hayes Murphy 
President 
The Wiremold Co. 
HE attitude of the manufacturer to- 
ward the jobber depends upon the use- 
fulness of the jobber in the distribution of 
the manufacturer’s product, and the use- 
fulness of the jobber depends very much 


upon the nature of the product to be 


distributed. 

To illustrate, let us consider three classes 
of manufactured products, as follows: 

(1) Those which naturally and normal- 
ly move direct from producer to ultimate 
user, such as central station generating 
apparatus or electric cranes for steel 
mills. The manufacturer of this class of 
equipment does not consider the jobber be- 
cause the very nature of the transaction, 
on account of engineering and operating 
problems involved, calls for direct contact 
with the customer. Obviously it would be 
unprofitable for the jobber to strive for 
such business. 

(2) Products which may be ‘and are 
sold both direct and through jobbers, such 
as wire. While the manufacturer will 
readily concede small lot sales out of 
stock as being logically jobber business, 
his attitude toward the jobber on large 
orders for direct shipment is likely to be 
that of competitor rather than supplier. 
In such cases the business is usually un- 
profitable to the jobber unless he is in a 
position to make an agency arrangement 
with the manufacturer. 

(3) Well known staple articles in con- 
stant demand by scattered dealers and 
contractors, articles requiring stocks com- 
prising many items to take care of small 
unit purchases. In this field the jobber 
is supreme and indispensable and the at- 
titude of the manufacturer is therefore 
cordial and co-operative in the extreme. 

This is the age of specialization, and 
one way to succeed is by selecting a few 
tasks which we know we can do relatively 
better than most other people and then 
concentrate on those few tasks and _ per- 
form them to the very best of our ability. 

Referring to Nos. 1 and 2 above, if you, 
Mr. Jobber, know that you can handle such 


business in your territory better than the 
manufacturer can handle it direct, then 
prove it to him, and make sure that his 
attitude is one of co-operation, not com- 
petition. 

As to No. 3, no proof is necessary. 
There can be no question as to the ability 
of the jobber to handle this class of busi- 
ness relatively better than the manufac- 
turer, or anyone else, and one sure way 
for the jobber to work out his destiny 
might be to specialize on No. 3. 

The more helpful the jobber makes him- 
self in the process of moving goods from 
their source to their ultimate destination, 
the more his services will be in demand by 
both producer and consumer, and therefore 
the greater his opportunity for success. 





H. W. Bliven 
Vice-President 
Harvey Hubbell, Inc. 

N the writer’s opinion, at no time in 

the past has the jobber been as neces- 
sary for the economical distribution of 
wiring devices as he is at the present 
time. 

With the enormous development of the 
house wiring and appliance business that 
has occurred in the last few years, the 
jobber performs a very necessary work in 
making it possible for the trade to pro- 
cure materials promptly, and we believe it 
is a waste of time to even consider the 
possibilities of doing without him. 





Paul P. Huffard 
Vice-President & Gen. Mgr. 
National Carbon Co. 

HE method of distributing goods that 

is going to survive is that which the 
process of evolution proves will render 
the greatest service to the consumer at 
the lowest cost. That the jobber forms 
an indispensable part of the distribution 
chain the National Carbon Co. is con- 
vinced. Our policy of distribution to 
dealers exclusively through the jobbing 
trade over a_ period of years’ on 
“Eveready Columbia” dry cells and hot 
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George A. Hughes 











D. Hayes Murphy 





Manufacturer Views 


Suggestions That May Be Helpful 
in Working Out His Destiny 


shot batteries, “Eveready” flashlights and 
flashlight batteries, and “Eveready” radio 
“B” batteries, and the whole hearted sup- 
port given to the principles upheld by the 
jobbing trade is the best evidence of that 
fact. The part that jobbers will play in 
the future development of a more effi- 
cient distribution system depends, in our 
opinion, on their breadth of vision and 
sincerity of purpose in tackling the prob- 
lem of getting goods to the consumer at 
the lowest cost with a fair profit to dealer, 
jobber and manufacturer. 

We would like to call attention to the 
following points which we believe are de- 
serving of the most careful consideration 
of jobbers at the present time: 

Where jobbers are carrying more than 
one brand of a standard, nationally adver- 
tised line they are not selling, but taking 
orders, i.e., they are not putting sales ef- 
fort behind either brand. With divided in- 
terest they cannot do justice to the manu- 
facturer, the dealer, or to themselves. 

Any jobber can improve his position by 
a more intensive study of what constitutes 
his natural trading area and applying the 
utmost effort to develop that area to its 
fullest capacity. This means less time 
competing against one another and more 
constructive effort individually and col- 
lectively. 

If the jobber is to maintain his rightful 
position in the future system of distribu- 
tion he must be prepared to co-operate to 
a greater extent with the manufacturer in 
helping to move goods off the dealers’ 
shelves. The . manufacturer’ today is 
obliged to assume too much of the selling 
job and as a result his cost of doing busi- 
ness is mounting at a rate which cannot 
continue. 

In some fields jobbers have already seen 
the wisdom of employing sales promotion 
men to enable their organization to co- 
operate more closely with the dealer and 
the manufacturer in moving goods into the 
consumers’ hands, rather than leaving this 
work entirely to the manufacturer who is 
one step further removed from the con- 
sumer. 

The manufacturer cannot afford to give 


the present large discounts to cover only 
the work of warehousing, order taking, 
and carrying accounts, and instead is ex- 
pecting of the progressive jobber, in the 
future, a real constructive selling job. 


T. J. Kauffman 


Treas. & Gen. Mgr. 
Square D Company 





E believe today as we have in the 
past that for distribution of certain 
lines of electrical apparatus and supplies 
the electrical supply jobber is an absolute 
necessity, and our product happens to be 
one of the lines that it is necessary to dis- 
tribute through the electrical supply job- 
ber. You ask us if we believe him to be a 
desirable factor in the distribution of elec- 
trical products. As stated above we not 
only believe him to be a desirable factor 
but think he is absolutely necessary for 
some lines, ours among others. 
In our experience, over a great many 
years, in this industry, we find the electri- 
cal supply jobber to be most successful 


who renders the best service to his cus- 
tomers. By service we mean prompt and 
efficient delivery of material ordered 


through him as well as intelligent, able, in- 
structive, complete information available 
for his customers on all of the products 
he handles. 

The functions now performed by the 
electrical supply jobbers will always be 
performed by some organization in the 
industry, of course, and it is our opinion 
that they will be performed by the electri- 
cal supply jobber as we now know him. 

George A. Hughes 
President 
Edison Electric Appliance Co. 


HE question is ever being agitated as 
to whether the jobber is fulfilling an 
economic function. The fact that he is 
an additional link between the manufac- 
turer and the dealer will always make 
him a target. 
We feel that the electrical jobber per- 
forms a real function when it comes to the 
distribution of electrical appliances, par- 


THE JOBBER IS THE MOST 


IMPORTANT MAN IN THE INDUSTRY.” 




















Paul P. Huffard 





im 


ticularly what may be called shelf mer- 


chandise. In fact, we have a very strong 
and inflexible jobber policy on “Hotpoint” 
appliances because we believe that for the 
most part the electrical jobber is making 
progress in working out his destiny. 

We look for the jobber, in the future, 
more and more, to give intensive service 
in his natural area of distribution,—which 
means, of course, more and more concen- 
tration in his sphere of service. The 
electrical jobber is also coming to realize 
that in performing his function for the 
manufacturer, he must cultivate and serve 
every kind of outlet where the manufac- 
turer’s goods are being or could be sold, 
and not limit himself to the so-called 
“electrical” outlets. This is part of the 
intensive cultivation which will strengthen 
the jobber’s position as an economic fac- 
tor in distribution. 

As a matter of fact, as Mr. Herstein 
recently pointed out, electrical appliances 
are proving to be a life saver for the for- 
ward looking electric jobber who 
his opportunity. 


N. H. Paton 


Asst. Gen. Sales Mgr. 
National Lamp Works of the G. E. Co 


HE REGARD which the National 
Lamp Works holds for the jobber can 
best be shown by a plain statement of 


sees 


fact. In 1914, 28 per cent of National 
Mazda lamps were distributed through 


jobbers and by 1926 that figure had _ in- 
creased to 82 per cent. Surely that shows 
how each year our faith in the jobber 
method of distribution has strengthened. 

Has the jobber done a good job for us? 
Let another fact give you the answer. In 
1914 the sale of large Mazda lamps was 
approximately 110,000,000 whereas by 1926 
sales had grown to more than 304,500,000 
The jobber has done and will continue to 
do a big job for us and we still believe 
that the jobber’s salesman is the most im 
portant man in the industry. 

The jobber, in common with all the rest 
of the world, faces perplexing problems to- 
day. But he has faced them since the be- 
ginning, he will still be facing them at the 
end. The problems change but they al- 
ways exist for they are the tests which 
men must pass if they would progress. 

Nor are any of us given the option of 

(Turn to Page 188 
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What the Jobber Can 


Expect of Radio 


Radio Has Become an Accepted Service In 


the Home. The Encouraging Aspect of the 
Situation Today is that We See the Light. 


DAVID SARNOFF 


Vice-President & General Manager, Radio Corp. of America 


AN INTERVIEW 


CONSIDERABLE increase in the electrical job- 
ber’s radio business was shown in 1926 over 1925. 


In fact, last year was his record year. In spite of 
predictions made by many that the electrical jobber 
would not be able to maintain his position as the most 
important wholesaling factor in the radio business, he did 
maintain his position again last year, although faced with 
strong competition on many sides. 

But while the electrical jobber has apparently dug 
himself in and fortified himself rather well, he still has 
no sinecure. This is no time for undue assurance. 

The views of David Sarnoff, although he directly re- 
presents a single large manufacturing interest, have al- 
ways been distinctly the broad views of the industry. 
For that reason all jobbers, regardless of their affiliations, 
hold his opinions in respect. So we asked him at this 
time to say something-on radio, and particularly the job- 
ber’s place in the picture, knowing full well that if any 
jobber feels now that his position is perfectly guarded, 
after Sarnoff was through, while the jobber might be en- 


couraged, any feeling of cocksureness that he might have 


would be somewhat modified. 

With the air swept clear of the howls and squeals of 
station-with-station interference, with a fixed and orderly 
procedure in broadcasting, with the confidently expected 
results of recent radio legislation——What can the electri- 
cal jobber expect of the radio industry in 1927? We 
asked this in an interview with David Sarnoff, vice-presi- 
dent and general manager, of the Radio Corporation of 
America. 

“It is a very spacious question,” suggested Mr. Sarnoff, 
“and it deserves a very broad answer. 

“TI can say,” he smiled, “without fear of contradiction, 
that the electrical jobber’s place in the sun, as far as 
radio is concerned, is exactly as big as he can make it. 
His position is precisely as stable as the stability of the 
manufacturer with whom he has linked his fortunes, and 
his chances of prosperity are as great as those of the or- 
ganization behind him. It would be even easier to say 
that the trick is to hitch his wagon to the right star, and 
then drive to success. 

“Certainly, there is a decided affinity between radio and 
the electrical jobber. A radio receiver is a piece of elec- 
The best sets are manufactured by the 
They can be 


trical equipment. 
great electrical interests of the country. 
serviced only by men with electrical experience. 

“But, there’s this to consider: A radio set is not a 


mere inert item on the electrical jobbers’ list. A radio 
set is a marvellously sensitive device, which properly ac- 
And 
like other things that talk or, sing—or cry—around the 
house, a radio set needs expert attention, in sales as well 
No jobber who thinks of a radio set as he 
thinks of so many feet of wire or so much insulation 
material, fulfills his function in (Turn to Page 186) 


tivated, will sing and play, entertain or instruct. 


as in service. 
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Watch Your Central Station 
Rate Schedules 


They Have a Definite Bearing On the Sale of Appliances, 
Both Home and Industrial, In Every Community. Accurate 


And Up-to-date Information Necessary, and How to Get It. 
By E. W. LLOYD 


Vice-President In Charge of Sales of Electric Light and Power 
Commonwealth Edison Co., Chicago 


OW MUCH attention has the average jobber 
paid to the rate schedules of central station com- 


panies? 

In those communities having rate schedules designed to 
encourage the use of appli- 
ances of all kinds, not only 
in the home but in industry, 
it should be easier for the 
jobber to sell his wares. If 
he understands the cost of 
operation of these various 
devices, he will have a bet- 
ter selling argument to a 
greater extent in those com- 
munities where the rates en- 
courage use. 

In places where the resi- 
dential rate has a follow- 
on feature, encouraging use 
beyond the normal lighting 
consumption, there should be 
a very much more extensive 
use of appliances than in 
communities where a straight 
line, meter, or similar rate, 
exists. If the community 
has an established electric 
cooking rate, this should be 
known to the jobber, and 
recognized by him as a splendid opportunity to sell elec- 
tric ranges. 

In the development of lighting in commercial institu- 
tions and factories, the existence of a rate schedule that 
has a follow-on feature, either for larger use or for long- 
er-hour consumption, should be an incentive to the jobber 
to put on campaigns for the sale of more factory lighting 
fixtures and larger lamps, because the average factory 
today, while in very much better shape than a few years 
ago with regard to lighting systems, is still way under the 
mark that can be obtained by a careful study of condi- 
tions in each case. 

Higher lighting values are the order of the day in pro- 
gressive and efficient factories, and this means more mer- 


chandise. In many commercial institutions, the use of 


small-motor-driven and heating devices is growing with 
considerable rapidity. 
the various devices available; it should be the business of 


It is not necessary to enumerate 








E. W. Lloyd 


the jobber to familiarize himself with the full line, and 
be prepared, in co-operation with dealers and central sta- 
tions, to encourage campaigns that will increase the use 
of these devices in his territory. 

Whenever rate 
are put into effect by the 
companies, this 
should be known to the job- 
Such 
easily obtainable from the 
central 


changes 
various 


ber. information is 


station companies 
themselves, and in nearly all 
states the utility companies 
are required to file such rate 
changes with a commission, 
and they therefore quickly 
become public property. 
There are many small 
communities having electric 
service, but with no estab- 
lished place where electrical 
can be 


merchandise pur- 


chased. The jobber oper- 


ating in such _ territories 


should develop plans for 
making it easy for users of 
electricity to secure such ap- 
pliances. 

In some of these small 
towns, where there is no gas, the electricity supply com- 
pany has a cooking rate. In other towns, due to local 
conditions, no such rate has been developed. Where such 
rates have not been developed, all kinds of cooking de- 
vices, up to 1000 capacity, can be sold to advantage be- 
cause the electricity cost very often permits of the use of 
such devices which can be operated in competition with 
wood, coal or oil as fuel. For instance, there are in- 
sulated cooking ovens available, which, while small, can 
cook a very large proportion of the family meals at a 
cost the user can afford to pay. 

In connection with the factory again, the number of de- 
vices available is also increasing very rapidly. The use 
of electricity in heat applications of all kinds is increas- 
ing; the heat treatment of metals, and the application of 
electricity in heating ovens of low and high temperatures 
is increasing, and as yet there has been very little ma- 
chinery set up to make such devices available to the cus- 
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tomer. The central station companies have had to do the 
promotional work in connection with this development, 
but there is no reason why the jobber cannot do at least 
part of this job, to his advantage. 

In other words, all of this means that the jobber, in 
order to realize the possibilities of his market, should be 
in a position to render the service necessary in the sale 
of such articles. While the manufacturers are doing some 
of this work, they are by no means covering the field, 
as our own experience indicates that they do very little 
as compared with the possibilities. 

Every jobber should have his men in touch with the 
central station people in the various parts of his territory, 
to find out what they are doing. If he gets in contact 
with the right men in the central station company organi- 
zation, he will get all the co-operation he wants, or needs. 

The central station companies find it necessary to do a 
great deal of work in promotional sales, introducing new 
applications of electricity. The contractor-dealer is not 
usually in a position to do this kind of a job, but it would 
seem as if the jobber could very well afford to take some 
interest in the new development in machinery, apparatus 
and appliances which ultimately lead to a good market. 
He in many instances could collaborate with the central 
station in this promotional work; he could at least find 
out what the central station is doing in promotional work 
and determining whether he can afford to get into the 
field himself. 

There are many devices that in the last generation have 
developed from the promotional class into a steady com- 
mercial line. If the jobber would get into the field early, 
he would enjoy the profits that ultimately accrue from 
the sale of such devices. 

Many devices that are now being handled by manu- 
facturers’ agents could be handled with profit by jobbers, 
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if they were equipped to keep in touch with such devel 
opments and to take them over in the early stages, befor 
the organization of manufacturers’ agents is established. 


Taking it altogether, it would seem that the jobber in 
each community should know the individuals in the central 
station companies who have to do with the sale of elec- 
tricity in all its uses. He should have atontact with the 
individual who has charge of different developments, 
which would work to their mutual advantage. 

We are just about to enter a national campaign for 
the refixturing of the American home. This should pro- 
vide a wonderful opportunity for the jobber. In some 
of our largest cities the type of fixture in the buildings 
that are frve years old or more look so old-fashioned that 
you would scarcely believe them to be but a few years 
old. Inefficient, inadequate as they are, it would seem 
that this opportunity should mean a very large business 
for jobbers, co-operating with dealers. 


None of these jobs is particularly a bed of roses, but 
it has been conclusively proven, through co-ordinated ad- 
vertising campaigns on domestic heating appliances car- 
ried on by the National Electric Light Association dur- 
ing the last two years, that such efforts are worth while. 
One manufacturer has stated that he has sold as many as 
eight times the number of appliances during one of these 
campaigns as he did during the same months in previous 
years. While this is undoubtedly an outstanding achieve- 
ment in this particular case, we have enough evidence to 
indicate that the increase in sales of all the devices adver- 
tised has been very substantial. 


So that it seems quite evident that co-ordinated cam- 
paigns between the manufacturers, the jobbers, the deal- 
ers and the central stations should net very satisfactory 
results. 





HE JUNE issue of THE JOBBER’s 
SALESMAN will contain the second an- 
nual “Radio Market.” This “Market” 

is displayed for the benefit of the radio de- 
partment managers of electrical supply Job- 
bers. 

Each year difficulty is experienced in de- 
ciding on new lines to put in the jobber’s 
radio catalog. Various products are being 
considered by the department manager and 
he generally finds himself pressed for time. 

Bearing these facts in mind, THE Jos- 
BER’S SALESMAN attempts to simplify his 
task by displaying, in catalog form, the new 
lines available to him, also the changes in 
old models. 

Small cuts will illustrate the products 
and a brief though complete description will 
accompany them, 





“Radio Market” in June Issue 


Display of New Radio Products to Be Shown for the Benefit of 
Radio Department Managers—An Aid to Compiling 


Jobbers’ Radio Catalogs 


It is hoped and expected that each year, 
as the “Radio Market” increases in popu- 
larity, the radio department managers will 
depend upon it more and more for the in- 
formation they require. 

Last year the “Market” contained some 
15 pages of valuable catalog material on the 
very latest developments in addition to a 
large number of special announcements in 
the advertising pages by the most prominent 
manufacturers who depend upon the elec- 
trical jobber for their distribution. 

The displays, of course, will be non-parti- 
san and will in no way include any recom- 
mendations. The “Market” is, however, 
very obviously interested in carrying the 
messages of only those manufacturers who 
have, as their policy, distribution through 
electrical and radio jobbers. 
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Pictorial Review of Electrical Developments 


A long-range searchlight gun, which 
can shoot pictures or images on clouds 
or buildings at varying distances, has 
been perfected by the General Elec- 
tric illuminating engineering labora- 
tory. This projector, which in exter- 
nal appearances closely resembles a 
cannon, is but a smal! model of larger 
sky writers which can be made, ac- 
cording to W. D’Arcy Ryan. “There 
is no reason why we can not make 
projectors using a 60-inch  search- 
light which will be capable of casting 
an image on a cloud or other object 
at a distance of five miles,” Mr. Ryan 
explained. 

A searchlight is located at the rear 
end and in the barrel are lenses and a 
slot for the slide which is to be pro- 
jected. These lenses are so arranged 
that the image from the slide is in 
constant focus at any distance more 
than 20 ft. from the end of the barrel. 





Lessons must be made more interesting and up- 
to-date to hold and arouse the attention of the 
pupils, is the contention of Dr. John F. Condon, 
principal of a New York school. So he has applied 
the interesting electric questionnaire to his curric- 
ulum. This is composed of a series of questions, 
be it in grammar, history, geography, etc., with a 
corresponding series of correct answers. He picks 
a question at random, announces it to the class 
and allows a reasonable length of time for the 
pupils to write their answers. By using a small 
plug, electrically charged, Dr. Condon reaches the 
correct answer and the buzzer sounds, ending the 
time limit.—J/nternational Newsreel. 


Professor J. Popjie, famous Dutch savant, is the 
inventor of “Radiana,” a new electrically driven 
automaton, built in the image of the Sphinx. 
Radiana is driven by electricity, and through an 
electrically constructed device the figure shaves a 
man, pulls a tooth, picks a card from a pack, and 
bakes a cake.—/nternational Newsreel. 
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The twenty-seven million peo- 
ple who pass each year see the 
A. J. Krank Building on Uni- 
versity Avenue in St. Paul 
lighted by 52 X-Ray flood- 
lighting projectors. The light 
in the right of the photograph 
is focussed upon the tree and 
not on the building. In full 
foliage the tree is a picture in 
itself. .The installation was de- 
signed by R. D. Myers, Light- 
ing Service Bureau, Northern 
States Power Company, St 
Paul. 





A_ world-record breaker is 
little Harmon Loeb, the 5-week- 
old son of Dr. and Mrs. Carl 
Loeb of Chicago. At an age 
when most babies are unable 
either to sit or hold their heads 
up, Harmon Loeb lays claim to 
being capable of taking several 
steps by himself. The father, a 
physician, attributes his son’s 
walking ability to a sturdy phy- 
sique built up by constant exer- 
cise and special light treat- 
ments. For the light treat 
ments, Dr. Loeb has designed 
his own sun-ray machine. The 
baby is given a series of exer 
cises three times a day designed 
to strengthen his muscles. To 
assure his developing a strong 
back, the baby sleeps on a 
bread board covered with pad 
and pillow.—P. & A. Photo. 





The drying apparatus 
shown below furnishes both 
heat to dry Harriet Ward's 
finger wave and light for 
her to read by at the same 
time. This was exhibited at 
the convention of the Amer- 
ican Master Hairdressers at 
the Hotel Commodore in 
New York.—!International 
Newsreel. 


A freak radio set guaranteed 
to produce spirited jazz has 
been built in a glass gallon jug. 
Victor Laforce, an employee of 
the Canadian National Rail- 
ways at Montreal, where these 
containers may still be found, 
put the set together in 45 hours 
of working time without remov- 
ing any part of the jug except 
to drill 20 holes necessary for 
mounting the apparatus. The 
patient builder had to strip a 
transformer and reassemble it 
in the jug. The outfit consists 
of a single-tube three-circuit re- 
generative receiver with three 
control dials protruding through 
the glass walls. These dials 
serve to vary the wave-length 
of primary and secondary cir- 
cuits, the amount of feed-back 
from regenerative circuit, and 
the filament current of a UV 199 
tube. 
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urtiStrip is a handy standardized wireway 
manufactured by the makers of X-Ray 
Reflectors. 


With CurtiStrip you now have 


—a sturdy wiring device available in ten 
foot lengths, with standardized parts. 


—every provision for immediate installa- 
tion right on the job. 

—exceptional flexibility and simplicity of 
assembly. 


—reduction of time and material costs to 
a minimum. 


CurtiStrip marks a new epoch in show win- 
dow and covelighting installations. As a time- 
saver for the man on the job, it is revolutionary 
in character. 


Write for descriptive booklet. 


Curtis Lighting, Inc. 


1119 W. Jackson Blvd. 


31 W. 46th St. CHICAGO 3113 W. 6th St. 
New York Los Angeles 
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(A Wiring Device) 
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(Its Standardized Fittings) 



















Curtis Lighting, Inc. 


1119 W. JACKSON BLVD. 


CHICAGO 
Send me full information about 
and X-Raylets. 
NAME ___ misnsilindaRicieasiaaiualiveaiameiii 
FIRM 
ADDRESS — 
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How to Remove a , U 


Kondu Threadless , 
pati" 


Fitting 
rt P| git 


When an efficiency man in a factory works out a plan 
that will save the company $10,000.00, it is adopted with i. 
mixed feelings of delight and chagrin. 

The boss is glad to save the $10,000.00, but it makes him 
First mad to think how many years he has been losing it. 


Back Locknuts off the Bushings. A man who saves his employer money in the office or 
factory is not so well paid in increased salary as the Sales. 
man who has increased his employer's profits by increased 
sales, and in return receives more commission. 
Knowledge of what you offer directly determines your 
success as a Salesman. Learn how to make the difficult 
sales and the actual conditions you meet will be easy. You 
will be doing the same work of breaking down sales 
resistance with knowledge of your product, and receive 
higher compensation as a result. 


Do you know enough about KONDU THREADLESS 








To Install reverse operations 














Second FITTINGS to break down the barriers or sales resistance 

R Bushi f a that may arise so that you will be benefitted by increased 
a ee Sn See er orders? You may say, “Why learn about KONDU 
duit by pushing them inside of box THREADLESS FITTINGS?” The answer—‘Knowing 
body. about what you sell increases your personal profit as well 
as that of your employer, making you a valuable man to 


him.” 
Are you telling the contractor that KONDU 
THREADLESS FITTINGS are ready made and 
enable him to do twice as much work in the same 
amount of time? 
Did you know that all unions are eliminated with 
KONDU? 
Learn more about KONDU THREADLESS FIT 
TINGS. Write to us. 





Third 


Slide the fitting along conduit and 
simply pick out of line. 5 


ERIE MALLEABLE IRON COMPANY}: 


District Offices 


New York J. G. Pomeroy Co., Los Angeles and San Francisco, Cal. Boston 


Philadelphia C. R. Dederick, Portland, Ore., and Seattle, Wash. Cleveland 
Detroit 


K ONDI J yeaa Fred E. Staible, Denver, Colo., and Salt Lake City, Utah St. Louis ERIE, 


Chicago a : 
E. E. Dawes, Atlanta, Ga. Kansas City 


DIV. Cincinnati Baltimore PENNA. 
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Youshould 
Read This! 





n 


h 





n Give the 
r Salesman Another sticker for threaded fittings- 


; Credit easy with KONDU threadless fittings 











) Kondu Threadless Fittings 
| in a Public Building 


Photograph shows part of a compact network of steel beams and 
conduit recently completed in one of our modern public 
buildings. 


KONDU THREADLESS FITTINGS are readily adapted to 
such a type of installation; in fact, KONDU THREADLESS 
FITTINGS are the only fittings with which such a job can be 
done with any degree of speed and economy. 


The installation of fittings on conduit, bent and twisted into 
many shapes between beams and against concrete, is a difficult 
job—almost impossible with threaded fittings. 


If you are an electrical contractor, give KONDU THREADLESS i 


FITTINGS a trial on the most intricate job you can find and be 
convinced of their merits and savings 


KONDU-BOX 


Revistered U. S. Patent Office and Canada 





Listed as standard by 
Underwriters Laboratories 
1%” to 2” Sizes Inc. 
Other sizes on test 









lotor Control Switches 


above photo shows a set of switches conve- 
r Bly located on a pillar. A minimum amount of 
4s and labor was required in this installation. 


Id the future requirements of the plant de- 
!a change in machinery layout, the fittings 
pasily be removed or changed with little trouble 
bor and practically no additional cost. 


ondu Threadless Fittings 


TE Raa. 


BINDING 


Patented 
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Here’s an example of 


what we mean 


—The kind of merchandise that Standard 
makes available—No. 756, a beautiful big 
range for large homes, clubs, etc. Aluminum 
lined domestic type oven above. Monel Met- 
al lined hotel type oven below. Also big rang- 
es for hotels and restaurants. All domestic 
types, including wall-type apartment styles; 
heavy duty ovens; toasters, broilers, griddles, 
hot plates, electric fireless cookers. A com- 
plete, carefully developed, well-balanced sel- 
ling line. 


Worthy 


of the best efforts of the best salesmen 


They say a good salesman can sell anything. But if he is a really 

good salesman, he won’t sell “just anything;” he will put his efforts 

on products worthy of his best efforts...Standard Electric ranges 

are made by the oldest exclusive makers of electric ranges. Stand- 

The ard quality has never been questioned. The Standard line is com- 
STANDARD ELECTRIC plete—electric ranges and cooking devices for every requirement. 
STOVE COMPANY And we try to operate our business on a basis that recognizes the 
= jobber and the jobber’s salesman as a factor in our success. We 
have information and data on this great and growing field of elec- 

tric cooking that you may find helpful. We shall be glad to send it. 
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stunt. As distributor for Atwater Kent he furnished the receiver shown below which 

was used in the altitude balloon reception test made by Capt. Hawthorne C. Gray, 

March 9. At the same time an attempt was made to break the free balloon altitude 

record of 35,453 feet. The test for radio reception in this manner while not entirely satis- 

factory because of the fact that Capt. Gray became unconscious at an altitude of 27,000 

. feet, and the absolute lack of any interference whatsoever, either on the ground or high 

: in the air at the time of the tests, did prove the value of a loop tuned set to balloonists 

because of the fact that the bearings of Stations KMOX and KSD could be accurately 
plotted. 


ie / Norman Brown, president of the Brown & Hall Supply Co., St. Louis, got in on this 
/ 





In the lower right hand corner is shown the South- 
ern Pacific’s slide detection fence, firmly anchored at 
either end and lightly constructed in twelve foot 
panels connected by a delicate strand of insulated 
wire. It is the latest wrinkle in railroad safety and 
is installed wherever there is a possibility of rock 
slides. When a slide occurs the fine wire is broken 
automatically raising a semaphore.—P. & A. Photo. 





It doesn’t require any salesmanship to sell 
Eveready flashlights north of the Arctic Circle. 
In winter it’s night most of the time and in 
summer it’s daylight most of the time. But a 
flashlight is just as irresistibly intriguing to an 
Eskimo in broad daylight as it is on the darkest 
night. If you don’t believe it, study the smile 
of delight that wreathes the attractive face of 
“Netta of North Star Bay.” Netta insisted 

a she had to have two flashlights so she traded 
a couple of very fine narwhal tusks. 
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Walter S. Blue 


Vice-President & Treasurer, Columbian Electrical Co., Kansas City, Mo. 
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MEN YOU SHOULD KNOW 


Vice-Presid & T 
Walter S. Blue vss ne 


success thrust upon them through a series of for- 

tuitous circumstances (whatever that may mean) 

and others go out and grab success by the nape of the 

neck and shake it into their platter. Such a one is Wal- 

ter S. Blue, vice-president and treasurer of Columbian 
Electrical Co. of Kansas City. 
Walter burst upon a waiting 


G fellows are born to the purple, others have 


Satterlee Elec. Co. was the Westinghouse agent in Kansas 
City proper and the Columbian at St. Joe for the outside 
territory. Neither could expand very much so a combina- 
tion was the logical result. Satterlee and Blue have vastly 
increased the business of the combination over the 
billing done by the two separate companies and 
Columbian is rapidly forgoing to the front among 

the Westinghouse agent-job- 





electrical world sometime 
around August 1, 1881, in 
Grafton, W. Va., that state 
where they don’t know whether 
they are northerners or south- 
erners. He committed all the 
regular and irregular boyhood 
sins (this is his own state- 
ment!) finished high school in 
1900, worked a year or so 
and then entered Virginia 
Polytechnical Institute. Fin- 
ishing there, he entered the 
Westinghouse works via the ap- 
prenticeship course, eventually 
landing in Kansas City as a 
cub salesman, working up to 
the managership of the detail 


any man. 
supply department of the 





Works Hard and 
Plays the Game 


HERE is no royal road to 

Success says Walter Blue. 
Use your noodle and work hard 
is his advice, and by following 
his own advice he has achieved 
more than an average Success. o 
He is a clean competitor, a good 
co-operator, works hard and 
plays the game, which few 
things, says this biographer are 
enough good things to say about solons was the one whose 


bers. 

Walter tells a very amusing 
incident of his early days as a 
“regular drummer.” He was 
out on a municipal plant job. 
It seems that the electrical 
part of the installation had 
been left to the last thing as 
usual and when it came time 
for the electrical boys to sing 
their little songs, it was about 
2 a. m. and the city dads were 
getting very sleepy. Walter 
was the next to last speaker 
and had a mighty good chance, 
as his “pet’’ friend among the 


opinion generally decided the 
rest of the committee. In other 








Westinghouse K. C. office. Lat- 

er he was made assistant to the manager, and in 1916 he 
left to take charge of the Columbian Electrical Co. at St. 
Joseph, Mo. at a time of considerable financial stress to 
the owners and put the business on its feet in great shape. 
The Satterlee Electric Co. of Kansas City was absorbed 
by the Columbian and the combined organization, now 
known as the Columbian Electrical Co., was jointly pur- 
chased by W. B. Satterlee and Walter S. Blue and the 
general headquarters moved to Kansas City, Mo., the St. 
Joe business being continued as a branch. 

The management of Satterlee and Blue has been very 
successful, the partners being of different temperament 
and type, making for a harmonious organization. 

Walter Blue is one of the steady, hammering, dogged 
types, setting a mark and then keeping hard and con- 
tinuously after it until he achieves it. He isn’t much of 
a speech maker until he gets warmed up, but after that 
he will bring his audience too and hold it without dif_fi- 
culty, except on one dire occasion to be mentioned later. 
He is unassuming, but possessed of a dry humor that 
makes him a very entertaining talker when he gets going. 
He is a good one to “lay off of” in a debate, as just when 
you think you have him underground he bobs up in a new 
place. 

He knows how to buy, gets his share of “good things”’ 
and “concessions” without any camouflaging or fly-by- 
night excuses. 

The Columbian is the Westinghouse agent-jobber for 
the Kansas City territory. Before the combination, the 





words, he was sitting pretty. 
Walter said he made a wonderful speech but the solons 
kept dropping off in little cat-naps, owing to the lateness 
of the hour. Walter’s aforementioned pet friend passed 
entirely out during the latter part of his speech and 
didn’t wake up until the final speaker was all through 
and it came time for the letting of the bids. The con- 
sulting engineer who wasn’t at all in favor of Walter's 
proposition told what went on after the boys had all with- 
drawn and waited anxiously outside for the decision. 
Walter had been wearing a neatly pressed blue suit be- 
lieving in sticking close to his name! His “pet friend” 
had forgotten Walter’s name but remembered his suit so 
he moved that they award the contract to the “feller in 
the blue suit.”” The president asked if he meant the last 
speaker and said “pet friend,’ who hadn’t known during 
his slumber that Walter wasn’t the last speaker said 
“sure, that’s the feller” and the commission proceeded to 
award the order to the final speaker, Walter's competitor. 
The moral of the story is, always be sure that your pros- 
pects are not asleep when you try to sell them! 

In his advice to his men, Mr. Blue always stresses the 
point that there is no royal road to success. Use your 
noodle and work hard is his motto. 

He loves his golf, says it is about his only recreation, 
plays a little bridge somewhat to the financial advantage 
of his opponents, enjoys hunting the ether with his 
Radiola (he can thank the good Lord he doesn’t live in 
Chicago), but doesn’t belong to the number of radio liars 
who get London _ regularly! 
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On the Road of Ideas 


New Ideas Come Forward With the Tremendous Drive 
of Truth Within Them. They Must Pass or Fall Back 


By DR. FRANK CRANE 


DEAS travel forward like a stream of auto- 
mobiles going in the same direction on a 
highway. The fastest machine must be al- 

lowed to pass or there 
will be a crash—unless 
it gives up its forward 
progress. 

On the road of ideas 

there is a changing, an 
evolving, a continual 
advance of new ideas 
coming forward with 
the tremendous drive of 
truth within them. 
When they come to an 
old idea, they must ei- 
ther pass it or fall back. 
If the old idea refuses 
to share the road, there 
is generally a crash 
which delays all prog- 
ress for a time. 

In the human body 
glands control the de- 
velopment of the indi- 
vidual during different 
stages of his life by a 
series of ascendencies. 

First one gland has the 
most power and carries 
him through one pe- 
riod. Thenanother 
gains control and car- 
ries him through another period. 

Similarly in the intellectual life of a race, 
ideas one after another have come forward and 
carried the race through certain periods of de- 
velopment. ‘Then another idea, an advance on 
the old one, took the lead and carried on through 


another period of the world’s development. 
For a time the idea that the sun revolvec 
around the earth was accepted, and held the 
lead. Galileo can: 
with his invention, th: 
telescope, and his ide: 
that the earth revolved 
around the sun. Even 
though Galileo was 
condemned by the In- 
quisition the new idea. 
powerful with the truth 
it contained, overtook 
the limping, outworn 
misconception of the 
past. The ideas that 
the earth was flat, that 
some old women were 
witches, that disease 
was the result of evil 
spirits, is to name but a 
few—each of these was 
passed by a new and 
more powerful, becaus« 
truer, idea. 

When the road ot 
ideas is an open high- 
way where the machine 
that has the most power 
of truth in it is allowed 
to pass the others if it 
‘an, real advancement 
is made. The danger 

lies in the dogmatic, bigoted, self-assertive in- 
dividual who, like the road-hog, refuses to give 
others a chance to pass even when they show 
they are faster. He is the one who is most fre- 
quently to blame for the disastrous, mutually 
destructive crashes on the road of ideas. 


(Copyright, 1927, by Dr. Frank Crane ) 








An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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ECAUSE Inland’s success depends on the 

success of the jobber—This is why In- 

land protects its jobbers with an inflexible 
sales policy. 





Inland was the first glass manufacturer to es 
tablish a rigid sales policy that would give 
the jobber full and unlimited support; first to 
work with him—never in competition— Be- 
cause of this policy, the Inland line merits the 
unusual support given it by jobbers every- 
where. 













Illustrated at the right is In- 
land’s new Conventional Poppy 
Design, “D65” which has gained 
wide popularity since its creation. 


The Inland Glass Mfg. Co. 


6101 West 65th Street Chicago, Ill. 








28 THE JOBBER’S 


l}SALESMAN 
a 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


THIRD ANNUAL 


Summer Sales Prize Contest 


A Co-operative Movement Initiated by THE JOBBER’S SALESMAN to In. 
crease Sales During the Months of July and August, 1927 





Open to Salesmen of Electrical Jobbers Whose Names Have Been 
Duly Entered for This Contest by Their Sales Manager, 
or an Officer of the Company 





CONDITIONS OF THE CONTEST 


(1) The contest will be run for two months—July 


and August—virtually two contests. 


(2) THe Jospper’s SALESMAN will give cash prizes of 
25.00 each to the jobber salesmen, duly entered, who 
make the greatest sales of the products of a certain list 
of manufacturers during the month of July, and cash 
prizes of like amount for greatest sales of the products 
of another certain list of manufacturers during the month 


of August. 


(3) The manufacturers listed whose products will be 
eligible in the prize contest for July will be those who 
list their products in a special “Contest” insert in Tue 
Jopper’s SatesMANn for July. Those eligible for the 
August part of the contest will be those listing their 


products in a similar insert in the August issue. 


(4) The July part of the contest will begin on July 1 


and end July 81; the August part will begin August 1 
and end August 31. 

(5) Records for the highest salesman in each of the 
eligible lines (total gross sales for the month at jobber’s 
sales price) must be signed and submitted by the sales 
manager or an officer of the company to reach the offices 
of Tue Jopper’s SaresMaNn by noon August 20 for the 
July part of the contest and by noon September 20 for 
the August part of the contest. 

(6) In the event of a tie in gross sales, on the part of 
two or more salesmen, for the products of any manufac- 
turer in either half of the contest, the full amount of 
$25.00 will be paid to each tying contestant. 

(7) On or before June 30 and on or before July 31, 
each salesman will receive a list of the manufacturers 
that are eligible for prizes during the July and August 


periods of the contest, respectively. 


GENERAL 


Co-operative effort between the manufacturers using 
the inserts, the jobber’s salesmen making special sales 
effort on the products of those manufacturers and Tue 
Jopper’s SALESMAN in contributing the prize money, may 
confidently be expected to combat to a very considerable 
extent the tendency toward slack sales during the hardest 


two summer months. 


An announcement of this contest has been made by 


letter to the sales managers of all of the electrical job- 


bers. Entries are coming in at a rapid rate. 


In case any sales manager has neglected to fill in and 
If the 


blank has been mislaid, a request should immediately be 


mail the entry blank it should be done at once. 


made for another and this detail taken care of, for no 
prizes will be awarded to salesmen whose names have not 


been formally entered. 
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7 Economy Conduit 
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Flextube 
Loom Wire 
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Switch Boxes 
Metal Molding 
Brackets ond Wireholder: 
Liberty Wires ond Cables 
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UNCERTAINTY 


MANS greatest competitor is uncertainty. It destroys 
purpose, effort, thought, profit. - 


lc-y 


ANNI Disorganizes. 


Wel; iN USM 
) The ofhce boy re- 


i 
\ / sponds as the boss 
: thinks -- acts. Wisdom 
and energy flow down- 

ward not up. 


Scandal breeds faster than 
germs, harder to kill. Uncertainty 
and Scandal often keep close company. 


The Scandal of business is the uncertainties. 
National Products are definitely priced. 


Distributors have no uncertainties of price or quality 
with National Products. 


Reflected to salesmen is that certainty of price and 
quality that breeds strength in sales. 


Buyers all deal in quality -- some may not want National 
Quality, but it is their gauge. 


Salesmanship must be based upon certainty. 


Buyers dislike uncertainty. 


NATIONAL METAL MOLDING COM PANY 
PITTSBURGH, PA. 
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A FEW years ago all employes walked out on a strike 
because a mill had bought automatic labor saving 
machinery. 


Newspapers referred to machinery taking the place of 
men, the question was asked what would become of labor. 


The assumption was lower wages, no work, soup 
kitchens, etc. 


Instead labor turned into skilled mechanics operating 
money saving machinery. 


YESTERDAY 


GALESMEN were up against the post card, price lists 
mailed for,a-cent -- cost per call to quote a price 1% 








V . . . 
¢ Yucking the post card anymore than stiKing 
abor)saving machinery. y 


"i, 


ave learnéd to use the price listp“they have 


become skilled mech4nics in the matter/of/selling -- the 
price list is secondafy. f poESHE 





| | | ne 
Quality must be the basis of sales or} no use askirfg or 
quoting a price. Seldom do you hear fice argumerit on 
National Quality. 


The quality is as definite as the price. 








istributors prefer merchandise in 
rofitable sales are quality profitably We 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 
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Electricity—and all the new con- 
veniences it brings to the modern 

e—must be served. Adequate 
provision must be made when 
the original wiring goes in, not 
simply to serve the lights, appli- 
ances, motors and tools that will 
be used in that home during the 
first few months it is occupied, 
but—even as the home is built to 
stand for years—the wiring in- 
stalled must allow for the new 
uses, the added demands that will 
come with the years. 


Every item of material that goes 
into the home—shingles, wall- 
board, brick, stucco, siding, down 
to the last nail—is judged by its 
ability to keep on serving its pur- 
bose for years to come. The wir- 
ing, too, must stand this test. 
Only when it takes full advan- 
tage of the most modern wiring 
devices—providing maximum 
convenience for every electrical de- 
mand that may be made—~vill it 
stand the test of time. 


The electrical contractor is the 
obvious champion of better home 
wiring. It’s your field—its prog- 
ress is up to you. 





: 
Progress in home wiring 
Progress that 1s mn your hands_~ 


means bigger Too often the home goes up today, modern in all respects 
profits for you~ but one—adequate wiring. Can’t blame the electrical contrac- 
tor—he bids on the specifications furnished, and has to stay 
within his bid. But—a few timely suggestions to the architect 
or owner—for more adequate specifications—would pay big. 





Uses for electricity in the home have grown so in number 
in such a short time—are growing so fast every day—it’s vital 


CUTLER 


Modern Wiring 
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SELL COMPLETE CONVENIENCE —~ 


BUILD GOOD WILL 





to be sure sufficient provision is made for them all in the 
wiring layout. You're the man that knows whether it’s been 
done—what a big added convenience at slight additional cost 
would be effected by another receptacle here, a toggle switch 
there, a three-way switch at the head and foot of the stairs, 
more adequate wiring in the basement. Point these things 
out—before you bid. He'll appreciate it—you can do a better 
job, and make more money. 


Sell more duplex receptacles 
—by recommending them 


Here’s an item, for example, that doubles the convenience of 
every receptacle installation—costs only a few cents more, and 
no additional wiring is necessary—the C-H Duplex Recep- 
tacle. It appeals to the architect on sight—and why wouldn’t 
it? It permits him, at slight additional cost, to double the elec- 
trical convenience of his client’s home. It builds a better 
reputation for him—recommending it builds good-will for you. 


That is just one item in the C-H Line. Of course, the single 
receptacle of the same shallow, husky C-H construction is 
also made. But recommend the double—we’ve pulled it to 
pieces, for your interest, in the column at the right. 


Then there are all the other items—flush and surface 
switches, door switches of fool-proof construction that fit any 
box, remote control switches to operate all the lights in a 
store or house simultaneously—a wonderful protection in case 
of fire or burglary. 


Urge these conveniences upon the attention of the architect 
or owner—see that enough of them are provided — build them 
into the house. The modern home needs more of them—and 
you can use the added profit. 


Incidentally, the C-H Line is quality throughout—mechan- 
ically strong and electrically perfect. Receptacles and switches 
are built shallow for easy installation. The C-H Trademark 
carries a reputation that spells instant acceptance, and every 
item in the C-H Line is priced right for your profit. 


Remember these things when you talk to the architect. 


The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 


1213 St. Paul Avenue 
MILWAUKEE, WIS. 





The C-H Duplex Receptacle 


Shallow, husky construction 


The heat-proof Thermo 
b'ax moulding which 
forms the body of the 
receptacle is a solid, 
heavy walled piece, cor 
rectly designed to with- 
stand hard service and 
furnish adequate insu- 
lation between all cur- 
rent-carrying parts 
The construction is shallow for convenience 
in installation. 





Heavy, strong contacts 


The contacts are un- . 
usually heavy and are EB 
doubled, as shown, for ro) 
extra strength and bet- ieee | 

ter contact. The con- eA 
tact arms, binding et | 
screws and contacts are — \ 
dark on one side of the Sy \ 
receptacle and light on SV 


the other to distinguish 
the negative from the positive side of the 
line. 


Polarized prong slots 


Tee-shaped slots in both 
receptac.es take plug 
prongs of any standard 
type. The paraclel slots 
are polarized — one 
| longer than the other— 



























RY 


AMMER 


to tare the more mod 

ern plugs which will 

only fit this type of eo 
receptacie. 
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Missouri River Club 

The Missouri River Club held its 
meeting at the Elms Hotel, Excelsior 
Springs, Mo., April 14 and 15. 
There was the usual Missouri Spring 
weather with plenty of rain the first 
day. It brightened up the second day 
and the golfers got out and did their 
stuff. 

There was the usual good attend- 








ance, for these meetings are looked 
forward to with more than ordinary 
interest and draw well from among the 
jobbers throughout the central west. 

At this writing, information is not 
available as to new officers elected, 
golf prizes, ete. 

* * 


McGraw Opening and House 
Warming 

After it was settled in its spacious 
new and permanent home, at 13th St. 
and Capitol Ave., Omaha, Neb., the 
McGraw Electric Co. invited a num- 
ber of its friends to an informal open- 
ing and house warming. This was 
held during the week of March 28 and 
April 2, inclusive. 

Their new home is about the last 
word in equipment and appointments 
and is complete to the very last de- 
tail for the prompt and efficient han- 
dling of business. 

The building itself is 
and basement, reinforced 


a six-story 
concrete 

















Introducing G. lL. Washington, who has 
succeeded E. E. Floyd as sales manager 
of the Gilham Electric Co., Atlanta, Ga. 
The chap on the left is P. C. Gilham, Jr., 
who is now selling for the company. 














To Branch Office 
Managers 


THe Jopper’s SALESMAN is con- 
stantly collecting statistics and 
asking for information of one 
kind and another on the indus- 
try. This involves frequent cir- 
cularizing of the whole industry, 
including branch and main houses. 
Letters asking for such informa- 
tion are sent out to the whole 
jobber list, frequently with one 
or more follow-ups, and are 
usually filled in by an addressing 
company. 

We realize, as has frequently 
been pointed out to us, that some 
of this information cannot be fur- 
nished by certain branch houses 
where records are all kept by the 
main house. But it is almost im- 
possible for us to keep a number 
of separate mailing lists (certain 
branches left off for one class of 
information and certain other 
branches left off for certain other 
information, ete.) The thing gets 
too complicated. 


So please do not get offended if 
we write you for some general 
information in cases where, per- 
haps, you had written us a few 
weeks before that you could not 
supply it. Answer if you can. 
But if you cannot, discard the 
letter without taking the trouble 
to forward it to the main house. 
The main house has already re- 
ceived one like it. 











structure, containing more than 70,- 
000 sq. ft. of floor space and many 
features which will reflect themselves 
in service. 

An Autocall system, with bells lo- 
cated at one or more points on each 
floor, in the basement and on the load- 
ing dock, has been installed and per- 
mits the prompt location of any per- 
son in the organization. 

A complete telephone system, in- 
cluding a special leased wire connect- 
ing with the Sioux City office, together 
with a system of chutes and carriers 
supplementing the large size and high 
speed freight elevator, provide 
prompt and efficient means of com- 
munication and delivery of goods. 











All the salesmen were in for the 
occasion to show customers through 
the building and entertain them. A 
buffet lunch was served every after- 
noon and evening and the building 


was open for inspection. 
* » © 


I. D. Leffler In Refrigerator 


Business 

I. D. Leffler, who for 15 years was 
sales manager of the Funsten Elec- 
tric Co., and for the last two years 
president of the Mutual Electric Co., 
both of Kansas City, severed his con- 
nection with the latter company Jan- 
uary 1 and has since been in the 
refrigerator business, representing the 
Frigidaire Electrical Refrigeration Co. 
of Philadelphia in western Missouri 
and Kansas. He says he feels rather 
lost in the new business, after 17 
years in the electrical jobbing game. 
However, he comes in contact with a 
lot of his old customers, so it isn't 
quite so bad. His many friends will 
be glad to hear that he has made a 
good start and everything points to a 
good future for him in this line. 

* *& # 


Kinzel Now Manager of 
Republic Electric 


Louis Griesser has resigned from 
the Republic Electric Division of the 
L. S. G. E. S. Co., Cleveland, and A. 
C. Kinzel has been appointed in his 
place as manager of the division. 








Most girls would blush under these cir- 
cumstances, but Miss Alpha Bett, the ABC 
washer poster, just turns pale. Her es- 
corts are “Jack” Schuelter (left) and “Al” 
Rheinberger of St. Paul Electric Co., St. 
Paul, Minn. Jack holds forth in Western 
Wisconsin and Al serves Southern Minne- 
sota. They are headliners and have been 
with the company many years. 
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Glassteel Diffuser 
White Porcelain 








| For installation where 
| Gases and Explosive 
Vapors Exist 
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Published in the interest of a more complete 
fellowship with Salesmen everywhere, 


by the Benjamin Electric Mfg. Co. 


i Enameled Steel Re- 
' Alector and Totally 
j Enclosing Glass Bowl 











Chicago, May, 1927 








Some Examples of Modern Show Case Lighting 
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The results are so immediately and 
conspicuously apparent, there is little 
wonder at the satisfaction a modern 
system of lighting the 
brings to the storekeeper. 

Here are two good before and af- 
ter photographs taken in the Fox De- 
partment Store at Hartford, Conn. In 
each instance the photographs were 
taken with the store interior lighting 


show case 








on, and then under identical condi- 
tions with the show case lighting on. 
It may be closely observed that not 
only is the goods on display in the 
show cases brought strikingly into 
view, but the interior of the store also 
appears to be better illuminated. 
These installations are typical of hun- 
dreds that are being made in various 
parts of the country. A number of 


Industrial Lighting Sales Keep 
Moving Up 


Benjamin sales promotion and educa- 
tional mailings are being used in several 
industrial lighting activities. 

The New Orleans Public Service 
Company, New Orleans, La., is going 
after 800 industrial lighting prospects. 
The campaign is under the direction of 
Mr. Thomas J. Smith, Jr. Four of the 
new Benjamin folders are being fea- 
tured, 

The H. C. Roberts Electric Company, 
Philadelphia, Pa., is featuring four of 
the new Benjamin broadsides in a cam- 
paign reaching 1000 industrial lighting 
prospects. Mr. Martin L. Bonn, of the 





sales promotion department, is directing 
this activity. 

The Rockford Electric 
Rockford, Ill, is getting into another 
industrial lighting campaign to run 
through May, June and July. A number 
of Benjamin folders, broadsides and 
illustrated letters will be used. As 
usual, Mr. R. C. Talmadge is putting 
the big punch into the activity. 

The General Electric Supply Company, 
of Newark, N. J., has just completed 
a fine campaign covering 450 industrial 
plants in Newark and Plainfield, N. J. 

In this campaign a complete set of 


Company, 


show case lighting campaigns for which 
we have furnished the plan and prac- 
tically all of the educational and ad- 
vertising literature, are now under way. 

The installation shown in these il- 
lustrations was made by Mr. Adams, 
chief electrician of the Fox Depart- 
ment Store, Hartford, Conn., and Mr. 
Bert Gorman, illuminating engineer of 
the Hartford Electric Light Company. 


Penjamin broadsides, folders, four-page 
letters and booklets on industrial light- 
ne was used, and the results have been 
very impressive. 

Mr. H. L. Johnston, chief of lighting 
service, Duquesne Light Company, Pitts- 
burgh, Pa., has been busy and is de- 
lighted with the industrial lighting 
campaign recently concluded. He says, 
in a nice letter: 

“We have 
series of mailings as scheduled on our 
industrial lighting campaign. During the 
course of these mailings we ran two six 


recently completed the 


by ten advertisements in the local news- 
papers. 

“We have received seventeen requests 
for the special lighting booklet, have 
made ten surveys and have nine addi- 
tional surveys scheduled. 

“We feel that the above results are 


very satisfactory. However, greater re- 
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sults will be experienced from the direct 
contact to be made by jobbers’ salesmen 
in calling on the prospects who have 
been circularized. Although these calls 
are just being started they are already 
uncovering some very interesting pros- 
pects.” 


The New Motor-Driven 
Howler 

Field reports from many places in- 

dicate a most satisfactory use and a 

growing popularity for the new 

motor-driven industrial howler. 

Wherever a loud, penetrating, dis- 
tinctive call is needed, this signal 
should be used. It is not a siren, but 
produces a steady blast that cuts 
through industrial and street noises 
and makes its calls heeded where 
bells, gongs, buzzers and other vibra-— 
tory instruments have failed. It is 
peculiarly adaptable to code signal- 
ing. 

The motor-driven 
weatherproof and therefore suitable 
for either indoor or outdoor use. 
There is none of the cheap, flimsy 
motor-horn construction about this 
signal. The body and projector are 
of cast-iron, with a sturdy angle 


howler is 


mounting bracket. Bearings are made 
of phosphor bronze; the diaphragm 
is imported Swedish spring steel. The 


diaphragm rivets are of tool steel, and 





Benjamin Motor-Driven 
Howler 


the ratchet wheel and cam are of 
hardened and tempered drop forged 
steel. 

The motor is compactly contained 
in the cast body and the special con- 
struction assures the right power and 
revolutions for this kind of work. 
Wick oilers lubricate the bearings 
which require no attention over long 
periods of time. 

The motor-driven howlers are usu- 
ally wound for 110 volts, 60 cycle, 
alternating current, but where other 
combinations are required, satisfaétory 
results are obtained by using an ap- 
propriate external resistance. 
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In average indoor installations the 
signal can be heard from 200 to 300 
feet in very noisy places. When used 
outdoors it can be heard from one- 
quarter to one-half a mile. 

For ordinary installations, that is, 
where bell signaling is inexpedient 
and a more dependable audible sys- 
tem is necessary, the line of Benjamin 
industrial signals is most complete 
and thoroughly practicable. These 
are made for both battery and line 








Benjamin Telecode 
Relay 


voltages, direct and alternating cur- 
rent and for both indoor and exterior 
use. 

A few of these installations include 
factory superintendents and foremen’s 
calls, signaling the opening and clos- 
ing hours of labor, tell-tale or warn- 
ing or water tank levels, steam or gas 
pressure, sprinkler systems, etc., tele- 
phone signals in engine rooms, indus- 
trial fire alarms, police call systems, 
burglar alarms, traffic warnings for 
street crossings, mines, marine sig- 
nals, drawbridge signals, municipal 
fire stations, and for signaling a break 
in the web in paper making. 

Used in connection with the Benja- 
min Telecode Relay, these industrial 
signals increase the effectiveness of 
telephone | ringing. In factories, 
mines, quarries, foundries, machine 
shops—and other places where the 
noise makes the ordinary telephone 
bell ineffective, the telecode relay cuts 
in the howler through a very sensi- 
tive, quick acting and efficient closing 
of the circuit. It may be used on any 
type of telephone circuit and in no 
way affects the ringing or talking 
characteristics of the telephone circuit. 








Fibre Hand Portables of 
Great Utility 


In innumerable places in plants of 
every kind, a portable lamp with suit- 
able drop cord is almost indispens- 
able. In telephone exchanges, partic— 
ularly, where there is so much sen- 








New Fibre Hand 
Portable 


sitive apparatus installed, the fibre 
hand portable is especially useful. 

In garages and service stations, the 
fibre hand portable, with a good 
length of reinforced cord, is the most 
useful thing about the place. 

Benjamin fibre hand portables are 
light in weight, but extremely rugged 
in constructions and will last indef- 
initely. They are shock-proof, be- 
cause they are made of non-conduct- 
ing material. The floating socket is 
spring supported against damage from 
accidental bumps and hard knocks. 
Fitted with hard maple, varnished 
handle, strong fibre guard and hook. 
The fibre shield acts as a reflector and 
also. shields the eyes of the user. 
The arms of the guard keep the 
portable from rolling when placed on 
the floor or on a bench or table. 

These portables are furnished in 
both key and keyless types, and will 
accommodate new A _ type Mazda 
lamps, up to 60 watts. 








W. T. McCullough Company 
Burns Out and Starts Up 
Again Over Night 


W. T. McCullough Company, Pitts- 
burgh, Pa., had a bad fire on the eve- 
ning of Saturday, April 16, and was 
pretty well cleaned out by Sunday morn- 
ing. Fortunately, the worst part of 
the damage did not reach the office 
section and the sales records were 
saved more or less intact. 

Late Sunday evening they got in touch 
with Benjamin over long-distance tele- 
phone and transmitted orders for 90 
different kinds of industrial lighting re- 
flectors and other wiring material. The 
order was put in the works early Mon- 
day morning and by 3 o’clock the same 
afternoon 525 cases of material, aggre- 
gating over four and one-half tons, and 
including 82 of the 90 items called for, 
was turned over to the express com- 
pany, delivery being made direct to the 
McCullough Company on Tuesday after- 
noon—less than 40 hours from the first 
call for supplies. 
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Show Case Lighting Activity 
Steps Out 


The Pettingell-Andrews Electric Com- 
pany, Boston, Mass., is using 2500 each 
of two of the big spreads in color, fur- 
nished by Benjamin in connection with 
Show Case Lighting sales promotion. 
This campaign is covering several of the 
New England states, principally among 
contractors and contractor-dealers. 

A complete Benjamin Show Case 
Lighting campaign will be put on by 
the Minneapolis General Electric Com- 
pany, Minneapolis, Minn., in the near 
future. 

These Benjamin Show Case Light- 
ing Campaigns include a series of 
broadsides, folders, booklets, letters 
and mailing cards, all of an educa- 
tional nature, which ties in the local 
distributor, contractor or central sta- 
tion to the retailers of the community. 
The direct-mail campaign is supported 
by conspicuous advertising in national 


periodical publications reaching retail- 
ers in the leading merchandise lines. 

The campaigns are not broadcasted 
promiscuously, but are launched in 
carefully selected communities where, 
first of all, there is available a good 
list of store prospects and, second, 
demonstrated ability on the part of 
the local organization to put a sales 
force at work to follow up the inquir- 
ies resulting from and the interest 
aroused by the direct mailings. 

Considerable experience has proved 
that these mailings and the national 
advertising has resulted in revealing 
large possibilities of business and 
where they have been positively and 
actively followed up actual sales of 
material, installations and increase in 
central staticn income have been im- 
mediate and considerable. 








Making Stand Lamps from 
Vases 


The new Benjamin Vase Adapter for 


making stand lamps is going over. 


Dealers are making a mighty profitable 
use of these adapters in two ways. One 
is by taking into the shop the vase 
brought in by the customer and convert- 





Benjamin Vase Adapter for Making 
Stand Lamps 


ing it into a stand lamp, and the other 
is by selling the customers the adapter, 
cluster, cord and plug and letting them 
have the experience and fun of making 
their own lamps. 

There is one thing you can say for 
That is, they look like 
Nothing flimsy or ac- 


these adapters. 
something real. 
cidental, and they are simple indeed. No 
drilling of the vase: no special tools. 
An ordinary pair of pliers and a screw- 
driver enable anyone with just a little 
mechanical ability to complete a good 
job in less than half an hour’s actual 
time. 

And the adapter stays put. Well bal- 
anced, firm, straight up and down. 

Better get the latest information on 
the vase adapter. A number of jobbers 
have sold a nice lot of orders and they 
like them because it is a repeat business 
wherever they are introduced. 








Industrial Lighting Campaign 
in Charge of W. T. 
Blackwell 
The Public Service Electric & Gas 
Company, Newark, N. J., is planning 
another industrial lighting campaign 
for May, June and July as a follow up 
Mr. W. T. 


Blackwell, general lighting representa- 


to the one of last winter. 


tive of the company, will be in charge. 

A series of about twelve letters, 
each setting forth some important 
point on the relationship of illumina- 


tion to manufacturing will be sent to 
superintendents and plant executives. 
These letters will suggest to the vari- 
ous superintendents and executives 
that they make close inspections of 
the lighting conditions in their facto- 
ries and convey the idea to them of 
the important bearing proper illumi- 
nation has on production, labor turn- 
over, accidents, etc. 











Mr. W. T. Blackwell 


During the campaign the company’s 
lighting men will make calls on plant 
superintendents and executives, offer- 
ing to make surveys of factories and 
report on existing conditions, together 
with recommendations, or will pre- 
pare plans and_ specifications. If 
desired, through cooperation of 
manufacturers of industrial lighting 
equipment, jobbers and contractors, 
experimental installations will be 
made for one or two days in order to 
show how a factory will appear when 
properly lighted. Industrial Lighting 
Committee Fact Books will be dis- 
tributed to jobbers and electrical con- 
tractors who have been invited to 
cooperate in the campaign. 

The Public Service Electric & Gas 
Company, which is controlled by the 
Public Service Corporation of New 
Jersey, covers in its six divisions a 
large area in New Jersey, including a 
number of important industrial cen- 
ters. Under Mr. Blackwell’s direction 
a very active selling effort is main- 
tained practically continuously. “Bill” 
Blackwell, as he is familiarly known, 
is not only an energetic and keen ex- 
ecutive, but he is a crack-a-jack illu- 
minating engineer, all of which is 
proved up in the success of his activi- 


ties. 
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Planned Lighting 
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Good lighting is as essential to produc- 
tion as modern machinery or proper 
arrangement of operations. Unless 
men can see well they cannot do nor 
give their best. No matter what the 
program may be the final test of accu- 
racy and good performance will rest 
upon ability to see. 


The time has passed when men can 
be driven. They must be led into 
greater productiveness through the 


stimulus of proper surroundings and 
adequate facilities. 


In thousands of plants that are oper- 
ating on the profit side, Benjamin in- 
dustrial lighting equipment is a saving 
factor in their efficiency. 


When Correct Industrial Lighting is 
under consideration our Catalog 24 
will be found very helpful. Our near- 
est office will gladly supply a copy. 


Benjamin Electric Mfg. Co. 


New York: 














247 W. 17th Street 


120-128 S. Sangamon Street 
Chicago 


Manufactured in Canada by the Benjamin Electric Mfg. Co. of Canada, Ltd., Toronto, Ontario. 3 


San Francisco: 


_ Is Profit Lighting 


annbaies Profits 








448 Bryant Street 
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Miss Tuerk of Illinois 
Advanced 

Miss D. H. Tuerk, manager of the 
radio department of the Illinois Elec- 
tric Co., Chicago, has been promoted 
to the position of sales promotion 
manager. This new department is 
unique in its method of functioning. 
While Miss Tuerk will exploit the 
campaigns of the manufacturers with 
the salesmen of the Illinois Electric 
Co., her main work will be to assist 
the dealers in inaugurating and car- 
rying out their own campaigns. 

Dealers’ advertising copy will be 
written, layout suggestions for stores 
made, schedules for seasonal cam- 
paigns indicated, and special plans of 
individual dealers mapped out. 

Miss Tuerk will also continue as 
head of the radio department. 

Three new salesmen have been 
taken on by this company. John 
Craig, formerly Chicago radio mana- 
ger of Dictograph, will cover the in- 
dustrial district of Indiana and IIli- 
nois in the territory adjacent to Chi- 
cago. C. W. Brook, formerly with 
the Danville Electric Supply Co., 
Danville, Ill., will travel the Illinois 
territory, working out of the Peoria 
branch. M. C. McGuffin, who se- 
cured his education in the Chicago 
office of the company, will travel the 
South Side of that city. 

* & * 


Salesmen Should Stay on Dry 
Land 


More than 100 members of the 
Cincinnati Electric Club attended a 
weekly forum luncheon at the Central 
Y. M. C. A. auditorium recently. Im- 
mediately after the luncheon the club 
was adjourned to the swimming pool, 
where members of the Cincinnati Y 
relay swimming team and Walter 
Laufer, world’s champion swimmer, 
gave an exhibition of diving, speed 
swimming and strokes. 

In an unofficial exhibition speed 
test, Laufer clipped three and two- 
fifths seconds from his own world 
record for the backhand crawl. Elec- 
tric Club members held the watches. 

Laufer won a match from two Elec- 
tric Club members, Harry S. Day, dis- 
trict manager of the Economy Fuse 
& Mfg. Co., and A. A. Blomfeldt, dis- 
trict manager of the Ilg Electric Ven- 
tilating Co., the distance being the 
length of the pool. Laufer used only 
his feet, while his opponents swam 
free style. He ended up five yards 
in advance of Day and seven ahead 
of Blomfeldt. Day says he would 
have won if they had gone another 
100 yards. 
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Coming Strong 


Everyone will be interested 
in the following particulars 
concerning the present status 
of the Electric Appliance Co., 
Chicago, and the fact that 
“Billy” Low is back with his 
feet on solid ground and, as he 





W. W. Low 


expresses it, feeling fine and 
20 years younger. 

The receivership was lifted 
on March 28 and the business 
is back in the hands of the 
former owners. W. W. Low is 
president and M. J. Hayes is 
treasurer. 

The business has been re- 
organized to give better service 
at a measurably reduced oper- 


; La a 
ating expense. They are now 


discounting all bills. Even 
from the time the receiver was 
appointed, and_ until  dis- 


charged, a profit was shown, 
the 
very encouraging for the fu- 
ture of this old and respected 
house and the man at the head 
of it who has such a wealth of 
friends throughout the elec- 


which makes prospects 


trical industry. 











Southwest G. E. Opens Branch 

The Southwest General Electric 
Supply Co., Dallas, Tex., opened a 
branch at 741 S. First St., Abilene, 
R. M. Randerson 
mm. dy 


Tex., on April 1. 
is the local manager 
Hickey, warehouse manager. 


and 


Changes in Personnel 
E. A. Huser has been elected vice- 
president and general manager of the 
Huber Electric Supply Co., Roches- 
ter, N. Y., taking the place of E. A. 
Wirbey, who has severed connections 
with the company. 





E. A. Jones has been appointed 
vice-president and general manager of 
the Havens Electric Co., Albany, N. 
Y. He was formerly merchandise 
manager. H. L. Schultz, formerly 
Mr. Jones’ assistant, has been moved 
up to merchandise manager. 


Cuarites H. Brown has been ap- 
pointed sales manager of the Theo- 
bald-Jansen Electric Co., Louisville, 
Ky. Mr. Brown has had 23 years 
experience in the electrical field. 


Cuester UNDERHILL is now with 
the Pierce Electric Co., Tampa, Fla. 
Mr. Underhill was formerly with the 
Radio Corp. of America. 


Water G. Reppy will take over 
the duties of manager of the Roches- 
ter branch of the Robertson-Cataract 
Electric Co., succeeding H. C. John- 
son. Mr. Reddy is very well known 
to the trade, having traveled New 
York territory for many years. _ 


Cuas. Frank has been transferred 
from the Indianapolis house of the 
Varney Electrical Co. to 
Evansville. 


Supply 


C. R. (Pete) Bacu, formerly 
cific Coast sales 
Manhattan 


Pa- 
for the 
Electrical Supply Co., 
has taken over the management of 
the Pacific Coast branch of Pass & 
Seymour, Inc., with headquarters in 
San Francisco. He has appointed 
R. M. Johns, formerly lamp sales- 
for the Union Hardware & 
Metal Co., as Los Angeles represen- 
tative. 


manager 


man 


D. E. Brunskiti, formerly mer- 
the Pierce 
Electric Co., at Tampa, Fla., has suc- 
ceeded T. B. Vary, who resigned as 
manager of the Miami branch. Mr. 
Brunskill is succeeded by J. R. Thorn- 
ton, the 
office. 


chandising manager of 


formerly in Jacksonville 
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Official Family of the Wesco Supply Co., St. Louis, and Its Divisional and Branch Houses. 


Organization Changes Involv- 
ing Wesco, Mid-West 
and B-R 

Effective April 1, a new manage- 
ment guides the destinies of the Wesco 
Supply Co., St. 
Buchanan, president for a number of 
years, has gone to take up his new 
work as director of the Mid-west 


Louis, since J. L. 


General Electric Supply Co., a con- 
solidation of the Mid-West Electric 
Co. houses at Omaha, Neb., and Des 
Moines, Ia., and the B-R Electric Co. 
at Kansas City. Under his able guid- 
ance, beginning in the dark business 
days of 1920, Wesco has expanded so 
that it now covers a territory approxi- 
mately 400 miles wide, east and west, 
and extending north and south from 


Keokuk, Ia., to the Gulf of Mexico. 

The new president of Wesco, St. 
Louis, is W. R. Herstein, who has 
given the last 26 years of his life to 
furthering the interests of electrical 
supply jobbers and those whom they 
serve. As president and owner of the 
Electric Supply Co. of Memphis and 
for the last four years as vice-presi- 
dent of Wesco Supply Co., his main 
purpose has been to better conditions 
in the electrical industry. Others of 
his staff are shown in the accompany- 
ing group picture and officially the 
line-up is as follows: 

GENERAL OFFICERS 

President and General Manager, 

W. R. Herstein; Vice-President and 


Treasurer, L. R. Link; Vice-Presi- 


dent, F. H. Ames; Secretary, Edwin 
Hein. 
DivisionaL MANAGERS 

St. Louis:—Manager, L. R. Link; 
Sales Manager, R. W. Haege; Serv- 
ice Manager, E. Hein. 

Springfield Branch:—Manager, L. 
C. Arnold. 

Memphis:—President and General 
Manager, W. R. Herstein; Sales Man- 
ager, Chas. Watson; Service Manager, 
W. A. Munding; Assistant Treasurer, 
C. J. Harris. 

Nashville Branch:—Manager, J. G. 
MeNish. 

New Orleans:—Manager, F. H. 
Ames; Service Manager, J. E. Sims; 
Assistant Treasurer, G. J. Mueller. 

Shreveport Branch:—Manager, J. 
H. Braselton. 
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ITH the announcement of 

Moe- Bridges Glassware 

comes a real opportunity for 

jobbers and their salesmen. Here are the 
reasons why you will find the line a money- 
maker. {] The new Moe-Bridges Small Stand- 
ard Package enables the jobber to buy different 
numbers in quantities of a dozen or half dozen. Less 
investment—quicker turnover—more profits. This is a 
new development of great importance. ] During the ten 
years in which we have been selling glassware we have made 
a careful study to find out which items sell rapidly. Consequent- 
ly, the line now made in our own factory is made up only of those 
items which meet popular demand. There is not a “dead” number in 
the line. { The quality of any glassware, as you probably know, still de- 
pends almost entirely upon the blowers. These men in the Moe-Bridges fac- 
tory received their training in Europe. ll their lives they have been accus- 
tomed to producing quality first and quantity second. {{ Let us give you all details 
of the new Moe-Bridges line of glassware. You'll find it a real producer. Prompt 
service is assured through our ten branches. 


KANSAS CITY MOE-BRIDGES COMPANY, MILWAUKEE poendescrmer 


SAN FRANCISCO 
DALLAS NEW YORK DETROIT ST. LOUIS ORLANDO 


Moe-Bridges Safety Holder is 100% Nath cy Priced to meet competition. The 
safe. Glassware can't fall. No make- ‘ finish is guaranteed for the life of 


shifts such as screws and clamps. > the building. Made in a variety of 
Lamps quickly and easily changed. me ? designs. Write for complete details. 


OE? BRIDGE 


p Lighting Equipment, 
 Tiuminating Glassware ‘~ 
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John Lee Buchanan, For Several Years 
President of the Wesco Supply Co., 
St. Louis, Who Now Becomes 
Director of the Mid-West 
General Electric Sup- 
ply Co. 


Kaplan Remodels Building 

The Kaplan Electrical Supply Co., 
Chicago, has remodeled its building 
after the unfortunate fire which it ex- 





perienced on February 13 and the en- 
tire premises will now be occupied as 
a store, warehouse, and fixture display 
room, and offices. 
* * * 
Sager Purchases Building 
The Sager Electrical Supply Co., 
Boston, has purchased the building it 
now occupies at 197 Congress St. 
This building which is of concrete 
construction extends to Leather 
Square where it has a frontage as 
wide as on Congress St. 
* * # 


H. W. Brown with. 
Moore-Handley 

H. W. Brown, formerly of the mer- 
chandising department of the West- 
inghouse Elec. & Mfg. Co., has re- 
cently joined the ranks of the Moore- 
Handley Hardware Co., Birmingham, 
Ala., and will take charge of the 
merchandising of electrical products. 

Mr. Brown for the past six years 
has been connected with the Westing- 
house company and is well acquainted 
with its products and also has had 
considerable experience in merchan- 
dising, in connection with central sta- 
tions and with dealers and he is there- 
fore eminently fitted to head up the 
merchandising department of Moore- 
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A popular chap in the South—Chas. K. 
Dunbar, assistant credit manager at the 
Atlanta office of Graybar. He spends con- 
siderable time among the number of 
branch houses in his territory and is one 
of the most widely known Graybar men 
in the South. 





Handley company. 

Mr. Brown is well acquainted with 
the electrical trade in Alabama and 
his many friends, in this territory, 
will be interested in hearing of this. 








FIFTH ANNUAL MEETIN 


BRILLIANT LAMP AGENTS 





CHICAGO, ILL. APRIL 13, | 
& 
af 











The Kennedy-Webster Electric Co., in co-operation with the 
Wabash Electric Co., Hawkins Electric Co., and Lindgren 
Electric Supply Co., all of Chicago, gave a “Brilliant Pep-to- 
Gether” for its Brilliant Mazda lamp agents and customers on 
the evening of April 13, at the company’s offices, 425 S. Wabash 
Ave. The meeting opened with dinner, after which “Movie” 
entertainment was given. Mr. Kennedy then talked, being 
followed by A. H. Meyer, general manager, Midland Lamp 


Division, E. D. Tillson, illuminating engineer, Commonwealth 
Edison Co., and W. L. Brandel, sales manager of the Midland 
Lamp Division. A playlet, of a pertinent nature and excep- 
tionally good, written by W. H. Webster, secretary-treasurer of 
the company, was then given. In addition to Mr. Webster, 
A. M. Klingman, L. V. James and W. MacCue of the Midland 
Lamp Division, took leading parts. After the play, the boys 
put on a show of their own. 
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No. 253 


SHOW WINDOW REFLECTOR 


For 100, 150, 200-Watt Mazda 
“CC” Lamps. Sterling Adjustable 
Reflector Holder Furnished. 










SHOW WINDOW REFLECTOR 

For 75-Watt or new A23 100-Watt 

Lamps. Sterling Adjustable Re- 
flector Holder Furnished. 











No. 221 


SHOW WINDOW REFLECTOR 


For 75-Watt or new A23 100-Watt 
Lamps. Sterling Adjustable Re- 
flector Holder Furnished. 








No. 251 








SHOW WINDOW REFLECTOR 


For 100, 150, 200-Watt Mazda 
““C’’ Lamps. Sterling Adjustable 
Reflector Holder Furnished. 


Distribution 
With 
EFFICIENCY 





















HiAvE you ever looked into a Sterling Reflector and noticed the hundreds upon 
hundreds of crystal-like images or tiny condensers, which have been scientifically 
designed for the purpose of bending and redirecting the reflected light to the most 
useful direction? 


THAT’S the Sterling STIPPLE. An _ exclusive Another feature which has contributed largely to the 


process of construction which eliminates striations, great popularity of Sterling Reflectors is the three 
circular ghosts, and other objectional filament fea- applications of pure grain silver, reinforced with a 
tures, thus insuring an even distribution of light with- coat of pure copper, which guarantees enduring 
out sacrificing EFFICIENCY. LUSTRE. 


Reflector & Illuminating Co. 


Manufacturers and Engineers 


1411 Jackson Blvd. CHICAGO, U.S. A. 
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ive News 


W 











A. W. Wrratis, formerly with the 
Westinghouse Electric & Mfg. Co., at 
Youngstown, O., has been employed 
as a salesman by The Moock Electric 
Supply Co. of that city. Guy W. 
Hale is also a new salesman in the 
lighting fixture department at the 
company’s Canton office. He was for- 
merly with the Ohio Public Service 
Co., Elyria, O. 

Ouiver Gorricon is a new sales- 
man with the H. C. Roberts Electric 
Supply Co., Albany, N. Y. John 
Hopper is now serving the trade be- 
hind the counter of this company. 





THe Korsmeyer Co., Lincoln, 
Nebr., has two new men. C. V. Keith 
is a salesman and F. O. Gray has been 
placed in charge of sales in the ap- 
pliance department. 

Norman B. Exrop and T. F. 
Mayer have recently been added to 
the sales force of the Brown & Hall 
Supply Co. at St. Louis, Mo., the 
former having been with the Missouri 
Valley Electric Co., Kansas City, pre- 
vious to this connection. 


bout Live Ones , 


Joun Friepui and T. C. Worthing- 
ton are two new salesmen with the 
Melville B. Hall Co. at St. Louis. 
Mr. Worthington was formerly with 


C. H. Wallis & Co. 


E. T. Horrityi, former owner of 
the Forrest City Electric Co., Forrest 
City, N. C., has been employed by the 
Carolina Electric Supply Co., Spar- 
tanburg, S. C., to travel portions of 
western North Carolina. 


Havens Exvectric Co., Inc., Al- 
bany, N. Y., has three new salesmen. 
Geo. O. Spade will have headquarters 
at Kingston, N. Y.; B. W. Bouck at 
Oneonta, N. Y.; E. Terwilliger at 
Glens Falls, N. Y. 


Art Kies, central station specialist 
for the Crescent Electric Co., Dubuque, 
Ia., says he is in the market for a 
portable hoist to lift his Buick sedan 
Art feels 
the market for a product of this char- 
acter is tremendous during this sea- 


out of the Iowa mudholes. 


son of the year. The company has 


repaired and remodeled its office. 

















When the manufacturers’ representatives call on the Southern Electric in At- 
lanta, they come “en masse” as it would appear from the above picture. Left to 
right:—W. V. Weathers, Guy Whitehead, Southern Electric; Paul Ramsey, Arrow 
Electric; T. R. Key, Chicago Fuse; W. B. Meek, service manager; A. F. “Dot” 
Hammond, president Southern Electric, and J. A. Swanton, Chicago Fuse. 











ali | 





The Florida Electric Supply Co. i 
ably represented in the Tampa territor\ 
by the above trio. Left to right:—M. P 
Pothout, salesman; H. E. Waterhouse. 
local manager, and D. W. Billinsley, sales 
manager for the Tampa district. 





R. B. Owen, formerly of Detroit, 
has joined the electrical refrigeration 
department of the Southern Equip- 
ment Co., San Antonio, Tex. 


J. R. Best, formerly with the Ashe- 
ville branch of the Graybar Electric 
Co., has been transferred to Charlotte 
where he is in charge of the ware- 
house. 


Cuarces Dean, formerly with Chi- 
cago Fuse Mfg. Co., is a new sales- 
man for the Graybar Electric Co., 
Newark, N. J. Samuel Wilson has 
been transferred from the office on 
Hudson St., New York City, to the 
counter of the Newark house. 


Epw. J. Hymas, who for a number 
of years was manager of the uptown 
store of the Burnet Co., is a new 
counter man with O’Brien Lighting 
Products, Inc., New York City. 


J. R. Puace, who has been cover- 
ing the eastern territory of the Rob- 
ertson-Cataract Electric Co., Roch- 
ester, N. Y., has been transferred to 
their western territory. His place 
has been taken by E. D. Vayo, form- 
erly with the Northwestern Electric 
Equipment Co., St. Paul, Minn. 


A. E. Srravss is now representing 
the Monarch Electric & Wire Co., 
Chicago, in the western suburbs. 
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Combining 
Compactness 
with 


Convenience 








ow 


Oo 


The ew 
“Bryanr” “D. D.”” RECEPTACLE 


Single and * Duplex’ With Bryant- Designed Plug 


Easy to sell because: 





SAS SAS A SAE SA SAE SAE SIE I TA SAE IA SAS SAE SAS SAE SAE IAN AC 0 AN OO 









Dirt, dust and fool-proof. “Bryant” SINGLE AND “DupLex” 
/ (two receptacles)Brass “D.D.”* Pate. 


Impossible to short-circuit, In the center is a pair of doors, [ two pair 

no matter how plug 1s insert- on ««Duplex’’| which open inward on the in- 

ed or withdrawn Absolutely sertion of the plug. They immediately spring 

: back into place on its withdrawal. 

prevents the unauthorized use 

of current in hotels and 

public buildings. 

Of excellent a earance RECEPTACLES. Composition cup 
‘ Pp ‘ will not warp or crack. High quality 


Each plug can accommodate insulator. Phosphor bronze metal parts. 
two cords Accessible, ample size terminals. 


Decuenpanct that the“ Duplex a ee a 
” : ’ “mn ssi 
“DP. D. can be installed in Unique design, easy to wire and use. Body in two 


a one gang outlet box. parts, each with elongated cord-hole in the side. One 


National Electrical Code hole is closed with thin wall, easily ai per- 
mitting use of two cords on each plug. This plug is 


Standard. so constructed that contact blades cannot become 
1O amperes, 250 volts each damaged or bent if stepped upon or otherwise mistreated. 


receptacle. * DisapPEARING Door 


Your jobber has complete stocks 











RRA. AAS AS TET RA TO TR A TT TT TS RS AA a A / 


“Bryanr ‘*D. DD.’ ® 


THE BRYANT ELECTRIC COMPANY 
1421 SraTE STREET, BripGEPORT, Conn. 
New York, 742 Madison Ave. Cuicaco, 844 West Adams St. 
PuitapeLpHia, Widener Bldg. San Francisco, 149 New Montgomery St. 


The oldest and largest plant in the-world devoted 
exclusively to the manufacture of Electric Wiring Devices 
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An unusual opportunity for window display advertising is afforded the Central 
States General Electric Supply Co., Chicago. In the foreground are the.two south- 


bound tracks of the Elevated Railway. 


On the left of the picture may be seen 


the switches to which all trains on both tracks must come to a dead stop. Thou- 
sands of people each day view the two window displays shown, while the trains 
are stopped at this point. A time switch functions between 4:30 P M. and 12:30 
A. M., so the benefit of night displays may be had. The windows are trimmed 
each month to tie-in with the N. E. L. A. campaign on home appliances. 





Louis Viacek is a new man behind 
the counter of the Kaplan Electrical 
Supply Co., Inc., Chicago. 


James BRENNAN and Birt Ross are 
new salesmen on the staff of the East- 
ern Electrical Supply Co., Newark, 
N. J., while Max Kalishman is new 
counter man. 


Varney Execrricat Suppty Co., 
Indianapolis, Ind., has one new sales- 
man in the person of M. L. Bass. 


Joun Y. Parke Co., Philadelphia, 
has employed B. S. Hartman to travel 
their southern New Jersey territory. 


Harry Frazer is a new salesman 
with the Krich Light & Electric Co., 
Newark, N. J. These people have 
also employed two new men to work 
in the “Universal” cooler department. 
George Dalrymple is director of sales 
for “Universal” dealers and A. W. 


Ruff is in the service department. 


Ernest Townsenp, formerly desk 
man on city sales, is now a city sales- 
man for the Bostwick-Braun Co., To- 
ledo, Ohio. Carl Williams is a new 


stockman and “Eddy” Stalker has 
taken Mr. Townsend’s place at the 
city sales desk. 


W. R. Pasguay is a new salesman 
employed by the Diamond Electric 
Supply Co., Peoria, Ill. 


W. J. Corrart, formerly with 
C. T. Alexander & Sons, Lawrence, 


Mass., is now traveling Worceste;: 
county for the Graybar Electric Co. 
Worcester, Mass. 


I. Jerreries, formerly with the 
American Electric Supply Co., has 
joined the Superior Electric Supply 
Co., Chicago, Ill., in the capacity of 
service manager and purchasing agent. 


The Toledo Electric Sales Co., To 
ledo, O., moved on April 1, to its 
new quarters at 1214 Jackson Ave. 

* * # 


Tel Opens Branch Warehouse 
The Tel Electric Co., Houston, 
Texas, opened a new warehouse at 
Harlingen, Texas, on April 1. 
Ruben Millerberg is in charge wit): 
“Laddie” Coleman assisting him. 
* * * 


Electrical Credit Barometer 


The accompanying tabulation shows 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the National 
Electrical Credit Association by mem- 
ber manufacturers and __ jobbers 
through its various divisions, for 
March, 1927, as compared with the 
same month the previous year. Also 
these figures are shown for the first 
three months’ period of 1926 and 
1927. 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
‘THE ELECTRICAL CREDIT BAROMETER” 
MARCH 31, 1927 


NUMBER OF ACCOUNTS REPORTED 


Division March 
1926 1927 
Rr OE «0's otielew Sates 460 424 
Middle & Southern Atlantic... 229 216 
Ee ge os Rh eee ee 103 171 
go ge i ae nr 22 14 
(OMS! G55 3 cn alosna tensa 1083 1215 
BNO AS Soon swe 1897 2040 


TOTAL AMOUNTS REPORTED 


%o % 
Increase Increase 
or 8 Months or 
Decrease 1926 1927 Decrease 
— 7.83% 1092 1114 + 2.01% 
— 5.67% 566 5602 —113 % 
+55 % 277 435 +57 % 
—36.4 % a7 48 —37.6 % 
+122 % 2776 2859 + 2.99% 
+ 7.54% 4788 4958 + 3.55% 
%o % 
Increase Increase 
or 8 Months or 
Decrease 1926 1927 Decrease 
— 116 % $161,066 $176,381 + 9.50% 
+ 442 % 52,088 62,147 +193 % 
+123.5 % 26,579 47,246 +177.7 % 


— 87.1 % 11,881 5,929 —50 % 





March 

1926 1927 

EW ORE. 5 esc ccs esuiot $ 71,157 $ 62,872 
Middle & S. Atlantic... 19,281 27,805 
New England ......... 6,847 15,311 
Pamie Coast :.....6..%. 3,355 2,111 
oO ee er 122,128 184,507 
BOATS: cakcexneee $222,768 $242,606 








AVERAGE AMOUNTS 


1926 
POO NORTE | 65s Se a Scie os Rees Oe $155 
Middle & Southern Atlantic ........ 84. 
NW: ROMINA 5h. 575 Sis whois woreio ss SS ore Ae 66 
EPS Te CES aa es pete ene Toke 152 
ROOMIRMNENL. 5 icc. oin'o-a oe a. cio eerie toon ee 113 


+ 10.1% 267,710 837,235 +26 % 

+ 891% $519,324 $628,938 +211 % 
March 8 Months 

1927 1926 1927 

$148 $147 $158 

128 92 124 

89 95 108 

150 154 123 

lll 36 118 
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TRADE MARK REG. U.S. PAT. OFF 








Angle 3-Way 
Convenience Tap 
No. 340 





Angle Two Way 
Convenience Tap 
No. 240 


Separable Attachment 
Plug No. 420 


Many manufacturers, offer- 
ing the diversified products 
which Reynolite does, might 
well be content to consider 
their line complete. Not so Appliance Cord 


; i" Switch No. 110 
with the Reynolds Spring Co. —— 


As the developments in elec- 
trical home appliances are an- 
nounced, directly in step with 
them are offered to the public 
Reynolite Devices to suit the a Sone et 
particular purposes found nec- 
essary. 


bh’, mann’ y 


ui) 


This policy accounts, in a 
great measure, for the popu- 

aie Straigh ‘ 
larity which Reynolite is en- Convenience Tap. 
joying today. ees 











ry Home © 


TRADE MARK REG. 


The growth in popularity of Reynolite Wiring Devices is 
nothing short of astounding. Wéithin a tew short years, 
from what may aptly be described as “a standing start” 

they have raced ahead to leadership in their field. 


The demand for Reynolite products has leaped from the homes 
to modern buildings. An ever increasing number of instal- 
lations is constant proof of the continuous desire within 
the public’s mind to equip their homes properly with 
electrical material in general and Reynolite Wiring De- 

vices in particular. 


c - = bw 
Straight onvenience oggle ates 
3-Way Tap No. 360 


Molded Unit 
Duplex Flush 
Receptacle No. 4002 


oa Molded in rich brown, Reynolite Products have bestowed 
ae upon them every thought, every care, to make them not 
only beautiful to the eye, harmonious with their surround: 
ls ings, but behind it all efficient and capable so far as their 


Heater Cord 


i eich electrical and mechanical requirements are concerned. 
Reynolite is sold and serviced with a RIGID JOBBER 


POLICY. 
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MR. A. R. MACY, 


New York Dist. Manager, 


420 Frelinghuysen Ave., 
Newark, N. J. 





&. 


% 








MR. J. T. FULWILER, 





Southeastern Dist. Manager, 


916 Atlanta Trust Bldg., 
Atlanta, Ga. 


Window displays, 
counter display 
boards, envelope 
stuffers and _ price 
and service tags in 
color may be se- 
cured by _ jobbers’ 
salesmen and _ their 
dealers by getting in 
touch with our dis- 
trict offices. 





REYNO 


TRADE MARK REG. V.S. PAT. OFF 






ITE 





ales Organizahon/ 


DISTRICT SALES MANAGERS 











MR. E. F. MEYERS, 

Chicago Dist. Manager, 

140 S. Dearborn St., 
Chicago, IIl. 


MR. C. N. WILTBANK, 
Philadelphia Dist. Manager, 
609 Washington Square Bldg., 

Philadelphia, Pa. 


In order that our Jobbers and 
Dealers may become more familiar 
with the sales personnel of the 
Reynolds Spring Co., Reynolite 
Division, their various locations, 
the territory they cover and other 
pertinent matter, we here intro 
duce them to the trade. In addi- 
tion to the personnel shown here, 
our junior dealer salesmen are con- 
tinually working in the territory 
—servicing our distributors and 
dealers, 








| 
MR. C. W. CHAPMAN, MR. E. T. GUNTHER, 

Atlanta Dist. Manager, 

916 Atlanta Trust Bldg., 

Atlanta, Ga. 


Dallas Dist. Manager, 
Santa Fe Bldg., Unit 2, 
Dallas, Texas. 


REYNOLDS SPRING COM 


JACKSON, MICHIGAN 












_MR. H. B, PARKE, 
Pittsburgh Dist. Manager, 
305 Seventh Ave., 
Pittsburgh, Pa. 





MR. J. T. HILL, 

Pacific Coast Dist. Manager, 

700 San Fernando Bldg., 
Los Angeles, Calif. 


No stone is left 
unturned to render 
to jobbers’ salesmen 
and their dealers 
every conceivable 
advertising and sales 
help to assist them 
in securing maxi- 
mum distribution on 
Reynolite Wiring 
Devices. 


PANY 
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Without mentioning any names this particular house in Tampa finds business 


good enough to maintain the above office staff. 


Left to right:—M. W. Upson, serv- 


ice manager; A. F. Hamrick, sales department; Mrs. McKinnon, and Miss Rowland, 


stenographic department; N. F. Hightower, service department, and C. A. 


shipping clerk. 


Davis, 





9 . . . 
Jobbers’ Sales Activities 

Wermore-SavaGe Exvectric Svup- 
pty Co., Providence, R. I.—These 
people are running a campaign on 
Westinghouse automatic irons. 

Tri-State Exvectric Co., Sioux 
Falls, S. D.—A campaign on Stand- 
ard electric ranges has been started. 

Carotina Evectrric Suppty Co., 
Spartanburg, S. C.—A campaign on 
radio sets was run by its local ‘““Day- 
Fan” radio agency during March re- 
sulting in the sale of about 20 “Day- 
Fan” sets, ranging from $89.00 to 
$250.00 each. 

Me -vIiL_te B. Hatt, INnc., St. Louis, 
Mo.—This company is running a very 
successful campaign on Bright Star 
batteries. 

Co., 


A state-wide cam- 


HanpDLEY HarpWARE 


Birmingham, Ala. 


Moore 





paign on ““Hemeco” products is in ac- 
this Excellent 
results are expected from this drive. 


tion with company. 


Peaspopy Exectric Co., Oklahoma 
City, Okla. 


switch campaign with a prize of $75 





A Westinghouse safety 


to the high jobber’s salesman was 
started in April and will run through 
May. 

Kricuh Ligur & Exectric Co., 
Newark, N. J.—A special sales cam- 


paign is being run on “Universal” 


electric refrigerators. 





Ca; 
Indianapolis, Ind.—These people 
I 


VaRNEY ELECTRICAL SUPPLY 


have inaugurated a toaster campaign. 


ALEXANDER & Lavenson Electrical 
Supply Co., San Francisco, Calif. 
A campaign on G. E. Vacuum cleaners 
was inaugurated April 1. 


Pierce Evectric Co., Miami, Fla. 
—A very successful electric iron cam- 


paign was run during February and 


March. 


O’Brien LiGutine Propwcts, INc., 
New York.—A special drive was in- 
augurated on Frankelite Fitments. 


7” 


Peabody’s Baseball Sales 


Contest 
The Peabody Electric Co. of Okla- 


homa City, Okla., put on a sales con- 





* * 


test in the form of a “Baseball 
Game.” 
The sales force was divided into 


two teams. In the office of the sales 
department was a large blackboard 
with both teams represented. This 
was divided off into columns bearing 
the following legends: 1 Base Hit, 2 
Base Hit, 3 Base Hit, Home Run, 
Error, Foul Ball. To the man selling 
a set of $50.00 list value or less, 
credit for one base was given; for 
$51.00 to $100.00 list, 2 bases; 
$101.00 to $150.00 list, 3 bases. For 
each $50.00 list value or fraction 
thereof on sets selling above $150.00 
list, one base. A new dealer franchise 
on Crosley or Kolster constituted a 
Home Run. Any set orders that did 
not contain some accessories con- 
stituted a Foul Ball with one-half 
base penalty. Sets sold during this 
contest and returned for credit during 
contest constituted an Error carrying 
a penalty of two bases. Only the per- 
sonal sales of those on the teams were 
counted. 

The team totaling the 
number of bases, of course, was the 
winner. The prize was a dinner to 
the winners at the expense of the los- 
ers. 


greatest 


























This is a line only carried in Florida. 


Every so often Charlie Kinsey, Graybar 


salesman, who covers southern Alabama and western Florida out of Birmingham 
takes a few of his clients out to his private fishing banks off Panama City, Florida, 


and lets them pull up a few. 
in the white socks. 


The above is an hour’s work; the host is the map 
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Jobbers Active in Associations 

Louis Go.pBaum, president of the 
Faraday Electrical Corp., Brooklyn, 
N. Y., was elected for the eighth 
consecutive year to the presidency of 
the East New York Commercial 
Credit Union, a Mutual Bank under 
the supervision of the State Banking 
Department. Many contractor-deal- 
ers are shareholders. 


N. C. GoitpmMan, owner and gen- 
eral manager of the Commercial Elec- 
tric Supply Co., Toledo, O., has been 
appointed as director of the Elec- 
trical League of Toledo. 


Geo. K. Parker, purchasing agent 
of the Tel-Electric Co., Houston, 
Tex., was elected secretary of the 
Purchasing Agents Association of 
Houston for the year 1927-28. 


Howarp W. MINcHIN, secretary 
and credit manager of the ReQua 
Electrical Supply Co., Inc., has just 
been elected regional director of the 
New York Electrical Credit Associa- 
tion. Mr. Minchin was in charge of 
this association’s Up-State meeting 
held recently at Rochester. 


H. P. Lircurievp, manager of the 
Graybar Electric Co. at Newark, N. 
J., has been elected to the executive 
committee, Essex County Electrical 
League. 

J. W. Davis, of The 
Hughes-Peters Electric Corp., Colum- 
bus, Ohio, was elected president of 
the Columbus Electric League. 


treasurer 


Columbian, St. Joseph, Moves 


The St. Joseph, Mo., branch of the 
Columbian Electrical Co. has _ been 
moved from 820 Frederick Ave., 
where it had been for 37 years, to 
320 South 4th St. Otis C. Rhoades 
is now in charge of this branch. The 
policy has been changed to wholesale 
only, conforming with that of the 
main house, which is located in Kan- 
sas City. 


* * * 


The Architect and the Red 
Seal Plan 


G. W. Weston, secretary-manager 
of the Kansas City Electric Club was 
recently asked by an architect if 
“under the Red Seal Plan, the plans 
had to be submitted to your office.” 
His reply may assist those who are 
kelping to line up the architects on 
this plan. 

“That's not the case at all. There 
are several ways of obtaining this 
free Red Seal service. 

“First, you can send the plans of 
a residence to our office, or we can 
send for them: or, we can do the 
necessary work in your office—this 
means marking the required light- 
ing, switching and convenience out- 
lets on the plans. 


“Second, you can fill-in and mail 


to us the Red Seal Specifications 
folder and application blank. 

“Third, we can indicate the wiring 
outlets right on the job just before 
it is wired. This can be done with 
you, the electrical contractor or any- 
one else you designate. 

“Fourth, you can call us after the 


wiring is roughed-in. We'll inspect 








Above is a picture of the Bostwick- 
Braun building, Toledo, O. The electrica! 
department of the Bostwick-Braun Co., 
now occupies a prominent place on the 
first floor. 





it and advise you whether it is OK, 
or needs a few additional outlets to 
meet the Red Seal standards. 

“In other words, Red Seal service 
is flexible enough to suit the con- 
venience of any architect or builder.” 


* * * 


Toledo Sales Moves 
The Toledo Electric Sales Co., To- 
ledo, O., has moved to 1214 Jackson 


Ave. 








Tell Mr. Poad to 


Tush this Order 


Ms. Haaber 
Wants xWis 

















Make it Extra 
Tush on Ms Skis 
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From the Field 


Tom Carro_tt who was formerly 
with the Erner Electric Co., Cleve- 





Tor Carroll 


land, has joined the Graybar Electric 
Co. as lighting specialist. 


New SavresMen of the Garfield 
Electrical Supply Co. of New York 
are John Fleischman and J. Cook who 
will cover the industrial field. Jack 
Twersky, who has been counter man, 
has been promoted to traffic manager. 
And coming along up the line are 
Max Klein, shipping department and 
Moe Bernstein, counter man, new men 
but promising presidential timber. 


Byron W. Catiaway has joined 
the sales organization of the Colum- 
bian Electrical Co., Kansas City, Mo. 


Matruews Evecrric Co., Birming- 
ham, Ala., has remodeled half of its 
store to display a high-grade line o 
fixtures. 


Witiis Weaver of the Roepke 
Electric Co., Chicago, is somewhat of 
a philosopher. He says that business 
goes to the bird who flies after it, like 
the English sparrow, for instance. 
Willis is one of those birds who not 
only uses his wings but lights often. 


J. H. Ruopes of the Metropolitan 
Electrical Supply Co., Chicago, who 
has been calling on contractors on the 
South Side, is now devoting consider- 


able of his time to industrials. He 
sees many opportunities for increasing 
“old man bogey” by pernicious, per- 
sistent and penetrating prying for or- 
ders. He complimented J. S. on its 
articles on industrial plant selling and 
said he got many valuable tips there- 
from. 


P. J. GALLAGHER is no longer con- 
nected with the Harrisburg office of 
the Elliott-Lewis Electrical Co., Inc., 
but is now located at the main office 
in Philadelphia. 


Little’s New Display Room 


A. M. Little Co:, Inc., of Syracuse, 
N. Y., recently completed a fixture 
and appliance display room for dem- 
onstration and display to dealers and 
for the use of dealers who desire to 
bring their customers in for the same 
purpose. 

This concern, since the starting of 
its business two years ago, has care- 
fully followed its policy of wholesale 
and no duplicate lines. Its 
wholesale policy is carried to the ex- 
tent that no direct sales of any nature 


only 


and at any price are made to retail 
buyers. 

In the above mentioned display or 
the exhibits 
such appliance lines as “Universal” 


service room company 

and such frxture lines as “Riddle,” 

Toledo and “Moe Bridges” for all of 

which it is the exclusive distributor in 

Syracuse and surrounding territory. 
* * * 


Banta on Installment Selling 


At the Del Monte meeting of the 
Pacific Coast Division of the Elec- 
trical Supply Jobbers Association in 
January, C. W. Banta, vice-president 
of the Wells Fargo Nevada Bank and 
Union Trust Co., San Francisco, out- 
lined the history of installment sell- 
ing, pointing out some of the benefits 
of this practice and some of the weak- 
nesses. 

The 
purchased on installment contracts 
amounts to $6,500,000,000 annually 


retail volume of merchandise 


against total retail purchases oj 
$40,000,000,000, he stated. In mak 
ing possible the purchase of labor 
saving electrical appliances on term 
payments, the industry has 
much toward the improvement of the 
national standard of living through 
making necessities of devices hereto- 
fore classed as luxuries. Competition 
should not be allowed to encourage 
the extravagant use of installment 
purchasing. He made the point that 
credit losses from defaulted install- 
ment contracts are only .18 per cent 
as against credit losses of one per 
cent in the department store trade, 
.85 per cent in the grocery trade and 
.50 per cent in the jewelry trade. 
* * #* 


done 


Use of Electricity Increase 70 
Per Cent in Eight Years 
According to the recently 
pleted U.S. Geological Survey, the per 
capita consumption of electricity has 


com- 


increased nearly 70 per cent during 
the past eight years. 

In 1919 our per capita consumption 
of electricity was 371 kilowatt-hours. 
This has increased every year since 
then, except in 1921, to a per capita 
consumption of 627 kilowatt-hours in 
1926. 

In no other country is electric en- 
ergy so universally used and to the 
utilization of electric power can be 
attributed largely our lowered pro- 
duction costs. Electric current is one 
of the few things that cost less now 
than it did before the war. 











Owing to the ability of these boys to stay put this second attempt at a picture of 


the Ensign Electric Co., Minneapolis, Minn., was successful. 


Left to right they are: 


D. P. Ensign, owner; Henry Espen, sales manager; Luverne Anderson, D. M. Wake- 
field, A. C. Wright, W. J. Hunter and H. B. Bolmgren. 





May, 1927 





THE JOBBER’SM]SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.’ 


ne Handin Plates 








in 3 designs— A bcautifal Finishes 


BRONZE-STATUARY BRONZE-ANTIQUE BRASS-BUTLERS SILVER 


99 


‘“Fine SwitcHeEs deserve Fine Plates. 
Here are the Plates—to attract all eyes to 
the finished quality of your customers’ jobs; 
to show real artisanship in a showy way. 


You'll say these Art Plates ‘‘put up the 
front’’ for the fine Switches in back of 
them. When one goes onto an H&H Switch, 
it’s like pinning the badge of Distinguished 
Service on the trusty mechanism behind. 


Sell Art Plates for H&H Receptacles 
too, so long as the quality of the wiring 
device holds up with the beauty of the plate. 
For these etched art ‘‘fronts’’set a standard. 


The plates are struck-up .060 gauge brass. 
Offering a choice of three designs and four 
finishes—in ample variety for 41 switch 
and receptacle needs. Send for illustrated 
Art Plate data-sheet to help you sell. 





THE HART & HEGEMAN MFG. CO. 


HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCEI890 
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Hayes Succeeds Tyler at 
Bluefield 

Charleston Electrical Supply Co. 
writes: ‘Effective April 1, 1927, G. 
K. Hayes, who 
has been in our 
sales department 
at Charleston, 
will take charge 
of our Bluefield, 
W. Va., territor 
and office, 
ceeding R. P. 
Tyler, who has 
resigned to go 
with the John A. Roebling’s Sons Co. 

“We are sorry to lose Mr. Tyler, 
who has been with us for a great 








suc- 





many years. 

“Mr. Hayes has been with us for 
six years, and his work and experi- 
ence in our sales department during 
that time has qualified him for this 
new assignment.” 

* a * 


Garfield Buys Building 

The Garfield Electrical Supply Co., 
Inc., of New York, has bought the 
building that it has been occupying, 
at 147 W. 28rd St. This is a six- 
story building, containing 17,500 sq. 
ft. This will be altered extensively. 
A new front will be constructed and a 
thoroughly up-to-date show room in- 


stalled. This is being designed by 
L. S. Samel, secretary and sales man- 
ager, and who, by the way, was re- 
cently elected to the board of direc- 
tors of the company. 

* * 


Specifications for Residence 
Lighting Equipment 


A committee of the Association of 
Edison Illuminating Companies has 
prepared tentative specifications for 
guidance of central station members 
in selecting residence lighting equip- 
ment for sale to the public. This 
committee includes representatives of 
seven central station companies. It 
has enjoyed the co-operation of a 
committee of the Illuminating Engi- 
neering Society which has sponsored 
those portions of the specifications 
which have to do strictly with light- 
ing qualities. 

A preface to the specifications 
reads: 

“The purpose of these specifica- 
tions is to promote improvement in 
artificial lighting in residences 
through the employment of lighting 
equipment which will render good 
service by providing convenient and 
effective illumination with conserva- 
tion of eyesight and enhanced decora- 
tive qualities.” 


The specifications offer a method 0; 
appraising luminaires with respec‘ 
to—(a) illuminating qualities; (b 
construction and (c) appearance. 

Under the first head there is in 
cluded a method of rating luminaires 
as to light output. Also there is a 
method devised by the Illuminating 
Engineering Society committee for 
gauging luminaires as to glare. No 
lighting equipment which is unsaf« 
or unduly glaring can be approved 
under these specifications. Lighting 
equipment which is satisfactory in 
these particulars may be graded as 
to excellence in the following particu- 
lars: 

Illuminating qualities—illuminat 
ing power, candlepower distribution, 
shadows, glare. 

Construction—mechanical, _ electri- 
cal, assembly, accommodation of 
standard lamps, finish. 

Appearance—lighted, unlighted. 

For purposes of the Association of 
Edison Illuminating Companies a 
collection will be made of certain res- 
idence lighting equipment which at- 
tains to high rating under these spec- 
ifications. Copies of the specifica- 
tions may be obtained from the Elec- 
trical Testing Laboratories, 80th St. 
and East End Ave. New York. 








| 











Music from the skies may be a future joy or nuisance, ac- 
cording as the atmosphere rights may be apportioned. This 
experiment gives food for thought. An airplane flying over- 
head with John Charles Thomas, famous tenor, as a passenger, 
singing into a phone on a ship, which, acting as a microphone, 
carries his notes to a specially constructed 1000-watt amplifier. 


This projects his voice earthward through two giant trumpet- 
type loud speakers. Each speaker has eight units attached to 
it, thus insuring sufficient volume to carry the singing of Mr. 
Thomas to the ears of pedestrians and motorists on the streets. 
Note the neck of the downward pointing horn, with amplifier 
units attached in the lower right hand corner.—Herbert Photo. 
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NON-METALLIC 
SHEATHED CABLE 


is installed on the 


SAFER “loop system” 


the entire RomeX section of 
the 1926 National Electrical 
Code Rules are reproduced. 


Here is a sample page from 
the new RomeX booklet 
“Sales Helps on Use and In- 
stallation of RomeX,” pre- 
pared especially for you. 


Each page contains a section 
of the new Code Rules gov- 
erning RomeX, with an il- 
lustrated explanation of the 
section shown. In this way 


ROME WIRE CO., Rome, N. Y. 


If you haven’t a copy of this 
booklet, fill in and mail the 
coupon below, and we will 
see that you get one immedi- 
ately. Rome Wire Com- 
pany, Rome, N. Y. 


Please send me a copy of your new RomeX booklet “Sales Helps 


on Use and Installation of RomeX.” 


Tl would also like a copy of your new Insulated Wire Catalog{] 
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L. H. Whitten of Jacksonville is pic- 
tured having a chat with G. M. Sweeney, 
salesman, and O. L. Whatley, sales mana- 
ger of Graybar, Tampa. Whitten is a 
specialty man for Graybar. 


Sales Ammunition 
solid facts that 
permanent, 





Remember these 
have been recorded in 
printed form, along with many others, 
by the Benjamin Electric Mfg. Co. 

A DRESS GOODS MANUFAC- 
TURER replanned all lighting in his 
weave room as follows: 

The old 50-watt drop cord lights 
were replaced with 75-watt reflectors 
and Mazda lamps. The increased 
lighting value raised the level of il- 
lumination from 1.9 foot-candles to 
8.8. . 

Effect of new lighting on produc- 
tion, al! other factors remaining un- 
changed, increased production 24 per 
cent, 

A HOSIERY MANUFACTURER 
replanned the illumination in the sec- 
tion of his plant devoted to knitting 
infants’ hosiery. 

100-watt bare lamps were replaced 
with 200-watt R. L. M. reflectors and 
lamps, properly placed, increasing the 
lighting value from 6.5 foot-candles to 
16.7. 

The of the 
0.4 per cent of the payroll and the 
cost of operation was 1.1 per cent of 
payroll. Labor turnover, under the 
new lighting conditions, was reduced 
43 per cent. The bettered illumina- 
tion increased production on the loop- 
ing machines, 6.1 per cent, while on 


cost installation was 


the knitting machines production was 
increased 10.8 per cent. 

A WOOD WORKING SHOP re- 
planned the lighting, replacing bare 
50-watt lights with 200-watt R. L. M. 
reflectors. The old lighting value of 
3.8 foot-candles became 15  foot- 
candles. All other factors remained 
the same, except that production was 
increased 18 per cent. 

A NECKTIE MANUFACTURER 
replaced the bare 50-watt lights in 


his knitting room with 200-watt R. L. 
M.’s, and raised the lighting value 
4.2 foot-candles to 17 foot- 
Although nothing else was 
10.8 


from 
candles. 
changed production 
per cent. 

A MANUFACTURER OF 
CHRISTMAS TREE ORNA- 
MENTS replanned the illumination 
of his wire drawing department. The 
old 50-watt cone reflectors were re- 
placed with R. L. M. reflectors, and 
the lighting value increased from 2.9 
foot-candles to 9.2 foot-candles. With- 
out other changes production 
creased 21 per cent. 

A TOWEL AND WASH RAG 
MANUFACTURER changed the il- 
lumination of his weaving rooms in 
accordance with scientific methods, re- 
placing the 75-watt cone reflectors 
with R. L. M. standard reflectors, and 
increasing the lighting value from 3.3 
foot-candles to 10. The effect of the 
replanned that 
production increased 15 per cent. 

A PLUSH MANUFACTURER 
installed properly arranged 75-watt 
R. L. M. units instead of his old 50- 
watt cone reflectors. Although the 
lighting value was only raised from 
10 to 13 foot-candles and no other 
changes were made production in- 
creased 15 per cent. 

A PULLEY MANUFACTURER 
increased the lighting value in the fin- 
department from 0.2  foot- 


increased 


in- 


illumination was 


ishing 


, 














A. semi-close-up of the skipper and first 
mate of the Ensign Electric Co., Minne- 
apolis, Minn., Henry Espen, sales mana- 
ger, (left) would be looking us right in 
the eye had it not been for that steeple- 
jack across the way. D. P. Ensign, owner, 
is on the right. 


This is Harold T. Thompson who acts 
as service manager for Graybar at Fort 
Wayne, Ind. There should be a lot more 
to say but we haven’t the dope. How- 
ever, everyone wishes him success in this 
exacting line of work. 





candles to 4.8 foot-candles. Without 
the changing of a single other factor, 
except this installation of scientifi- 
cally planned lighting, production in- 
creased 35 per cent. 

A METAL BEARING MANU 
FACTURER replanned the lighting 
in his plant and increased the lighting 
value from 4.6 foot-candles to 12.7 
foot-candles. The result was that 
production increased 15 per cent. 

A CARBURETOR MANUFAC 
TURER replanned the lighting of 
his assembly department, increasing 
the lighting value from 3 foot-candles 
to 11.5 foot-candles. No other changes 
were made, but production increased 
10 per cent. 

A JUTE SPINNING MILL 
raised its lighting value from 1.5 foot- 
candles to 9 foot-candles. With prop- 
erly planned equipment and with the 
better illumination production  in- 
creased 17 per cent. 

A MANUFACTURER OF GAS 
AND ELECTRIC IRONS changed 
the local illumination at the tool 
points in his shop from values rang- 
ing from 4 to 17 foot-candles. A 
general illumination, scientifically 
planned, was installed, giving a 
lighting value in the whole shop of 
13.5 foot-candles. With this proper 
illumination production increased 12.2 
per cent. 

A BRASS MANUFACTURER re- 
planned the lighting of his shell 
socket department, raising the light- 
ing value from 3.8 foot-candles to 
11.4 foot-candles, with the result that 
production increased 8.5 per cent. 





THE 
Wedve-Nut 
FASTENER 


The Wedge-Nut Fastener securely 
holds the cover or wiring device. 
and it cannot become loosened by 


vibration. 


The INOW 
Obround Condulet 


The Latest and Greatest Condulet Development 


For other Distinctive and Novel features and listings of the New Obround Condulets. 
see Catalog No. 2100 


CROUSE-HINDS COMPANY 
Se S 
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“SPRING IS HERE” 


—and that’s the time to push 


annin g- 
owman 


Electric Appliances 


May and June are the 
months for brides. We 
are backing up your 
efforts by full page ad- 
vertising in The Satur- 
day Evening Post and 
the most efficient deal- 
er help service that we 


know about. Manning- 
Bowman merchandise 
appeals to the woman! 
It has that indefinable 
something that appeals 
to her sense of style. 
In short it is ideal 
merchandise for 


During the two great gift months— 
MAY and JUNE 





Manning, Bowman & Co. 


Meriden, Connecticut 


New York Chicago San Francisco 
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“AT THE GREENBRIER” 


On the following pages is presented an exhibit 
of electrical products arranged for the nineteenth 
annual convention of the Electrical Supply Job- 
bers Association at the Greenbrier Hotel, White 
Sulphur Springs, W. Va., May 4 to 6, 1927. 





ee eee 
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DR RE RIO ie 5 2 


sat 


This silent salesman on a counter 
opens up a new, enormous market 


The Beaver Convenience Outlet started some- 
thing! News of it traveled fast, from Maine to 
Texas. A whale of a market had been waiting for 
years. The cost of standard flush-type outlets 
held in check a great reserve market for 
appliances. 


Then came the Beaver Convenience Outlet, re- 
tailing at 50 cents. This ingenious device enables 
everyone to have all the outlets they want, at 
small cost. They can be attached by anyone, with 
penknife and screwdriver. They can be attached 
to the end of a cord or to any intermediate point, 
one or several tapping off the same cord. 


This product is not offered as a substitute for flush 


convenience outlets. It is offered only as an over- 
the-counter item to those who can’t afford instal- 
lations of standard flush receptacles. 


Every ten “taps” are packed on handsome 3-color 
easels, with two taps actually fastened to a cord 
on the easel. 


Sell one of these easels to each of your customers. 
Urge them to put ‘em on counter or in window. 
Folks will get the idea quickly. Then, down goes 
the big barrier to electric appliance sales. Repeats 
on these Beaver Outlets will come fast. And ap- 
pliance repeats will follow. 


Remind every customer on your next call. Start 
this “snowball” rolling. 


PATENT NOTICE: Warn your customers against patent in- 


fringement. Several manufacturers have 
been making imitations of the Beaver Convenience Outlet. We are now 
thoroughly protected by Patent No.1,618,909, and infringing manufacturers 
have been notified. Slip this news to your customers and save them from 
litigation. Protect their profits by selling them only Beaver Outlets. 
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Robbins 


Twenty-nine years ago, the first Robbins & Myers 
Fan was built. Probably today it would appear to be 
a most startling piece of merchandise. But in those 
days it was the best of its period and what is of more 
consequence, step by step, down through the years, it 
has kept pace with the growth of the industry until 
today with its countless improvements behind it the 
Robbins & Myers Fan has reached the peak of per- 
fection in all respects. 


There are no radical changes in design in the 1927 
Fans. There could not be. A few refinements here 
and there are added to give impetus to your sales talks, 
but in the main, you have the product, have had for 
years, and as a consequence you find no question from 
any dealer as to the merits of the Robbins & Myers 
Fans. Let us see then what you have to sell. 


You have the name Robbins & Myers. A name 
which for over 29 years has held the confidence of 
the dealer, the respect of the consumer. “Profit by 
the Name” in every particular. Think of it when you 
call on your dealers. Talk it when you interview them. 
And, leave the thought constantly with them that 
they, too, should drive it home to every customer en- 
tering their store—Robbins & Myers Fans, they are 
good, and always have been. 





The Robbins & 








Springfield, Ohio - Agencies in 
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Ithe Name 
& Myers 


You learned something about the necessity, the value 
of Profiting by the Name Robbins & Myers if you 
read the opposite page. Perhaps in a stronger measure, 
certainly in no less, this thought applies to Robbins & 
Myers Motors. This company has been building mo- 
tors for over 25 years and with them a reputation, 
an enviable one, for itself. When you, as a Jobber’s 
Salesman, talk Robbins & Myers Motors, this reputa- 
tion for Quality, Fair Dealing and Service is yours. 
Take advantage of it. 











In the fractional horsepower motors, you have a 
field of particular attraction to you. There are many 
small industrial plants who not only purchase frac- 
tional horsepower motors for their own use, but who 
have motor applications on devices which they sell. 
These companies are always interested in Quality mo- 
tors of reasonable price, and unhesitatingly grant an 
interview and accept for test purposes the Robbins & 
Myers Motor offered. They do it because they know 
what the name stands for. 


Our line is complete. Robbins & Myers motors 
are not only manufactured in fractional horsepower 
sizes, but also are made in the larger sizes, both A. C. 
(Single and Polyphase) and D. C. to fill any require- 
ment which you normally meet. Jobbers in general 
have awakened to the possibilities in the industrial 
field for the sale of motors and other electrical appa- 
ratus. ‘The way is paved for you on Robbins & Myers 
Motors because there is not an industrial engineer in 
the country who does not know the name—Robbins 


&? Myers. 


Myers Co. 


all Principal Cities of the World - 
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“The Field 


A Short Story of 
Under the Feet 
and the Jobbers’ 


M “tac: it was 50 years ago, it certainly was no more than sixty, 




























that the farmers in Lower Canada and probably this country took 
the time each Fall to seal, carefully, every crevice and crack in 
the walls of their little cabins. It was sincerely believed that an exposure 
to night air simply meant a flirtation with sickness. In the winter fresh 
air, being cold air, was also excluded night and day for the same reason. 














Times have changed, and with the coming of Buffalo Breezo Ventilating 
Fans rapid strides have been made in the methods of proper ventilation. 
And still, there is no field offering such a virgin territory to the jobber’s 
salesman as does this one. 





The surface has been but scratched. Run over in your own mind the 
number of prospects existing in your territory alone:—Restaurants and 
hotel kitchens; stores; banks: dance halls; lodge halls; garages; factories; 
creameries; shops; paint spray rooms and booths; basements; farm barns: 
residence kitchens; pool and billiard halls: theatres; and a thousand and 
one others which might be named just as readily. Multiply them by the 
number of each on your prospect file and you will have some realization 
of what we mean by stating there is a gold mine under your feet. 



































Buffalo Breezo Home Ventilating Fan is a big seller. And now is the time for you 
to start a sales campaign on this particular product of the Buffalo Breezo Line. 
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Untouched” | 


the Gold Mine 
of the Jobber 


Salesmen 


The Sales Manager who in- 
structs his men to go after 
Buffalo Breezo Ventilating Fan 
business, who notifies them that 
we are ready and willing to 
render all the help, all the assist- 
ance possible, will find his sales 
on this necessary commodity 
leaping ahead to a most satisfac- 
tory volume. 


Do not entertain the old 
theory that a ventilating system 
is dificult to figure. It is a 
simple matter for any of your 
men, because we have made it 
easy for them in our book of 
instructions, which we will send 
on request. 

























te, 


















If you are not familiar with the 10 points 
of Breezo superiority, by all means write for 
them now. They show why Breezo Jobbers 
and Dealers make the most money on venti- 
lating fans. 








The Buffalo Breezo Line is complete. You are handling a line 
which can take care of any installation. If the job looks too big 
for your men to handle call on our engineers. We will make the 
proper recommendation, so take advantage of this co-operation. 








Buffalo Forge Company 


201 Mortimer St. Buffalo, N. Y. 


In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
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“BUFFALO BREEZO” 
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ME EERE, ie 





2 Cage 





OD preese products backed by an honest policy 
have always been the aim of the Indiana 
Rubber & Insulated Wire Co. With that thought 
in mind we have given the jobbers, the contractor- 
dealers, and through them, the public, a product 
made “better than the code requires,” with every 
coil of it practically 500 feet, no more, no less; with 
thought and care given to superior quality to make 
it of the best, and with the idea ever in mind that 
every foot of it can make a friend for the company. 


NDIANA RUBBER AD 
i X i ARBhA LA ye J x 4 4 


JONESBO 
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If it’s 


PARANITE 


it's right: 








OR 36 years we have been distributing Para- 
nite Wire and Cable through the jobbers of 
the Electrical Industry. 


For 36 years these same jobbers have supported 
us in an equal measure. 


We cannot help but feel that an expression of 
appreciation is due the Jobbers and the jobbers’ 
salesmen at this time for their loyalty and faithful 
ness to Paranite products. 


We assure them again of our continued support 
as we know we will have theirs. And, in this 
mutual confidence, success is assured us both. 


NSULATED WIRE CO 
IN \ wT? L ew % ) y | lik a” ra Se, 


LANA 
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Hubba acomany 














PITTS BURGH ” OAKLAND, CAL. % CHICAGO 
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blige Hubbard manufacturing fa- 
cilities are so great there is never 
a time when the huge and constant 
demand for Hubbard Pole Line 
Hardware has exceeded or taxed our 
production department. 


In step with this thought, our 
Sales and Advertising campaign have 
dominated the field, for we can and 
always have handled the enormous 
business created by these joint efforts. 


At times jobbers’ sales- 
men meet problems in pole 
line construction proving 
difficult to solve. At such 
moments, a Hubbard man 
is always “around the cor- 
ner” ready and willing to 
render every assistance pos 


sible. 

















Standard Equipment With 
Every Jobber’s Salesman 


This literature is made up and sent 
you with the thought of helping you 
constantly to promote your sales on 
Hubbard Pole Line Hardware and 
Peirce Construction Specialties. If you 
are not receiving regularly your copy 
of the Hubbard Linebuilder, write us 


at once. 
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The HOUSE THAT MADE 
POLE LINE HARDWARE 
A COMMODITY 














peer jobber’s salesman selling the Hubbard Line should use the 
above slogan, for it was Hubbard & Co. who were the pioneers 
in this field. As makers of Pole Line Hardware we have kept pace 
with the field, and have led in new developments, new ideas, thereby 
contributing a great share of the advancement made in recent years 
in pole line construction. 


Pole Line Hardware is now a commodity made possible by Hub- 
bard and Company. There are a number of manufacturers making 
certain items of pole line hardware; Some make bolts—some make 
cross arm braces—some make pole steps—some make pins—some 
make brackets. But no manufacturer except Hubbard and Company 
makes all items—the complete line. No other can give complete 
service. And because Hubbard and Company makes the complete 


line it has developed methods to MAKE IT RIGHT. 


The Hubbard Catalog should be carried 
by every jobber’s salesman. There is not 
a day that he does not have a call for a 


Hubbard product. 


A catalog in hand is half the sale, as 
visualization of the product saves lengthy 
dissertation. 

















Peer BR 


ee 


OR EE 6 Re + oe 








74 THE JOBBER’SM)SALESMAN 


os 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


he Better-wirins 








GENERAL 


MERCHANDISE DEPARTMENT 
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1] Highway <<< < 


has made electrical 
contracting profitable 


Where did profits go in the old days? 
They were clipped to the bone to 


meet competition! 
















And now? Thecontractor who used 
to land the job on low price, today 
travels the Better-Wiring Highway 
and gets the business on quality and 
completeness of planning—bidding 
on the G-E Wiring System. 


For years, General Electric has been 
laying the foundations for this High- 
way, and the G-E Wiring System 
advertising has cleared the new road 
to profit by making the public want 
and demand better wiring. 


@wi RING SYSTEM 


— fo . lifetimi OT ( 


ELECTRIC 


BRIDGEPORT, CONNECTICUT 
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triking oe 


Demonstrations 


Clinch fuse Sales 


Every experienced salesman knows the value of stri 
ing demonstrations. Customers believe what they see— 
are easily sold. 





This effective selling method is easy with Union Re- 
. newable Fuses. Their superior worth is quickly shown— 
Note full-sized 3 a he ae 
openings at both and you don’t need to be an electrician to do it. 
Cleaning and S 
Spection is easy. 
Another feature 
quickly demon- 
strated. 





Show your customer how quickly renewals are made— 
how the fusible link is slotted at ends—may be replaced 
when holding studs are only slightly loosened. Point out the 
substantial casing construction—the extra strength which 
will withstand repeated blowouts. And the scientifically 
proportioned vents which relieve the pressure generated 
Sit lentiil by blowouts. Explain that these features guarantee quicker 


b hich hold i i 
bar which holds renewals, longer service, perfectly satisfied customers. 













a ee oh The Catalog No. 32 and the Union “Fuse Selection Chart” 
eee Saye See will be valuable in your work. Write for a copy. 


Union in service 
after most blowouts. 


CHICAGO FUSE MFc. Co. 


INCORPORATED 1889 ~ 


Manufacturers of Electrical Protecting Materials 7 
and Conduit Fittings 
} 


1519 West 15th Street, Chicago S 


NION FUSE 


Because they are worth more they really cost less 
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PERMANENCE— 


the Factor in Electrical Wiring 


More Wiring | - Screws You 

Space Won’t Lose 
Thin-walled, square-cornered design Retaining washers kold assembling 
allows most room for splicing, solder- , screws in place during installation— 


ing and tapping wires. A neat, per- i prevent screws — dropped and 
manent job is made easy. aad : lost. 


Water-Proof Joints Unbreakable —Rustproof 


Hubs are accurately and deeply threaded Gem Powerlets are cast in one piece of mal- 

full length. Threaded joints are strongest leable iron— heavily galvanized or enam- 

known—are water-provf, eliminating igh eled. They are rust and deterioration proof. 
resistance. 


R permanently eliminating high resistance joints—for keeping the 
whole conduit run in a straight and pleasing setup—trust Gem Powerlet 
Rigid Conduit Fittings. Hubs of Gem Powerlets are threaded—full length 
—accurately. There is no compromise with permanence favoring speed 
of installation. Cast in one piece from malleable iron—heavily galvanized 
or enameled as desired—they won’t rust, corrode, crack, fail to preserve 
electrical efficiency even beyond the life of the building or equipment 
on which Gem Powerlets are installed. 


In addition the design of Gem Powerlets provides convenience in 
wiring where it saves the most time. Malleable iron construction allows re 
thin-walled, square-cornered design—assuring ample room for quick, / xy 
neat and permanent splicing, soldering and tapping of wires. , 

The coupon, filled out and mailed, will bring you complete information 


on the complete Gem Powerlet Line which includes an everlasting 
fitting for every need of rigid conduit wiring. Write for your copy today. 


CHICAGO FUSE MFG. CO. 


INCORP(-PATED 1689 


Manufacturers of 
————- Protecting 
and Conduit 


Fitti Ags oe oe ‘ 
1519 West 15th Street, Chicago 5 3 


GEM POWERLETS 


Because they are worth more they really cost less 
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GOOD PRODUCTS —Yes/ 












The No. 40 Horton [in a sheds 
Electric Washer. SESE EEE Huth rf 
Copper tub; 3-cup Seer HELE fh 


suction. i LE ssesste 


The No. 33 Horton 
Electric Washer. 
Wood tub, agitator 
type. 





The New Horton Automatic Ironer, 30-inch. Complete H 
open end roll; electric or gas heat: electrically driven. : 











eat 














and above 


all 


else 
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GOOD FRIEND 










Line ~~~ 


Specializing in the 


| Type and Principle — Generally 


Preferred Today 


EALERS through trade papers in 

every field in which Horton Electric 
Washers and Ironers are logically distributed 
are constantly being “sold” on the complete 
Horton Line. 


Each year for fifty-six years, the name 
“Horton” on a washing machine or ironer 
has been the symbol for quality, workman- 
ship, advanced design and efficiency. 


Each year for over half a century the name 
and fame of Horton has grown. During all 
these years Horton Washers and Ironers have 
been entirely sold by jobbers and jobber’s 
salesmen to the best retail trade. 


A jobber policy—that explains the ever in- 
creasing sale of Hortons and the loyalty of 
jobbers to Horton because of Horton’s loyalty 
to them. 


The Horton line is complete—a ma- 
chine for every price class, a type 
for every demand. 





Don’t judge Horton as just another wash- 
ing machine manufacturer. Go farther— 
learn of Horton’s policy of distribution 
as well as the rigid adherence to the highest 
principles of material, workmanship and 
efficiency. 


When you handle the complete Horton line 
exclusively you have a distinct advantage. 
You can supply any demand for any popular 
type with one brand name. 


Watch the tide turn to Horton. Dealers 
are demanding Horton Washers and Ironers 
because they know them. They know 
too that Hortons are backed by a real 
policy—manufacturer to jobber to retailer to 
consumer. 


Will you supply this demand? 


We can tell you an interesting story 
of “Why you should handle Hortons,” 


if you will permit us. 


HORTON MANUFACTURING COMPANY 
Fort Wayne, Indiana 


HORTON 


Washers 


lroners 
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The Crown Franchise does not 
mean just a source of supply for 
Commercial Units and Industrial 
Fixtures. It means a service in- 
finitely more valuable as a recog: 
nized source of supply for Every 
type of Special Fixture. Use this 


service. It is yours for the asking. 





It has been estimated that the Electrical Supply Jobbers, the ones handling fix 
tures, mind you, are passing up over $150,000,000 worth of Special Fixture Pieces 
which they would find easy to secure because of the lack of competition. 


The Crown Electrical Manufacturing Co. knows this situation exists. And, it 
is pioneering the way for you to take not just units on a job, but to sell the Com- 
plete Lighting Scheme “From roof to basement,” exterior as well as interior— 
and at a higher profit rate. 


If your lighting specialist knew how easy it is to sell a “Crownco” complete 
lighting scheme to a school board, theatre, church, hotel, clubhouse, or court house, 
as well as other types of commercial buildings, he would instantly recognize the scope 
of the service which “Crownco” is able to render and has rendered for 42 years. 


CROWN ELECTRICAL | 















May, 1927 THE JOBBER’SfA)SALESMAN 83 











FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Roof to B 

















asement 
Crownco | 


(Like Sterling on Silver) 
a 
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t 
Con¥iacing 


Queggions 


Where may I find a manufacturer 
who, understanding how the jobber 
functions, can supply me with every 
type of lighting equipment I might 
need? 















How many jobs on Complete Com- 
mercial Buildings have I secured this 
year? 


i, 


Would the fixtures I recommend 
fit in with a complete lighting scheme 


of this kind? 

; : F : \ \ NV 

Bear in mind there is no financial Ye AWS XK ! 

investment or overhead in taking special ng 
work. You stock nothing! 


CL) ee ee) ee) ee 
_ —d4 


att 


«ai 
“iy 
Lit L?E] CL CLICLI CLI COI 














The job is sold from the Complete 
Lighting Scheme laid out by us before 
the order is placed. 





















































It is easier to sell a complete job of 
this nature than to pluck at the thread 
of business available on the edges and 
only sell a portion of it. 




















































































































Write us on any special work. We 
will give you a most satisfactory serv- 
ice. 


VLFG. Co., St. Charles, Il. 
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A® the pioneer in the renewable 
fuse field, Economy has led the 
way to its adoption and use in the 
electrical industry. Not content with 
securing “approval” from the Under- 
writers’ Laboratories, Inc., Economy 
has carried on, ever building a rare 
| spirit of consumer service, until today 
| ECONOMY the Economy Fuse maintains and 
“250 V._ will continue to maintain the highest 
: position in the fuse manufacturing in- 
dustry. And, it has attained this pre- 
eminence with a quality product backed 


by a service comparable to none. 


Economy Fuse and | 
CHICAGO } 
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FUSES | 


N the Clearsite Plug Fuse is found 
the greatest development in design 
and performance in plug fuses since 
the screw shell type has been in use. 
Every effort has been made to put in 
to the Clearsite the same conscientious 
principles of manufacturing and mer- 
chandising found in Economy renew- 
able fuses. Acceptance and popularity 
may be judged solely by results. The 
enormous volume of sales consistently 
evident on Clearsite is proof alone of 
the high recognition it has earned for 
itself in its particular field. 


Manufacturing Co. 
U.S. A. 


a 
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You Will Mak 


—— because 
We are spending our money 


to increase your sales of 


Prestoe23 


Electric Vacuum Cleaner 












5 


. J , : The success of this marvelous little cleane: 
Vol tages oo has been phenomenal. Its sales have in- 
| ¥ creased by leaps and bounds. The tre: 
mendous demand which merit alone has 
created, warrants our getting behind 
Presto-Jr. with every resource at our command— 
and we are doing it. 























52 V olts 
110 Volts 
) Ae V olts 


Which means you are going to enjoy some very 
splendid orders from the Dealers in your territory 
if you'll give them the opportunity to buy. Just 
let them know that you can supply them with 
Presto-Jr., the Electric Vacuum in “Whisk: 
Broom” size—the cleaner that women every: 
driven brash sbrwt be where are talking about—and buy on sight. 
resto-Jr. accomplishes 


what no ‘‘attachments”’ 
can. Not suction alone, but 


the searching, powerful M E i A 4 S P E 

brush action indispensable 

to the modern cleaner. 

Presto-Jr. is only a foot long 

and weighs but3' pounds. MAN \ J FA( } I RING { ‘O 
Complete with 15 feet of . 


beavy insulated cord and 
standard socketplug. Made 


im 3 poltages 5o a = 338-352 N. Kedzie Ave., Chicago, U. S. A. 


a ——! 
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More Money! 









: These, and Oth ; e114: 
Weare backing Popular Magazines Pe echncuses 
e Are Bein 
you with every vsea—" PRESTO_JR. 
ibl l Advertising 
possible sales ee 
assistance— Publications 



































Presto-Jr. is being advertised in 
the country’s leading magazines. 
See our first ads in “Liberty,” May 

28th, and June issue of Good House- 
keeping Magazine. Strong, attractive, 

interesting, large size copy is being used 
to tell the women of America how splen- 
didly Presto-Jr. helps to relieve them from 
dust, dirt and drudgery. And we are using 


NEWSPAPERS TOO! 


A strong, aggressive newspaper campaign is being 
completed as leading newspapers will also be used to 
develop the Presto-Jr. market. Folders, envelope in- | | 

serts, counter cards and other forceful advertising and \_~ epee gee) LE CRIMINAL 


sales helps will also be given your dealers. Adela Rogers St Johns ~ Mine Sc) 
: Emma-Lindsay Squier ~ Mary Sunon 





| 
Above all is Sold Only 
the Quality \¥/ "Tobber 
Back of it— © — 
Sh apa t mat = Cm site 


never be sacrificed to expediency. Every 
“Presto” product must be a superior item of its kind. ~ 
Presto-Jr. is no exception to this sound policy. It is, we be- Z “ye, 
lieve, the finest Electric Vacuum Cleaner made, irrespective of size or price. x Sop, 


This Sel —_- Your Profit and Satisfaction 


Insurance se both are important 


Surely you want to get your share of the profits which our advertising is going to 
pour into the bank accounts of live wholesalers and their dealers within the next few 
months. More than that, you'll find real satisfaction in the distribution of a fine item 
like Presto-Jr. Better write today for complete details of our plans, description of the 
Presto-Jr. and other valuable data. Remember, Presto-Jr. Jobbers are always given full 
protection. 






















Oo ° 
a Conducted by ® 
HOUSEKEEPING MAC 
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Nota “Shelf Warmer” in the Line! 


Here’s a fast selling line. Small unit investment. A good investment. A good 
margin of profit. And nationally advertised. 


Hamilton Beach 


Home, Jeweler’s Grinder and Polisher Motors—Drink Mixers—Hot Cups—Vibrators—Hair Dryers—Vacuum Sweepers 





























Everyone of the 16,000,000 wired homes needs one or more of 
these quality Electrical necessities. Remember, too, that when 
a housewife buys one Hamilton Beach Electrical necessity it 
stays sold and builds good will for the whole line. 


Over a million Hamilton Beach motors are in use to- / 
day—many for 15 years. Several hundred thousand 

. >) " rs m > . =e / ia) 
Hamilton Beach Vacuum Sweepers are giving Yay 


“no trouble” service. There are more Hamil- 
ton Beach Drink Mixers in use than all 
other makes combined. Our Vibrators, 
Hair Dryers and Small Motors have 
stood the test of time, their quality 
is recognized the country over. 
All the advantages of a well 
rounded line under one na- 
tionally known brand 
name are yours with 
the Hamilton 
Beach Line. 
















We furnish 
Free every prac- 
tical Sales Help— 

attractive window dis- 
plays—snappy envelope 
enclosures, lantern slides 
and newspaper electros that 
tie your store to our national ad- 
vertising. A well organized sales 
promotion department is at your serv- 
ice at all times. 
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NATIONAL 
ADVERTISING 
LOCALIZED! 


You'll find Hamilton Beach advertise- 

ments in Good Housekeeping, Modern 
Priscilla and the Butterick Quarterlies. These 
publications reach over 3,000,000 prospects reg- 
ularly. 


Rotogravure Advertising Too! 


In addition a campaign of Rotogravure advertising started April 24th 
in a large list of Metropolitan Sunday Newspapers. This continues 

Sunday after Sunday during the spring selling months. The papers used 
reach over 3,330,000 homes. 


This gives a total of Six and one-third million homes reached with Hamilton Beach 
Magazine and Rotogravure advertising. 


Who Makes It? Sold OnlyThru Jobbers 


Wise merchandisers know the importance of | With the exception of the Vacuum Sweeper 
reputation. Jobbers and dealers both want to the entire line is sold omly thru legitimate 
know how long the manufacturer has been in Jobbers—and many Jobbers sell the Vacuum 
business—if he has a sound sales policy and Sweeper. 

if he has kept faith. 


Hamilton Beach Products are made by one of Salesmen - Make Sure Your 
the pioneer manufacturers of quality Electrical 

se For over 16 years they have put Dealers are Well Stocked 
quality above price. All during this time they Here’s a money making line for your house, 
have kept faith with the Trade and users of — your dealers and you. There are 20 numbers 
their products. in the Line and they're all quality products. 
Dealers find it pays to be a Full Line dealer. 


See that your Dealers are Full Line Dealers. 
Make sure they’re well stocked. 


Hamilton Beach Products are sold by Amer- 
ica’s most representative jobbers and dealers 
because of the quality of the merchandise— 


the known stability of its manufacturers and HAMILTON BEACH MEG. CO. 
its square deal—live and let live policy. RACINE WISCONSIN 
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See our Complete 
NEW Line at the 
R.M.A. Trade Show 

June 13-18 


Booth No. 94 
HOTEL STEVENS 
CHICAGO 





“fhe Symbol O 
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Uniformity 


In Radio 





Member R. M. A. 
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Apex maintains a 15-year record 


Fifteen years ago Apex was established. Every year, except 1920 (no ex- 
planation necessary), has shown a profit—an unfailing index of the firm’s 
sound stand on the quality of its products and its attitude toward Apex 
Jobbers and their Dealers. Uniformity in earning capacity is a barometer 
of Apex standing with its customers and the radio industry as a whole. 


Uniformity ~ 


—in sales policy has been one of the most important factors in Apex advancement. Rec- 
ords show that 91% of all business relationships established during our radio life are active 
today. Apex never deviates from the policy of selling through the legitimate trade channels 
of Jobber to Dealer. 


Uniformity mK 


—in production is an outstanding Apex characteristic. Out of all the Apex radio sets 
built in 1926 less than 14 of 1 percent were returned, and the majority of these were mechanically 
faultless. When an Apex is sold it stays sold. 


Uniformity ~~ 


—in personnel has tremendous bearing on the progress of an institution. The same men 
who headed Apex in the beginning are its active, responsible heads today. The policies and 
ideals on which they built the foundations are uniformly maintained. 


Uniformity ~ 


—in Apex Advertising and sales promotion work is another secret of the maintenance of 
Jobber and Dealer good-will. Every Advertising promise Apex ever made has been carried 
out to the letter. During 1927 Apex is advertising to the public in every important jobbing 
zone in the United States. Ask Apex for details. 





There is a uniform rule in the Apex plant that a radio set 
good enough to bear the Apex label must be as good as the jt 
best Apex ever built. That is why Apex quality is uniformly 
supreme. 





Our trade bulletin, ‘“What the Radio Trade is Talking About,” 
is being used as a guide for trade practice. It sums up im- 
personally the high spots in radio development. If you are not 
getting it regularly, send in your name for the complimentary 
mailing list. 


(Radio Division) 


APEX ELECTRIC Mrc. COMPANY 


1410 WEST 59TH STREET 
CHICAGO, U. S. A. 
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A Fixture for Every Outdoor Purpose 


—_— products fill every outdoor lighting fixture 

need. They are suitable for Apartment Buildings, 
Bungalows, Country Clubs, Churches, Garages, Public Build. 
ings, Residences and Warehouses. 









in 


no 
Made of cast metal, they are designed with not 

only beauty in mind, but with thought given to their las 
weather-proof and durability features. a 
Any of our fixtures may be duplicated Bo 

in bronze, and jobbers’ salesmen should & 
a keep this in mind when soliciting orders ; 
>» for Herwig Outdoor Lighting Equipment ‘ 
’ rec 









No. 237 












Jobbers and jobbers’ sales- No. 87 





men who do not have our cat- 





alogue No. 25 are invited to 
write at once for it. Also, we 


will be glad to send a copy to 





any contractor-dealer desig- 
nated by a jobber’s salesman. 
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Cast-Iron and Bronze 


Ire | Siaeaeivenais Jobbers all over the nation are showing a 
BS, constantly increasing interest in Herwig Outdoor Light- 
Id 


ing equipment. They are finding a market which they did 
not realize existed. 


— Jobbers’ Salesmen, too, are pushing the Herwig line, 


for the nice margin of profit contained in it assists 
them materially in reaching their monthly and yearly 


eir 


Bogey. 
uld . : 
Contractor-Dealers are alive to the pos- 


ers & ; as ae ; 
~* && sibilities in the Herwig line, and their 


nt : 
=» recommendations and orders are due in a 


} great measure to the efforts of the jobbers’ 
salesmen backed up by National advertis- 
f ing on Our part. 








A view of our new modern factory and general 
office 


The Herwig Co. 


1753-59 SEDGWICK ST., CHICAGO 
—Established 1908 — 





























it Ae 





94 


THE JOBBER’S[J])SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR - 














First Time In History! 


Tone Quality and 
A Year’s Service Guaranteed! 


The special design and re-inforced construction in Sunlight Crusader Radio Tubes enables 
us to guarantee them unconditionally for one year. Think what that means! If the tube 
fails for any reason to give a year's service, we will replace it free and pay the charge 


both ways besides. Withstands Vibration and 
Outlasts all other Tubes 


That is the result of our special re-inforced construc- 
tion. Study the illustration and you will see how it 
is done. The filament cannot be damaged in transit 
or jarred out of place. Hence longer life as well as 
better tone, due to lessening of microphonic noises. 








Safe in shipment — and 


a builder of good will 
When you sell Sunlight Crusader Radio Tubes to your 
dealers you are relieving them from all tube “griefs.” 


They supply their customers on the same basis—a guar- 
anteed year’s service—and you don’t have to handle 
the tubes with “kid gloves.” 


Here’s the Guarantee! 


Unconditionally GUARANTEED For One Year 
We have faith in our tube and faith in you. A de- 
fective tube we will gladly replace immediately. 


Consumer Advertising 
In radio journals as well as by window displays, etc., 
will tell the public about this wonderful tube and the 
guarantee back of it. 
The Sunlight Crusader Radio Line is complete with 
tubes of every type. 


Better Discounts—Greater Profits 






Re-inforced 
Construction 


In Sunlight Crusader tubes the wire which supports 


the filament is gripped firmly in position by four Due to manufacturing economy we are able to offer 
braces. As a result, the filament cannot be broken the trade better than average discounts. Standard List 
by a slight jar, nor can it be pushed against the grid Prices. It pays to sell Sunlight Crusaders. Send the 
and burnt out. coupon today. 


The Sunlight Lamp Co. 


Newton Falls, Ohio 


Incorporated 1923 


THE SUNLIGHT LAMP CO., 
Newton Falls, O. 


Gentlemen: 


Please send us complete information, including sales plan, prices 


i This coupon will bring 
and discounts on Sunlight Crusader Radio Tubes. : 


vou complete sales infor- 


mation on Crusader Radio 
Se ee a Tee ee AT NT eA lubes. 
ot Se a Ne eer ee OMe ST Se ee ee 
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| 2 > J 
GUARANTEED 





> 


WE HAVE FAITH IN OUR TUBE AND FAITH IN YOU 
A DEFECTIVE TUBE WE WILL GLADLY 
REPLACE IMMEDIATELY 

__.THE SUNLIGHT LAMP CO. 


PURCHASE NEWTON FALLS, OHIO 


Because of the re-inforced construction which makes Crusader 
Radio Tubes so safe in transit and gives them a longer service 
life in the set, we can safely make this sweeping and sensational 
guarantee. 

This guarantee places Sunlight Crusader Radio Tubes in a dis- 
tinctive class. Jobbers who take on the distribution of these 
tubes will automatically share in the prestige and interest which 
they will create. 


The Sunlight Lamp C 


Newton Falls, Ohio 


Incorporated 1923 


VISIT OUR EXHIBIT 
At the E. S. J A. Con 
vention, Greenbrier Hotel 
White Sulphur Springs 
W. Va., May 2-6, 
and 

at the 1927 Radio Deal 
ers Convention in Chi 
cago next month 


O. 
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CORR CASED GLASS 












Dozens of the most successful jobbing 
organizations have their own exclusive com- 
mercial lighting units—of Cora and Nuite 
Glassware. 











YOU TOO 


can get into this exclusive class. We CLG exclusive units, being available 
can supply you with a distinctive, eff- in either Cora Cased or Nuite Glass, 
cient, right-priced commercial lighting give you both a quality and price ad- 
unit which will be yours exclusively— vensag= 6 ne all competition. 

marketed under your name, absolutely Coupled with the CLG exclusive 


roposition is a practical plan of sales 
b under your control. We give you preP P P 





d co-operation whereby our illuminating 
complete protection on this ware, pay- engineer or factory representative works 
ing you your regular compensation on in the territory with your own men to 
all business received direct from your help develop them into real lighting 
territory. salesmen. 





Just tell the stenographer to 
Write for Plan, Proposition, Prices 


“7, CONSOLIDATED 
Vf Lamp “ — riage \\ | 


\) 





Wban__- --0 





CLG NUVITE GLASS 








See 
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) 


O manufacture a product 





second to none; to distribute 
it with the code of a strict jobber 
policy always in mind;to render 
service where service is required, 
and to sell at a price based on a 
fair profit to all, has ever been the 
aim of the Okonite Company. 


You have helped us achieve that 


purpose, but to remain satisfied in 


that achievement would mean de- 
cay. We are looking forward to 
an ever increasing business on our 
products and we know that with 
your sustained efforts to support 
such a vision, continued success is 


both yours and ours. 


ON/ 
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WD lEY 


FULL 
PROTECTION 
GUARANTEED 
TO ALL USERS 
OF LEVITON 
WIRING 
DEVICES 


See Our Representative 
at the Convention 


























Write for Catalog Write for Catalog 
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The Leviton Line is a Complete Line 
85 Different Wiring Devices 


Made in This 
Modern Daylight Plant 
and Illustrated 
in an Attractive New Catalog 
Compiled to Suit Your 
Convenience. 





Find Out Today What 
It’s All About 


See Our Representative at the Convention 


LEVITON MANUFACTURING CoO. 








Write W rite 
for 226-242 Newell Street for 
Catalog Catalog 






Brooklyn, N. Y. 
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CLASS 


S ALESMEN selling Emer- 


son Fans have the “Class” 





of the fan industry to offer. 
Designed with quality first in 
mind — their unusual design 
makes possible the distinctive 
5-Year Emerson Guarantee. 


Check your dealers’ stocks this 
month. Make sure they are ready 
for the usual demand for Emer- 


sons. 


Don't forget 


Emerson Juniors— 
oscillating and non- 
oscillating — the 
popular priced 


trouble-free smal] 
fans with the J- 
Year Guarantee. 


The Emerson Electric Mfg. Co. 


2018 Washington Ave., 
St. Louis, Missouri 


50 Church St., New York City 806 W. Washington Blvd., Chicago eee 


The Emerson Company sells no apparatus at retail. 

















co BSR 
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ON 





KLEARTONE 
RADIO B BATTERY 


EXTRA HEAVY DUTY 


UNIFORM - DEPENDABLE - LONG LIFE 
GENERAL DRY BATTERIES INC. 


CLEVELAND, OHI0.U3S.A. 



















“ee 
stieet | 


Backed by a 
Definite Selling Plan 


The success of Kleartone Batteries is being built on exclusive construction 
which assures longer life, and stronger, clearer reception. These features, and 
the unusually effective method of presenting them to both dealer and public 
over the jobber'’s name, has forced us to triple our production facilities for the 
1927-28 selling season. 

Features of the Kleartone Definite Selling Plan make the Kleartone franchise 
exceptionally attractive and profitable. Let us tell you the most interesting 
story in the battery merchandising field today. 


General Dry Batteries, Incorporated 
13100 Athens Avenue Cleveland, Ohio 
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4-peak months 











f 
f 4 
f 


AKE ready for the rising tideinthe office, factory, shop, home and _ public 


i /) U sale of ILG Electric Ventilators. building is a live prospect. 

/fThere’s three peak monthsahead—June _‘There’s every indication that more ILG 

‘F— July — August. Electric Ventilators will be sold this sum- 
/ mer than ever before in the history of 


/ fNow is the time to put some real sales the IILG Business 

effort behind the ILG line and urge , 

your dealers to make the most of Old __!f youwant to be sure of your sales quotas 

Sol’s co-operation. in June, July and August get behind ILG 
/ Products—the line that’s nationally ad- 
Pig business awaitsthe Ilgman wherever — vertised—made, tested, sold and guaran- 


/ . ° 5 
he sun shines—every big and little store, | teed under one name plate. 


/ Write today for full particulars—let us tell you about the Jlg (o-operative Sales 
y Program that s building business for Ile Pobbers and Dealers everywhere. 
e854 NORTH CRAWFORD AVENUE ne 


ILG ELECTRIC VENTILATING CO. 


CHICAGO, ILLINOIS 



















For Offices, Stores, 
Factories, Public Buildings, 
Theatres, Restaurants, Homes, etc. 
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I, 


CONE ” SPEAKER. 
Let Your Eyes and Ears Decide 


Some of Our 
DISTRIBUTORS 


Wholesale Radio & Equip. Co., New York City 

Wholesale Radio & Equip. Co. Newark ang 
Buffalo 

Jos. M. Zamoski Co., Baltimore 

Pierce Phelps, Inc.. Philadelphia 


Poe as te. Pa / —<— Oe FEATURES 


The Forest City Rubber Co., Cleveland 
1. J. Cooper Rubber Co., Dayton 

Auto Supply Co., Austin 

Aitken Radio Co., Toldeo 

Cycle & Auto Sup. Co., Buffalo 

Clinard Elec. Co., Winston-Salem 
Consumers Rubber Co., Cleveland 
Columbus Merchandise Co., Columbus 
Darling Auto Co., Auburn, Me 

Biectric Sales & Service Co., Miami 
Electric Service Co., Boston 

Gearhardt & Schieuter Radio Co.. Fresno 
F.C.G Co., Inc., Bi 
Hub-Cycle & Auto Sup. Co., Boston 
(Chas. Isenstark, Nat. Salv Co., Chicago 





Justus & Parker Co.. Columbus 

Kahn & Levy, Galveston 

Listenwaiter & Gough, Inc., Los Angeles 
Lewis Electrical Sup. Co., Boston 

Maison Blanche Co., New Orleans 

Motor Equip. Co., Wichita 

Pacific Wholesale Radio Co., Los Angeles 
Poughkeepsie Mill Supply Co.. Poughkeepsie 
Potomac Elec. App. Co., Washington, D. C 
John C. Rau, Washington, D. C 

Triangle Blec., Co., Chicago 

Western Auto Sup. Co., Richmond, Calif 
Woodward Wight & Co.. Inc., New Orleans 
Yale Radio Elec. Co., Los Angeles 

Nevarre Ol Co. Cleveland 

Empire Elec. Serv , Spokane 

Culbertson’s, Inc., Spokane 

Lyon & Healy, Chicago 

Siege) Elec. Sup. Co., Chicago 

The Bicknell Mig. & Sup. Cu., Janesville, Wise 
Bailey & Co., Atlanta 

Burhans & Black. Syracuse 

Clerk & Mills Elec. Co., Boston, N. Y 
Cook, Nichols Co., Los Angeles 

Dohrmann Commi. Co., San Francisco 
Hear Battery & Elec. Serv., Sedalie, Mo. 
Hommel, Ludwig Co., Pittsburgh 

W. E. & W. H. Jackson, San Francisco 


Cone: Semi - floating, 
full 18 inch, adjustable, 
impregnated ,moisture- 
proof fabric (not 
paper). 

Unit: Electro - mag- 
netic type, large, ef- 
ficient. 

SOUNDING Boarp: 
Resonant wood. 
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LIST 


$17 
West of the Rockies 


Irving W. Levine, Montreal, Canada 
Ryan Motor Co., Corning, Ie 


PATENTS APPLIED FOR 


Revolutionary! 


The genius of Leo Potter, which gave to the world the ALGONQUIN—the 
first truly fine cone speaker at a popular price, the first and revolutionary 
single control Thermiodyne in 1924, the first doubly and totally shielded 
radio set in 1926, and many important technical refinements, will again 
revolutionize set building in 1928 with his latest and greatest achievement, 
which is destined to arouse the public’s imagination. 


Mr. H. R. Fletcher, Director of Sales, will attend the Electrical Jo F 
Convention at Greenbrier, White Sulphur Springs, West Virginia, on May 2d, 
and will answer all questions on the New Thermiodyne. Meet him personally 
at the Greenbrier Hotel, also June Show, Stevens Hotel, Chicago. 


ALGONQUIN ELECTRIC COMPANY 
LEO POTTER, President 
MAIN OFFICES: 245 FIFTH AVENUE, NEW YORK — FACTORIES: POUGHKEEPSIE, N. Y. 


* 








THE JoBBER’S{JJ)SALESMAN 








May, 1927 107 
FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





Advertising that 
SERVES 
DISTRIBUTION 


Westinghouse again pioneers 
—this time with the most ex- 
tensive plan of newspaper ad- 
vertising ever undertaken by 
an electrical manufacturer. 

Y 7 ¢ 














Nyeae 


The real “meat” of the story t 
is this— that Westinghouse ad- 
vertising is now organized to 
serve distribution — jobbers, job- 
bers’ salesmen, dealers — locally, 
intimately. 

Through many years of effec- 
tive advertising in popular mag- 
azines, Westinghouse has built 
up an enviable national reputa- 
tion. During this time there 
have also been built up the 
channels of distribution foe its 
products. 

Now the time has come to 
capitalize on this national repu- 
tation, strengthen local reputa- 
tions, and, by laying advertising 
locally alongside distribution, 
serve this distribution. 


Flexibility and intimacy are the 
two keynotes. 

Flexibility, in advertising its 
products when and where they 
are salable, working hand in « 
hand with sales operations. & 


Intimacy, in that newspapers 
are closest to the day-to-day in- 
terests of the consuming market, 
and are the logical advertising 
media of dealer and power com- 
pany alike. f 

Westinghouse advertising is 
now right down on “Main Street” 
helping to sell every piece of ap- 
\\. paratus that bears the “Circle- 
“  W” trade-mark. 








YY 
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WESTINGHOUSE ELECTRIC & 
MANUFACTURING COMPANY 
Offices in All Principal Cities 
Representatives Everywhere 
Localized Service— Men—Parts—Shops 
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Typical advertisements of 313 different localized Westinghouse cam- 
paigns, appearing in newspapers in 313 important market centers. 


Westinghouse 
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T) To Our DIsTRIBUTORS: 
preetings ! 


2) 

i 

@. Last year was a very successful one for us, and we think for most of 
you. | 


G. This year starts off pretty well and we all have hopes that it will come 
through in good shape, if we will pay the price of extra planning and more 
concentrated work. | 


G. Our men and some of our executives have met with your men and with 
you on various occasions. 


@. We have talked and planned together, and have done our best to put 
the setup into execution. 


. The result has shown in the ledger balance. 


@ We have felt deeply grateful, but wonder if we have made clear to each 
one of you personally how deep our feeling of appreciation is? 


@. In this work-a-day world men proceed on their daily rounds and often 
seem too busy to spend time to thank their friends and express to them 
the depth of their gratitude. 


@, At this Convention we desire to thank you—every one of you—very 
much indeed. 


@, Our representatives will tell many of you personally. 
C_. Let this printed page tell all of you collectively. | 


@, Thank you! Now go out and make par in golf, as most of you do in 
business. 


Very truly yours, | 
The Trumbull Electric Mfg.Co. 
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Crack? | 
No! 


Under most severe service condi- 
tions, Illinois Multipart and Sus 
pension Type Insulators have never 
been known to fail through crack- 
ing. The Illinois method of as 


sembling prevents this source of 
much line trouble. 


When the porcelain units of any 
Multipart Insulator are joined in 
the ordinary manner with cement, 
you have two materials of different 
coeflicients of expansion and con- 
traction in positive, rigid contact 
with each other. Temperature 
changes, to which insulators are 
subjected when in service, cause 
one part of the insulator to expand 
to a greater degree than the other. 
Internal stresses develop. Some- 
thing must give. Cracking usually 
results. 


To overcome this difficulty the 
component units of Illinois Multi- 
part Insulators are joined with ce- 
ment only after surfaces in contact 
with each other are sanded and 
treated with a patented resilient 
compound. This compound takes 


No. 8000 


the form of a coating over the 
sanded surfaces and provides the 
necessary give and take in the joint 
to prevent cracking from thermal 
causes. Yet the permanency of the 
joint is not impaired. This process 
is termed the Treated Sanded Sur- 
face. 


As a further safeguard, thorough 
hydration of the cement during 
setting is insured by heating the 
insulators after cementing, and 
holding them at a temperature of 
130° F. for a 12-hour period in a 
steam saturated atmosphere. Insu- 
lators so treated have never been 
known to fail through cracking. 


Throughout the design and con- 
struction of all Illinois Insulators, 
the same skill and care is exercised. 
For unfailingly satisfactory service, 
always specify 


ILLINOIS 


INSULATORS 


Write for Catalog 


Illinois Electric Porcelain Co. 
Macomb Illinois 
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Ay Kon 


PRODUCTS 


PROFIT MAKERS for 
JOBBERS and CONTRACTORS! 


ey RY _ THE NEW IMPROVED HYKON BORING DI 














a JICE is being sold by many of the leading electrical 
\ jobbers who have found it a steady profit maker. A 
; demonstration to your contractor customers results in a 
sale practically every time. 








The contractor can bore holes five times as fast as with 
brace and bit, twice as fast as any chain drive machine and 
much easier. It speeds up all his wiring work and helps 
him get rid of those disagreeable wiring jobs in no time 


THE NEW IMPROVED HYKON BORING DEVICE 
has many improvements over former models among which 
are: A new roller ratchet; fewer working parts; leather strap 
with web weather proof hand hold; positively no slipping 
—no noise—and, square telescoping standard adjustable from 
414 ft. to 1314 ft. which eliminates scaffolding and step 
ladders. Operator stands in most natural position, with no 
need for gloves to protect hands. Can be furnished with 
attachments for old house wiring and saw for cutting joists. 


























| BLE UNIT is another labor saver 
Pull wires, No. 8 and smaller, from the Reel—either off top or 
bottom of roll—into conduit or in knob and tube work without 
tangles or snarls—without the trouble and loss of time— 
straightening out wire. Wires pull much easier as there is no 
twisting, buckling or binding. It comes off roll same as it was 
put on, with tension desired. Not too loose, not too tight—but 
exactly right. 












Reel is light weight and with convenient handle it can be easily 
carried. 
Reels revolve independent of each other and only one side can 


be loaded and used if desired. 


THE HYKON MANUFACTURING CO. 
Alliance, Ohio 


Ry Kon—— 


PRODUCTS “porte incre: of YS 
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Far More Than a Loud Speaker— 


It carries fidelity of tone far beyond 
anything heretofore deemed possible 


The Eckophonic Resonator, the crowning achievement 
of a quarter century of experience in the re-creation of 
sound, delivers the living natural tone exactly as the 
microphone receives it. So clear, so faithful, so pure is 
Eckophonic reception that each instrument in an orches 
tra is individualized to the hearer. The most delicate 
treble note is given its due importance equally with the 


deep bass chord. 


The Eckophonic Resonator embodies an entirely new 
principle which gives it a tonal quality surpassing even 
our most sanguine expectations. We have every conf 
dence in its immediate and enthusiastic reception by 


trade and public alike 


The Eckophonic Resonator will be sold é¢x 
clusively through responsible jonpers and 
dealers. Territory now being allocated. 
Full particulars on request 


ECKHARDT CORPORATION 
213-215 South Broad St., Philadelphia 
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Presenting~- 


The First and only Complet 
Line of Radio Power Units— 


Sentinel 


_— A KAUNEY 











Sentinel | 
A-BC(Completely Automatic) Power Unit 
Beverly Model 


The most elaborate description of this unit would fall far short 
of doing justice to the importance it holds in the radio world. | 
is the first and only completely automatic A-B-C power unit. 
the “Beverly” model pictured above, equipped with volt met: 
which allow perfect control of all plate voltages, the set owner |: 
everything he could desire for power operation of ANY recei\ 








Entirely New - - Radically Different! 
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See Us at the R. M.A. Show | 


BOOTH No. 154 } 
STEVENS HOTEL, CHICAGO, JUNE 13-18 | 


Sentinel 


ae a 9 Automatic!” —=_]® 



















for every Radio Power Need 


The Sentinel line is complete. It provides for every electrical need of 
Radio. For the set owner who has a storage battery and wants automatic 
“A” power, we have perfected the Automatic Relay and Charger; if he’ has 





a charger and storage battery, the Automatic Control Unit alone will answer $65 
his purpose. The Sentinel Automatic “A” Unit provides relay, charger Beverly Model Sentinel B-C 
and “A” battery all in one compact case. The Sentinel “B-C” unit fur- Whe 2 agra ee Sores ore- 


nishes voltage “B” for ANY set, with ample reserve current; 80 mil. at 180 
volts. Going still a step further, the Automatic Relay, Charger, “A” Battery, 
and B-C unit are scientifically combined into one master unit for all radio 
power purposes—the Sentinel A-B-C. 


There is nothing on the market to compare with Sentinel products. 
They are absolutely unique—and their perfect performance is guaranteed. 
Our extensive schedule of forceful marketing and advertising has started. 
The demand is now in excess of present production capacity. Eighteen 
branch offices assure jobbers of unusual service and co-operation. Write 


for all the facts and see us at the R. M. A. Show in Chicago. 


SENTINEL MANUFACTURING COMPANY | $7950 
4256 North Western Avenue - - Chicago, U.S.A. Supalies every Bower” Requirement of 









$2950 $4450 






Sentinel Automatic Control Sentinel ie — and Sentinel ee. Automatic Sentinel B- <& Unit 
Makes Your ‘“‘A” Battery and Cha “A” Un Furnishes ‘‘B’’ and ‘‘C’’ voltages 
Charger Completely Automatic Makes Your ‘‘A”’ eatery a Com- “Not a Trickle. {a for ANY Set with ample reserve 





pletely Automatic Power Unit current; 80 mil. at 180 volts 
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In May 1927—NewHEWM 
= Plugs take 1 


Hemco Wall Plates change 
wiring standards 


O your dealer-contractors know that permanent Why 









1 


0: 
































beauty is now obtainable in wall plates? Are they ~ 

= capitalizing on the modern demand for elegance }y ~e 
~. installing the New Hemco Satin Finish Plates? Bh tions 
: If not, you and they are passing up a sure way to oo 

Bs oe more business. Builders are meeting the insistent de- BB away 

, mand for harmoniously beautiful homes. Hemeo wal] JRCo. 


plates are beautiful for a lifetime—add the finishing 
touch to the wiring job—are accepted evidence of con- Pr 
scientious workmanship. The contractor has the “edgy 
who specifies Hemco. as. 


Make the most of this opportunity by selling hin 
Hemco now. 


Hemco Thru-Lite and Trip- fo 


ms B ship} 

Prong enjoy unprecedented p 

m SAleS 

Phas — 

SUCCESS plant 

soon, 

The two new Hemeco Plural Plugs—Thru-Lite and Trip-% deal 

Prong—present another opportunity for you. On the market J sibili 

a a 5 ae but a few months—they are already leaders. Like all Hem —_ 
he f rst Plural Plugs, they fill a real need for more outlets in the MR ¢j.oq 


home—are beautiful, convenient and unobtrusive. 







now 


Con 


Permanently Beautiful 


Wall P late 


Wall plates, with lasting, harmonious 
beauty—impossible with ordinary finishing 
processes—are at last a reality. 

The New Hemco patented process pro- 
duces a satin finish which will never 
fingermark—fade—or mar from reason- 
able use. It will retain its beauty 5, 10, 


store 
eS will 
ry ft 


20 years hence. 

Practically unbreakable—and harmonizing 
with all fixtures, every scheme of decora- 
tion—the New Hemco fulfills the demand 
for elegance in the modern home. 

Think what it means from a sales stand- 
point to be able to supply such plates. 
To realize it fully you must see one. If 
you haven't a sample write the house or us 
today. 


ts 
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L. R. Keller—Hem 
Missionary Man 
Atlanta and adjace 
territory 
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be forever established as a standard of compa 
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AO Wall Plates and Plural 


Fir places as sales leaders 


No. 200 TWIN-LITE No. 202 TACH-LITE 





> [Co-operation in Building 
Hemco Sales 


Whv is the continued leadership of 

Hemco possible? Unquestioned quality, 

first. and the Hemeo Merchandising Plan. 

by The work of Hemeo Missionary Men is educa- 

tional—co-operative. That they give real help 

is proved by the many letters of appreciation 

tO Be cuch as the one here shown from Mr. Hath- 

de- BB away of the H. C. Roberts Electric Supply 
vall HCo., Washington, D. C. 





Provides extra 
outlet under 
drop light fixture. 
Fits under many 
standard shades 
—unobtrusively. 


Provides extra 
outlet above Uno 
or standard 
Shade. Light 
hangs straight 
down. 





lent 
No. 203 TRIP-LITE 
Same as Tach-Lite 
except provides two 
appliance outlets 
and one light con- 
nection. 


f) fi) 


hey 








ling 
Designed es- 


«: WPrompt deliveries are 
assured on new items — fail ounde: 


type appliance 


‘“— —increased plant eens 





No. 205 TEE-LITE 
Provides two screw 
type outlets from 
one prong type base. 
aneberasin board receptacle- 
hugs weil Small in size—fits 


capacity close — | 






















h P Orders for all Hemco Products are now being No. 204 THRU-LITE No. 207 an | 
Fshipped promptly. To protect deliveries—to Same_ efficiency as TRIP-PRONG 

gg prepare for the assured increase in Hemco Trip-Lite—but the Three prong type 

two side outlets are Outlets from one 


© sales—another large eastern moulding plant 
Shas been purchased and added to the Hemco 
plant at Bridgeport, Conn. And none too 
soon, for repeat orders from jobbers and 
rip-{% dealers who have seen the profit making pos- 
rket % sibilities of Hemco, are already coming in. 


of prong type in- wall receptacle. 
stead of screw type Fits close to base- 
board or wall. 





Hemco will continue to be nationally adver- 


tised—to maintain the consumer preference — . ye 
now enjoyed. The story of Hemco quality and f » 19,1 / 
convenience will be told from your dealers’ an : LITLE l 
stores by effective sales helps. Your dealers 


& will be reached—y sales « emco aided— y ‘ 
oS a on Plural I 
Take advantage of the 


: z 
so0st Sales 
) 


lugs 


H > ) {  °¢ 

emco erchandising Plan Hot weather is but a few weeks off. Your dealers’ sales on 

fp [he Hemeo Merchandising Plan offers tangible fans, toasters, irons, percolators, all electrical appliances will 

mlelp to jobbers’ salesmen. Advertising and . heed emeuie Nicaea eek ee sta, onal 3 
Hemco good-will are backed by close co-opera- jump. And every appliance sold means a new prospect for a 
ption in the field. Write your sales manager to Hemco Plural Plug. 

| inake arrangements for you—he will be glad . ; : : 

Bto do it. Get your dealers ready for this sales opportunity. See that 


they have a complete stock of Hemco Plural Plugs and remind 


) GEORGE RICHARDS & COMPANY them that Hemco Plugs should be mentioned to every electrical 


appliance purchaser. 
557 West Monroe Street 
e Stre Remind them, also, of the established preference for Hemco— 


Hem Chicago of the quality which keeps every Hemco Plug permanently sold 
an ft ana ; # ; 4 

Hace —of the leadership in design which assures increased profits on 
Hemco each year—of the striking and effective displays avail- 


able which will boost sales. 


- 
ges . . 
soe * 


14 

2 os ou 
FA) it~ 
£6 AM: 


eS se 
, valuable and real that J 


gain this industry. ........ 
¥ BINDING | 





THE JOBBER’SA]SALESMAN 





A FIRE HAZARD successfully MET! 


with 


The MARR 


Connector 


No more violations through 
loose or imperfect joints 
when you use the MARR. 
The only wire connector that 
effectively makes the joint 
and insulates same without 
the use of solder, tape or 
torch. 

(1) Place wires in connector 
and tighten screw; (2) Slip 
over the fibre insulation and 
screw it up tight and (3) 
the job is done in twenty 
seconds. Takes up to four 
No. 14 wires. 


SAVES TIME—SAVES 
MONEY! 


“Of course it’s approved.” 
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ONE PIECE 


RATTAN 


ANGLE 
CONNECTOR 


Made in a single piece, 

the handy Rattan an- 

gle connector has a 

short, easy bend for 

rapid fishing. There are no separate parts 0) 
screws to drop out or lose when installing. |: 
saves time and labor out of all proportion to its 
cost. All sizes from 34%“ to 2°. 


ITS NAME TELLS THE STORY! 


Specify ‘‘Rattan’’ when 
ordering - a good line 


THE RATTAN MANUFACTURING CO. 


New Haven, Conn. 











—a smart 
modern line 
of 
non-meter- 
creeping 
transformers 











No. 1, regular 


No. 2, with cord and plug 





Attractively 
housed 
Individually 
packed 
Light in 
weight 














No. 3, with prongs for 
flush receptacles. 





Made and guaranteed by A. E. RITTENHOUSE CO. Honeoye Falls, N. Y. 


CLIFTON CONDUIT 
Stands for: 
1. Superfine quality 2. Clean threads. 
3. Fine finish (black and galvanized). 
4. Ease in bending. 5. Prompt shipments. 
Made to surpass, not merely to pass, all under- 
writers’ requirements. 


Clifton Conduit Co., Ine. 





16 Hudson Street, New York City 


Anselite Loom 
possesses these 


New Qualities 
IT IS: 


Seamless—inseparable—non-col- 
lapsible—non-raveling—unlined 
—and extremely flexible. Ansel- 
ite is moisture-proof, flame re- 
sisting, does not become sticky 
in hot weather or brittle in 
cold weather. 

INSULATE with ANSELITE 

“The ALL-YEAR-ROUND 
LOOM.” 


Anselite Electric Manufacturing Co. 
New Haven, Conn. 


HATHEWAY & COMPANY, Ine. 


1 general sales organization 


» 


representing the above companies nationally 
16-22 Hudson St., New York—Agencies and stocks in all principal cities. 
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re Klein Men! 


And what a whale of a difference it makes in selling g0o0ds— 
to know the “line” you're selling is a standard with the user. 


The Klein trade-mark has been the guarantee of quality for 
years. Tools and leather goods stamped with this familiar 
design are already half sold. 


THE KLEIN MARK MAKES FOR QUICK SELLING! 


Mathias & Sons 
Established [857 Chicago [1 USA 
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Good Profits - Quick Turnover 


SUN-RAY SPOTLIGHTS and FLOODLIGHTS are extensively used now by 


department stores and chain stores to compel attention to their displays. 


Thousands of stores in your section are looking to their contractors and dealers to 
supply these marvelous sales-building lights. You should be the jobber to supply 
the demand. 


Aluminum reflector of highest efficiency fully guaranteed. Will not crack, chip or 
peel. Colorframe furnished with five color films. Wired with two-piece plug. 


Retail List Price Complete $7.50 


This Is The Fast Selling Desk Lamp You’ve Heard About 


= | The ARISTOCRAT 


DAYLIGHT DESK LAMP 


Saving the eyesight of thousands of office workers the Aristo- 

crat is the most popular desk lamp on the market. Attractive 

to Poe: in design and beautiful in appearance. The daylight feature 
q = appeals to everybody. The perfect light to match colors by. 


Par 


pti ¢ iy ‘ 
«(BS &) an fe LIST PRICE $9.50 We also supply smaller and larger models. 
ok. rah f Poet ~ le 


Write now for jobber proposition—it will bring you profits. 


A a 
WORN S PROD UME «/ Wee 


119 Lafayette St. New York 


















May, 1927 THE JOBBER’S[AJSALESMAN 119 





-- 






FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





| PROFITS —and Volume Sales 


: in this Complete Line 












Jobbers—and their salesmen—know the 
value of handling a complete line; when 
you build business on one brand name, 
resale and rapid turnover naturally fol- 
low. Your dealers know what this means. 
The BEST line—made by Henry Hyman 
&° Co., Inc., is complete with receptacles, 
plugs, sockets, current Taps, battery 
switches, wall switches, flashers, adopters, 
cigar lighters, etc. 


Ready for your Fall stock— 
many new numbers will be 
added to the line during the 
next few months—watch for 
them. 








HENRY HYMAN & CO., Inc. 


Manufacturers 


222-228 W. 14th St. 212-18 W. Austin Ave. 
NEW YORK CHICAGO 











Z i tee aed 
ES TRADE MARK 


i ns i as 
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A Plan to 
Stimulate Sales 


THE THIRD ANNUAL 


SUMMER SALES CONTEST 


CONDUCTED BY 


THE JOBBER’S SALESMAN 


JULY and AUGUST 


O JOBBERS and jobbers’ salesmen this 

contest provides an incentive for in- 
creased effort during two months that 
ordinarily are dull. Because of the 
many prizes, and the simplicity of the 
contest, every salesman has a splendid 
chance to win at least one $25 Prize. 


SPECIAL, This year we are going to 
give a valuable prize to every salesman 
who returns a Report, whether he is a final 
prize winner or not. So let every sales- 
man be sure he is entered in this contest. 


SEE PAGE 28 OF THIS ISSUE 
THEN WRITE FOR FURTHER PARTICULARS 


The Jobber’s Salesman 


53 W. Jackson Blvd., Chicago 






































M Lvs 








MOIRA LEST EL APES 


eT eee os eee ey re See ee 
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Mr. Manufacturer 
You Should Be In On This! 


Boost 


Your JULY and AUGUST SALES 


By CO-OPERATING 


To Manufacturers.—This contest offers 
the long sought opportunity to main- 
tain the interest of your own salesmen, 
as well as your jobbers’ salesmen, during 
two slack months. Arrange now to 
participate in this contest. We pay a 
prize of $25 to the jobbers salesman 
selling the most products of every 
manufacturer who co-operates, 


The way to make your line of products 


eligible in the Contest is to use space in 
the July and August“SalesContest Inserts,” 


SEND IN YOUR SPACE RESERVATIONS 
FOR THE JULY AND AUGUST ISSUES TODAY 


The Jobber’s Salesman 


53 W. Jackson Blvd., Chicago 
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The first real 


improvement in 
Vacuum Cleaners! 























“THE telescoping tube ex- 
tends to a total length of 





32 inches, making it possible 





to clean draperies and mold- 
ing as well as under low 
furniture without special fit- 
tings. The floor Nozzle is 
extra wide to clean large sur- 
faces quickly. 


PoORT-0-VACc cleans uphol- 

stered furniture perfectly, 
removing both the surface 
dirt and the imbedded dirt 
by means of its extra power- 


ful suction 


Port O-VAC is a wonder- 

ful convenience in cleaning 
the interior of automobiles. 
The flexible tube and brush 
attachment, supplied free, 


reaches to every corner. 


“THE nozzle is completely 
universal and may be 


turned In any position. 








It’s easy 
to carry —. 


Has a full size xh. p. 
G. E. Motor 


Powerful Suction 


Cleans Everywhere 


EVER before has there been such a 

radical improvement in the vacuum 
cleaner field. Here it is—a vacuum cleaner 
that you carry—no pushing or pulling 
around on the floor. It floats in your hand. 
It is not a miniature. True—it is small— 
yet it has a full size 4% h.p. General Elec- 
tric universal motor developing the same 

suction power as the more bulky household machines. 


The Favored Household Cleaner 


Port-o-Vac makes cleaning a matter of moments for 
the housewife, for it is easier to operate than the old 
fashioned cleaner that must be pushed and pulled. It 
is so light and perfectly balanced that it is never tire- 
some to carry—always hangs in a comfortable posi- 
tion eliminating all strain. 


Ruggedly Built 


Port-0-VAc is a practical, efficient cleaner that will 
clean furniture, rugs, walls, ceilings and automobiles 
perfectly. It is ruggedly built throughout and power- 
ful enough to stand the strain of constant use. 


Retails A Real Jobbing Opportunity 
Port-O-Vac holds an unusual opportunity to cash 


at on some big profits. Its complete departure from conven: 


tional design means dealer enthusiasm and something neu 
Tiv 


$4750 for the jobbers salesmen to talk about and show. 
— action 15s 


suggested. 


MOTOR, PRODUCTS CO. 


308 


NORTH SHELDON ST. CHICAGO. 















30 Per Cent Profit 


To You on the Sale of 


This Display Board 





HARING 























MIRROR 
GLASS PLATES 




















The Description: 


oo illustration shows an exact reproduction of 
your new Display Board attached to which 
are the three sample HARING MIRROR GLASS 
SWITCH PLATES which represent the fast mov- 
ing numbers in our complete line of these special- 
ties that are finding such wide spread favor among 
the trade and public alike. 


This Display Board is 12'4 inches wide and 934 
inches high. It is made of wood with an easel on the 
back, is covered with dark blue velvet and the gold leaf 
letters are impressed by means of a “hot printing pro- 
cess,” the combination producing a beautiful setting for 
the three mirror plates. Never has a flush plate been 
more glorified! 


The new Haring Display Board was designed to help 
you and your dealers sell more HARING MIRROR 
GLASS PLATES more easily. It is expensive but we 
have not “cut corners’ in our efforts to turn out a Silent 
Salesman that will sell instead of gathering dust under 
the counter. 


Here’s a Real Merchandising Idea! 


The Proposition:— 

pom buy these boards with the three plates 
at your regular jobbers’ discount and resell 

them to your dealers at $2.10 each—the dealer's 


price on the three plates. The display board costs 
neither you nor your dealers anything: we charge 
up its cost to advertising. 

The sale of each board nets you a tidy profit of around 
30 per cent as does the sale of every Haring plate. A 
sample board can be easily carried in a brief case or under 
the arm as it is flat and of small size. One board to 
every dealer in your territory (that’s easy at $2.10 each) 
will aggregate a net profit not to be sneezed at. Any 
dealer who will not place a stock order at once will soon 
phone or wire you, once the board is given a conspicuous 
place in his store. 

HARING MIRROR GLASS PLATES are specialties 
with the demand and sales volume of staples. They are 
needed in every home and office and can be sold over the 
counter or on new wiring jobs. With the backing of 
the Display Board their inherent quality, appearance and 
utility will sell them whenever and wherever displayed 


Write us today for prices and the rest of the facts. 


HARING SWITCH PLATE COMPANY 


609 Washington Square Bldg. 


Factory: Perkasie, Pa. 


Philadelphia, Pa. 





cc ORS 


















124 





THE JOBBER’SfJ}SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUS 











Shallow Bowl 
Socket Reflector 


outside, white inside, tapped for !> 
specified. 
tv can readily be 


“Quad” Swivel Hangers Save Time 
make for real economy in hanging reflectors on jobs of 
Rows of fixtures perfectly aligned on 
any ceiling, flat or sloping up to 45 degrees. 
and socket joint makes stem hang straight and swing free. 
No need of hand-cut shims to level up—entire device costs 
no more than stud, hickey, and canopy 


every description. 


placed. 


Sliding Socket 


—— 


Quad 





serves either a 
100 or200 W. Lamp 


Prove Their 


Worth 


on every job 


“Quad” Shallow Bowl 
Socket Reflectors 


quipped with a one- 
piece porcelain sliding 
socket—may be adjusted 
vertically to serve lamps 
of different filament 
lengths, position of sock- 
et may be changed 
without disturbing con- 
nected wires. Unit is 
porcelain enameled black 


in. conduit or 34 in. pipe thread if 


Advantages of this stvle reflector for usefulness and flexibili- 


seen. 


QUADRANGLE Mrec. Co. 


553 W. Monroe Street 
CHICAGO 





Exclusive ball 


three parts re 


for your free sample Swivel Hanger. 


VAL 








14 gauge steel 


both 3 and 4” round 
outlet 
section 
iron threaded for % 
in. conduit stem. 


or octagonal 
boxes. Ball 


Fully galvanized. 








REFLECTORS ) 




















“Quad” Swivel 
Hanger 


Cover section pressed 
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Le 


Mrs. O’Leary’s Cow 


kicked over a lamp and Chi- 
cago burned. The cow and 
the lamp are both in Limbo, 
but the danger of the com- 
bination still prevails in mod- 
ern lighting in the shape of 
cheap, imperfect cords, non- 
standard plugs and sockets 
and defective construction. 
Don’t buy a fire when you 
buy a lamp. 





























No. 574 Deluxe-a-Flex 
approved by Under- 
writers Laboratories 
hence National Electric 
Code Standard. Base 
finished in Pompeian 
bronze, shade of green, 
eye-sparing glass. Equip 
with the blue inside 
frosted bulb (new) for 
daylight glow. 
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UNDERWRITERS 
LABORATORIES 


NCE again is the Quality construction of 
Aladdin Lamps demonstrated and at- 
tested to. They meet not only every re- 
quirement in construction and use but 
also that very vital essential of producing 
profits for dealers. This latter they do with the 
same certain magic as Aladdin’s lamp of old 
brought riches and happiness to its owner. 

Write today for special ‘‘ get acquainted”’ 

offer and new No. 26 catalog. 


Aladdin Manufacturing Co. 


714 East 18th St. Muncie, Indiana 


QLA 


ELECTRIC PORTABLE 


&% 
wae, LAMPS eve. 


“ON A NIGHT—LIKE THIS” 
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\ Me JEWEL, 
N \ Based on luality-then Pr 20€ 


Knowing that there existed a demand for a sub 
stantial vacuum cleaner, sold at a price to attract the 
average pocketbook, the Clements Mfg. Co. developed 
the Jewel Cleaner. 























This cleaner was first of all designed on a quality 
basis. After rigid tests proved that in every par 
ticular this cleaner was right mechanically and 
from an attractive standpoint, the next step wa 
to determine upon a price which would securé 
volume for our jobbers and for ourselves. 


Today we offer you for distribution the 
Jewel Vacuum Cleaner which already has 
proved the correctness of our theories by 
the popular demand it has created since 
being placed on the market. 


Jobbers have become alive to the 
sales possibilities of handling a line of 
vacuum cleaners backed by a strict job- 
ber policy. They realize the profits to 
be made in the Jewel Cleaner, on 
which their efforts are supported by 
us in every conceivable manner. 


You are not asked to sign 
any binding franchise when 
taking on the Jewel Vacuum 
Cleaner. Our Jobber ar- 
rangements are simple, at- 
tractive and equitable. 

Write us today for full 
details and territorial al- 
lotment. 


These 
| Attachments 
“he Inctudea 





CLEMENTS MFG. CO. 
625 Fulton St., 
Chicago, Il. 





\ ay, 





1927 
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DIEHL FANS 


Dieh! Fans are made in a wide range of sizes, 
styles and types for all standard circuits. 


Desk Fans Exhaust Fans 


> 1 : >n ope >rnati : >nt— 
Alternating current Ceiling Fans Alternating current 
Direct current Al 9 to 48 inches 
Oscillating and Non- in <a 
oscillating 32 and 52 inch Direct current— 
9-10-12-16 inch Direct current—56 inch 12 to 60 inches 


Write for ‘‘DIEHL’”’ 1927 Fan Literature—Now. 


DIEHL MANUFACTURING COMPANY 


ELIZABETHPORT, N. J. 


ATLANTA BOSTON CHICAGO NEW YORK PHILADELPHIA 


DIEHL 


ESTABLISHED 1888 
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Borkman Velvet Radio 





No, 21 Jewel Case 
List Price $40.00 
Open 


“The Jewel Case” Radio Speaker is a musical 
instrument! It has 65 inches of orthophonic 
horn of scientific design which builds up that 
portion of tones usually lost in reproduction 
and gives ranges hitherto unknown to radio. 
All the deep rumble of the bass, as well as 
the clear higher notes of the voice or wood- 
wind instruments are recreated with un- 
dreamed fidelity. To see it is to love it; to 
hear it makes you feel, at last, the magic of 
radio in its fullest power! 





No. 21 Jewel Case 
List Price $40.00 
Closed 





No. 15 Gooseneck No. 12 
List Price $15.00 


List Price $20.00 


Speakers «< 


with a sound jobber policy functioning at 


A RE distributed strictly through the jobber, 
all times behind the products. 


Prices will be maintained, and an absolute guar- 
antee on quality, workmanship, and performance 
given to distributors and dealers alike. 


Here is a complete line of speakers sufficient in 
variety to satisfy the most discriminating. Made 
with every attention given to beauty of design and 
accuracy of results, the Borkman line is so priced as 
to attract the greatest range of purchasers. 


Jobbers are interested at this time in lining up 
with Radio Speaker manufacturers. Write us. We 
can satisfy you in every particular of policy, product, 
profit and price. 








Sales Representative to the 


The ZINKE CO. 





Manufactured by 
The BORKMAN RADIO 
CORPORATION 
Salt Lake City, Utah 
GENERAL SALES OFFICE 
1323 S. Michigan 230 E. Ohio Street 
Chicago Chicago 


Jobbing Trade 























No. 18 Coniform Speaker 


No. 9 Reflex Lantern 
List Price $25.00 


List Price $12.50 
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1892 is a Long Way Back 


| inna beyond the clear memory of some of the 
younger jobber executives in business since the War. 
But, since the time when a tandem bicycle or snappy 
buggy whip was an indication of a man about town, the 
Chase-Shawmut Co. has been serving the Electrical Job- 
bers their Fuse demands. 


No wonder we know the field, and have kept pace 
with it. Enclosed fuses, renewable fuses, fuse wire, fuse 
links, clips, contacts, lugs and automotive fuses made by 
the ChaseShawmut Co. have always proved in their serv- 
ice, the years of experience and development of the com- 
pany behind them. 


THE CHAS g SHAWMOr Ca 


“EWBURY PORT, MAS*: 











ER’SA)SALESMAN 
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@ ‘ py hen Isa 
Blower Co 

dealer I g 
start off with a 


, “American 
wl toa 
on't have to 
n ap Pology, ” 


Gilbert C. Abbott 


Times Appliance 


Co., Inc, 
New York Ci 


ty, N. Y. 





Acad can 


: 


AIR | 
PES OF 
FACTURERS OF ALL TY 

MANU 





N- 
ONDITIO 
TILATING, HEATING, AIR C 

VEN 


perocce” MARK 
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e 

ory vote 100% nae 

| pind of cO-OPee® es 
) kin ican Blower 8! 
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F. E. Gilmore 


: Co. 
. liance 
Times vork City, N- ¥- 










AMERICAN BLOWER COMPANY, DETROIT 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONT. 


Rlowe 


ING, DRYING, MECHANICAL DRAFT 


GD wanounc EQUIPMENT SINCE 1881 






Have you received 

your copy of the 

1927 Merchandis- 
ing Book? 
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Every @® Panelboard 


you sell does this for you, your house 
and your customer— 


@® Panelboards build up commission profits per service if he is an industrial plant electrician. 
sale and per year. They promote good business 
relationships by selling a product that any job- 
ber can back up with real sales effort. The 
customer is benefited by a high grade, low cost 
installation that gets other jobs if he is an elec 
trical contractor, or longer, low maintenance 


Don’t forget that to sell cheap, price-meeting 
material is to injure you and your house, lessen 
your earnings and does great harm to good cus- 
tomers who do not always appreciate that it 
costs as much, or more, to install poor mate- 
rial as it does good and they lose accordingly. 


Take up this panelboard sales 


work with your sales manager eal NH 

and get behind it for yo J SP Ip al 

— ehind it for your own Tan Qin 
ELECTRIC COMPANY 


ST. LOUIS 


District Offices 


Atlanta, Ga. Dallas, Texas New Orleans, La. 
Baltimore, Md. Denver, Colo. Omaha, Neb. 
Boston, Mass. Detroit. Mich. Philadelphia, Pa. 
Brooklyn, N. Y. Kansas City, Mo. Pittsburgh, Pa. 
Buffalo, N. Y. Los Angeles, Calif. San Francisco, Calif. 
Chicago, IIL Miami, Fla. Seattle, Wash. 
incinnati, O. Minneapolis, Minn. Winnipeg, Canada. 












Send for New 


Catalog 


= 
Rice 
= 
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CS aul 
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BA 
a 
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“eX 
The SIGN OF A BETTER JOB 
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SHKOSH 
And Its Unchanging Sales Policy 

















eee meas i eee HE time is oppor- 
— es ii , tune we feel, while 
the Electrical Supply 
Jobbers Association is 
in assembly, to thank 
them and their sales 
men for the loyal and 
constant support 
which they have given 
us during the year and 
to assure them that the 
Leach Company will 
continue to maintain 
that satisfactory sales 
policy which has won 
for it the position it 
maintains among its 
a distributors today. 












































For over 50 years we have been manufacturing and selling Oshkosh Pole 
Line Construction Tools. During that time we have consistently maintained a 
jobber policy, firm in the belief that it represented and continues to represent the | 
proper method of distribution. | 


Every conceivable assistance will be rendered by the Leach Company to our distrib- 
utors and their salesmen in a continuous effort to increase their sales. We guarantee 
our products and any jobber’s salesman is free to make the same promise to any 
prospect or any customer on whom he calls. 


The success of the Leach Company and its products is attributed to this sound 
equitable policy inaugurated by us 50 years ago and which is just as forceful today 
as it was the day it started to function. 


OSHKOSH 


LEACH OSHKOSH 
| COMPANY CONST HUCTEON TOOLS WISCONSIN 
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Crosley Distributors will again gather 
‘ in Cincinnati May 17th and 18th 
‘ to see and hear of 







the smashing new Crosley 











The Crosley Radio Corporation ? Powel Crosley Jr., Pres. 
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1% million 


Balkite Radio Power Units 


have been sold 
eAnd the jobbers and dealers who have 


sold them have made money 


The enormous volume of 
sales reached each year by 
Balkite, the leader in the 
radio power unit field is 
gratifying. But far more 
gratifying than this is the 
feeling of good will which 
the radio trade bears to us. 
This feeling of good will 
comes from a very simple 
fact—that every one en- 
gaged in the sale of Balkite 
makes money. To quote 
one jobber: 


“Your line is good. We 
like it. We make money out 
of it. It isa line we can sell 
knowing that we make a 
profit on it, and certain 
that it won't mean future 
trouble. We don’t believe 


your line gives us 10% as 
much trouble as any other 
major line we handle, ei- 
ther accessories or sets.” 


Balkite means to keep its 
position as leader in the 
field. Not only by manu- 
facturing products with 
such outstanding advan- 
tages that a large volume 
is assured. But by manu- 
facturing only products of 
the same outstanding merit 
that has built up Balkite 
good will in the past—prod- 
ucts that stand up in use 
and give satisfactory serv- 
ice to the customer—prod- 
ucts on which you know 
as you are selling them that 
you are making money. 


FANSTEEL PRODUCTS CO., Inc. 


~~ ees 8 Bal | 
‘North Chicago, Lllinots 
X re 
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APPROVED BY THE UNDERWRITERS LABORATORIES 






























Bn VS 
ERR 
= se qo| 
S$ q rar ra al — 
265132 ARR 
S92 25 6 Ieee x 
$3. 252 ST STINNED COPPER. 
MEPROOF RUBBER INSULATION 
nee gage R FIRST PROTECTIVE SHEATH 
RE-INFORCEMENT SECOND PROTECTIVE SHEATH 


GeuX 


NON-METALLIC SHEATHED CABLE 
100% TESTED 


EASY TO HANDLE SAVES TIME 
EASY TO STRIP SAVES LABOR 
EASY TO INSTALL CUTS COST 


/ 10,000 VOLTS between conductors and ground 
| 300 LBS. TENSION 
. 300 LBS. COMPRESSION 
Tuis CABLE ts Testep with / FLAME applied to outer covering 
WATER for moisture absorption 
HEAT for melting point 
FREEZING TEMPERATURE for flexibility 


COLLYER INSULATED WIRE CO. 


Pawtucket, R. I. U.S. A. 








— 
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pAY-BRITE 


/ _—— ie 
go = 1922 


OTHER 
PAT. 
PENDING 



























White porcelain enam- 
eled liner that will not 
crack—chip or peel 


New Porcelain socket —throws an evenly dif- 
that positively prevents fused light without glare 
sagging of lamp. or dark spots. 


Outer shell now drawn of one piece 
of brass making it more graceful and 


7 Large wiring chamber for easy wiring 
possessing greater strength, 


2 connections. 


DAY-BRITE REFLECTOR CO. 


703 S. BROADWAY ST. LOUIS, MO. 
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Type o A” 
Rectangular Unilet with 
Three-Wire Porcelain 
Cover 





Type “oO” 
Rectangular Unilet with 
Pectangular Porcelain | 
Receptacle 


UNILETS 





Type “LL”’ 
Rectangular Unilet with 
Blank Metal Cover 


, VNILETS / 
| 





Type:“LR”’ 
Rectangular Unilet with 
Cord Rosette 





Type ““T”’ 
Rectangular Unilet with 
Plug Receptacle 





Type “GSC” Unilet with 
Operating Handle for 
Snap Switches 





Type “FS” Unilet with Cover 
| for Plug Receptacle 











peta 





ype “PT” Unilets as used in The Ohio Power Co. Plant at Philo, Ohio 





On huge industrial jobs, as well as in domestic 
installations, Unilets earn their place 


DO YOU KNOW WHY? 





Because they:— 


—speed up the job 


—are easy to handle and install 


—are sturdier 


—are made with great accuracy 
—give more working space inside 


—come in all sizes 


—come in every desirable shape 


—have flat bottoms and smooth edges 


—cost no more 


These are all sound reasons that will help you sell Unilets to your 
Have you full information? If not, please write: 


trade. - 


New York—150 Varick Street 


APPLETOhy 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue - Chicago, U.S.A. 
Los Angeles—340 Azusa Street 


and CONDUIT 


STA 


NDARD FOR 





NILETS 
FITTINGS 


BETTER WIRING 
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Sales Makers 
Be a ecko 


Porcelain Fixture 
Wall Switch 


Brackets Here is why the 


A practical item found on dealers’ — > ee - “ Levolier Con duit 

rywhere. They enjoy a rapid turn- ae Grace pats ‘ . 
over an of their great demand by “. in oO B Ox an d Fixture 
cps. Switch is a livewire 


contractors, home builders and owners. 
in old buildings ther can be inwalled seller—why they are 
phy peer ig oe ol sg, ene te 
fip the switch on or off. Also made individual control of light in factories, shops, 
vitnh symmetry of design is preserved, & NOmes and public buildings. No other method of 
however, by a little porcelain knob to # unit light control gives so much in dependable 
operation, low cost of installation and lasting 
quality as do Levolier Fixture Switches. In every 
style of fixture and for every type of installation, 
they are easy to fit and are inexpensive. 




































ast 








replace the lever. Heavily insulated for 
safety against shock. 


The only design of its kind—plenty of 
room for gas pipe ends in the canopy. 
It covers up the unpainted surface of the 
old round canopy. 


Convenience outlet built into the canopy 
is indeed an economy feature—it saves 
the price of an extra circuit run to base- 
board receptacles—saves the trouble of 
having long lead wires to fixtures in case 
the baseboard connection is some distance 
away. Can be installed upright or in- 
verted in any standard outlet boxes—all 
connections are made to plate with proper 
terminals. No soldering or taping. 


eee ee S/S 


This, the smallest 6-ampere switch ever made, is an 
economic necessity. It is recognized as the most 
efficient for control of the lighting system. For 
industrial plants, better lighting with unit light 
control means more savings through less spoilage 
and fewer accidents. 





Write us today for new descriptive bulletin 


Levolier Fixture Switches save the expense of cut- 
ting and fitting small lengths of pipe, supplying 
extra boxes, running separate circuits and install- 








Lon rage 








Gone ing wall switch 
, mvenience 
cuene ing wall switches. 

and 

al 
8 totcd | ntro! 
3 Ss — 
& ©/ With a 
ei neither UL | 
iS Convenience _ 
BS ‘ Outlet | } 
4 nor i 
oa Lever 4 | 
ae Control 
8 Send today for new Catalog 
= No. 21, or for new descrip- 
ap tive bulletin describing the 
a Levolier Fixture Switch 
2 


2 
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Y we take the opportunity to offer the 

timely suggestion that when you return 

from the meeting of the Electrical Supply 
Jobbers Association, you check over your volume 
of sales on “Reliance” and “Racine” Time 
Switches. 


Made in 12 different sizes for 10, 20, 30 and 50 
Amp. and priced from $19.50 to $36 list, these 
switches will fit any demand. The field is grow- 
ing larger every day, but we have kept pace with 
it. And so the only question is, “Are you getting 
your share of this attractive business?” Think it 
over. 




















RELIANCE AUTOMATIC LIGHTING Co. 


1907 MEAD STREET 


RACINE, WIS. 
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33? 


‘Multi 


N.E.C. Slate and 
Porcelain 
Cartridge Fuse 
Cutout Bases 


E make a complete 
line of SLATE and 
PORCELAIN 
CARTRIDGE FUSE 


CUTOUTS from 3 to 
1000 amperes, 250 and 
600 volts. 








“Multi? 


Wire Lugs and 
Fuse Clips 


MULTI 





TAMPED tubular lugs 
up to 1000 amp. Cast 
copper lugs 100 amp. 

to 5000 amp. Fuse clips 
and Back Connectors in 
all capacities. 


“Multi? 


Porcelain 
Bushings 





DIFF E a. ENT 
20 Sizes of ‘ Ula 4 
Clamp 5 hl 
for Outlet Boxes and 
Steel Cabinets’ and 
“MULTI” No-Clamp 
Bushings for Outlet 
Boxes and Steel Cabi- 
nets. 
Write for Discount and 
nearest Distributors. 


Samples’ gladly = sent 
on request. 
you once try 


“MULTI” Bushings you 
will always use them. 





‘Multi? 


Newgard 
Weatherproof 
Receptacles 











HOROUGHLY 
Weatherproof 
against rain and cor- 
roding vapor of all kinds. 

















ih 


which the 


man 


When you pure 


dealer cannot 


A Message to Buyers 


the “Multi 


Line vou 


are pu 


} “uy dire ctly fro 


fling in 


m us We distril 





nmodityu for the sales LF 
te solely throual ou 


MULTI ELECTRICAL 


MANUFACTURING CO. 
1848 W. 14th STREET 


CHICAGO, ILL. 
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Seg 


Hats Off to the Jobbers’ Salesmen 


Who have helped us put Durabilt Products on the Map 


a AD 


E are backing these 

men to the limit. 
Giving them every possible 
selling help. Constantly 
improving the products to 
give them new selling 
advantages. Making the 
materials easier for the 
Contractor to work and 
handle. - - - - all of which 
gives Dura- 
bilt Products 
ready trade 
C acceptance. 
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AA 
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extends greetings to members 


E. S. J. A. 


attending White Sulphur Springs convention 


¥ 
¢ eK 
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Dependable and enduring performance of its products are the factors responsible for 
TRICO’S stability. Quality materials and expert workmanship, together with a defi- 
nite Jobber policy, compels the envious reputation of the TRICO Line, which is rapidly 
forging to the front. , 

Ask the Jobber who handles TRICO products about his experience—ask him about 
our rigid policy—ask him about our protection of his interests—about our field work 
with his salesmen—about helping create new business for him. 


THEN ASK US WHAT WE CAN DO FOR YOU! 


TRICO FUSE MFG. CO. 


QUALITY ELECTRICAL PROTECTIVE DEVICES AND SPECIALTIES 
MILWAUKEE  ----- WISCONSIN £----- 
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HEMINGRAY 





























SASS) | is perhaps an opportune 
time, while you, the Jobbers 
of the Electrical Supply In- 
dustry, are assembled, to ex- 
press our appreciation of the consist- 
ent support which you have given the 
Hemingray Glass Company and its 
products during the past year. For 
that, we thank you, 





The time is also ripe to pledge our- 
selves again to continue the policy 
which we have carried down through 
the years—To remember always the 
proper functioning of a jobber policy; 
to maintain constantly that interest in 
your problems which we have evinced 
in the past; and to give to the best of 
our ability that conscientious service 
which has won us so many friends 
among you during the time we have 
been in business. 


May your Convention 
be a huge Success 


























| HEMINGRAY GLASS COMPANY 


MUNCIE--IND. 
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SHAFT VENTILATION 
IN OFFICE BUILDINGS 















‘Y/ AND PAINT 
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Theres a ce sm, 
Big Field for 

Johnson Propeller Fans 


OU can sell this field ata 

fine profit and with per- 
fect satisfaction to you and 
your customers—if you sell 
Johnson Fans. They’re built 
right, they have big capacities 
and they “stay sold.” Ask 
for our jobbers’ proposition. 





Johnson Fan & Blower Co. 


1319 West Lake Street CHICAGO 


= 


Manufacturers of 






a! 


Fans, Blowers and Unit Heaters 
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HEMINGRAY | 
































%] [ is perhaps an opportune 
time, while you, the Jobbers 
of the Electrical Supply In- 
dustry, are assembled, to ex- 
press our appreciation of the consist- 
ent support which you have given the 
Hemingray Glass Company and its 
products during the past year. For 
that, we thank you, 





The time is also ripe to pledge our- 
selves again to continue the policy 
which we have carried down through 
the years—-To remember always the 
proper functioning of a jobber policy; 
to maintain constantly that interest in 
your problems which we have evinced 
in the past; and to give to the best of 
our ability that conscientious service 
which has won us so many friends 
among you during the time we have 
been in business. 





May your Convention 





be a huge Success 
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SHAFT VENTILATION 
~._ IN OFFICE BUILDINGS 


Theres a 
Big Field for 
Johnson Propeller Fans 


OU can sell this fieldata 

fine profit and with per- 
fect satisfaction to you and 
your customers—if you sell 
Johnson Fans. They’re built 
right, they have big capacities 
and they “stay sold.” Ask 
for our jobbers’ proposition. 








Johnson Fan & Blower Co. 


1319 West Lake Street CHICAGO 
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Fans, Blowers and Unit Heaters 
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Is this True 
of Your Company? 


’~§ \HERE is many a jobber of electrical supplies whose sales 

| turnover and profits are suffering frem the lack of a greatly 

needed catalogue, merely because the jobber does not realize 

how economically he can have the finest of catalogue representation. 
Is this true of your company ? 


While the Donnelley organization builds the largest electrical 
supply catalogues in the industry (such as those of Graybar Electric 
Company, Julius Andrae & Sons Company, Commercial Electrical 
Supply Company, St. Louis, and Wetmore-Savage Company, for 
example), the Donnelley Unit Selection Plan is especially well 
adapted for the use of the jobber who wishes to confine his catalogue 
to the smallest compass by selecting only what he considers the es- 
sentials in the various lines—his own “hand picked” selection of best 
selling items. 


It is significant that during the past 20 years Donnelleys alone 
have furnished uninterrupted service for jobbers of electrical supplies, 
and that a very large majority of the Donnelley output (not only in 
electrical supplies, but in mill supplies, automotive accessories, and 
plumbing supplies as well) has been made up of repeat orders for 
many years. 


It will pay you to secure the best there is in catalogue representa- 
tion, and the best there is in compiling and printing service, with 
unquestioned financial responsibility. This combination of advantages 
is to be had from the Lakeside Press alone. 


We shall welcome the opportunity of making a survey of your 
individual requirements for definite quotation, without expense or 
obligation to you. 


Che Lakeside Press 
R. R. DONNELLEY & SONS Co. 


Jobbers’ Catalogue Department 
731 PLYMOUTH COURT, CHICAGO 
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— are urged to advise us at once how many 
copies of the Steel City Catalog No. 35 they require 
for their salesmen. 


This catalog, containing full information on the com- 
plete Steel City Line, including the Fullman Floor 
Boxes, has been arranged to make it easier for jobbers’ 
salesmen to write orders for requirements of our 
products. 


Send today for your supply of Catalog No. 35. 


Steel City Electric Co. .” 


¢ 


PITTSBURGH, PA. 
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A Strict 
Jobber Policy 











A Complete Line 









HERE are several methods of distribution open to the manu- 
facturers of electric stoves, but the Frugal Electric Mfg. Co., firm 
in the belief that the logical and soundest one is through jobber-dealer 
channels, is well content to place its cause in the hands of the electri 
cal jobbers of this nation. 







We have a proposition for you which is yours alone. 


In every sense the 
code of a strict jobber policy will be recognized by us. 


To expect you to handle our line means that there must be reserved tor 
you a liberal margin of profit. This has been done. 


Territories are open. Write us at once for arrangements. You will be 
pleased with what we have to offer. 


The Frugal Electric Mfg. Co. 


2249 Beachmont Ave., Cincinnati, Ohio 











May, 1927 THE JOBBER’S{fP])SALESMAN 149 


—— 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





Efforts Well 


Compensate 











da 4 a | No. 526 
. = ated Dp, Boa Levolier Socket 
ocket “4 CU? 
evolier ¥ No. 528 
No. 428-1 — 2 With Convenience Outlet 
With Convenience Outlet rp 








RAMBLER 
250 Decoration 15—Tworlite 
275 Decoration 15—Three-lite 


ME of the most progressive salesmen j 
have taken advantage of the opportunity Cena” 
Keyless Ceiling me and have already reaped the benefit of nice ; No. 200C-1 Grey 
profitable business on GENUINE PORCE Keyless Ceiling Fixture 
LIERS. 


The repeat business is beyond every one’s ex 
pectation. 

Genuine Porceliers offer quality and variety, 
since they are made of high grade porcelain and 
in the largest variety of beautiful designs and 
colors. 

The decorative bedroom Porceliers are ex 
clusive, and the beautiful decorations on a fine 
ivory background will blend with color schemes 





of modern homes. 

Porceliers are also made in colors to match 
colored -bath-room and kitchen tile which is 
now in vogue. 


— 


Write at once for descriptive matter which = 
may be inserted in your catalogue. 7 
’ 
No. 526C-1 Grey as! 


Levolier Socket PORCELIER MANUFACTURING CO. No, 926 


No. 528C-1 Grey JAP. TEA HOUSE 
With Convenience Outlet 1026-28-30 Fifth Ave., Pittsburgh, Pa. Decoration 12 
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COLE FUSE PANELS 


The Most Efficient Units Made 





Write for new catalog No. 27 


| ® COLE METAL PRODUCTSCO., Inc. 


Manufacturers of 


Cover Boxe 


33 Crescent St. Long intandd City, N. Y. 
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THE INDUSTRY.’ 


TWENTY MILLION PERMANENT 


SWITCH BOX INSTALLATIONS WITH 
KRUSE SUPPORTING STRIPS 








ENT ah FO eH 
ENC ak SO 











USE THE KRUSE AND BE SAFE 


KRUSE Strips are anchored from studding to stud- 
Features ding and do not become loose with use of the switch. 
—Saves Time 
—Cuts Labor Costs 
—Single or Gang Boxes on Same 
Strips 
—Absolutely Rigid and Perfect 
Alignment 
—Easily Cut for Narrow Places 
— Instantly Adjusted to \ercal, They can be installed anywhere and any make 
—Rustproof—Fireproof ot box with ears can be used. 
—Listed as Standard by Under- singles. 


writers’ Laboratories. 


After years of service, the installation is still rigid. 
Play safe and eliminate dissatisfaction among your 
customers. For over nine years the KRUSE has 
¢iven complete satisfaction to millions of users. 


The KRUSE Switch Box Supporting Strips are uni- 
Handle gangs as well as 


A Sample on request. 
installed. 


MID-WEST METAL PRODUCTS COMPANY 


MUNCIE, INDIANA, U. §S, A. 


Once used—always 











Fitz-M-All 
New-Work Hanger 


Mid-West Peerless Type A Ready Service Head You can complete 


Old-Work Hanger 


Old-work wiring is made so easy with this old 
work hanger. It is a folding type, and due to 


1 rigid 
No screws, cotter pins or adjustments on this : 
service head—just a clamp that holds cover on time with the Fitz 
head when shoved in place (see illustration) 


substantial connection in less 





the toggle bolt construction can be installed 


through a hole or crack as small as 14%”. No 


screws, nails or tools needed to install, and all 
standard outlet pans or boxes fit. 


VA 


vil 


It will more than pay for itself in time saved, 
and yet its cost is no more than the ordinary 
type entrance fitting. Made in ” and 


sizes. 


New-Work Har 
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CONE Soe 


—or, perhaps we should say the Wirt Cone 
Speaker sold itself to this New York jobber. 
He had heard about the Wirt. We don’t know 
how, when or where. But for many years he 
had known the Wirt Company and its reputa- 
tion for high quality merchandise. Anyhow, 
he said, ‘“‘Send me a sample speaker.’’ We 
answered by saying we’d send a salesman with 
it. His reply was, ‘‘No, send the speaker alone.”’ 
So, of course, we did. 


It wasn’t long before we got his wire, not a 
letter, but a wire, ordering 24 for each of his 
several branches. No Wirt salesman has seen 
him yet, but every one of his branches has 
repeated from three to eight times. And all 
that within a period of but a few months. 


This wouldn’t have happened if the Wirt was 
‘just another among a hundred or more 
speakers.’’ It couldn’t happen to any speaker 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN 


Doesn’t need a salesman to sell it 
This New York jobber sold himself 


IN THE INDUs 


unless there was some intrinsic merit that made 
it stand out prominently. 


This jobber did just what dozens of others 
jobbers and dealers—have been doing. He did 
just what you are invited to do—order one 
Wirt Cone Speaker—test it out thoroughly in 
comparison with any or all of the speakers you 
have in stock. 


Pay particular attention to the fine tonal 
qualities, exceptional clearness and volume— 
note the absence of blasting when used with 
powerful sets—examine how well it is made— 
how favorably it compares in appearance—and 
remember the retail price is only $20 with the 
usual radio discounts. 


We will leave it entirely to your judgment 
to decide whether other jobbers and dealers 
are right when they say the Wirt is the out- 
standing speaker of the day. 


WIRT COMPANY 











5247 Greene Street 
PHILADELPHIA, PA. 
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Majestic 
brings better 
Radio Reception 
To any Set 














Then sell your customers on the 
fact that Majestic-“B” Current Supply 
will help give them improved reception. 


It will boost your summer business—give you addi- 
tional sales, right now when you need them most. 


Majestic-“B” is the best B-Unit regardless of price— 
the most popular—the biggest seller—everywhere. 
In four out of five instances, a demonstration 
usually means a sale! 

















Majestic 
Standard-B 
Capacity Nine 
20!-A Tubes or 
equivalent. 45 mil- 
liamperes at 135 


volts. 


$26.50 


We! of the Rockies, $29. 
Rav'heon Tube $4.50 extra 





Majestic Super-B 
Capacity 1 to 12 tubes in- 
cluding the use of power 
tubes. 4§ mils. at 150 volts. 


$29.00 
West of Rockies $31.50 


(As Illustrated) 
Raytheon Tube $4.50 extra 








SEE OUR EXHIBIT—R. M. A. TRADE SHOW 
JUNE 13-18—STEVENS HOTEL—CHICAGO, ILLINOIS 


GRIGSBY-GRUNOW-HINDS-CO. 4546 ARMITAGE AVE., CHICAGO, ILL. 


Majestic 
Master-B 
Positive control of 
all output voltage 
taps. For sets hav- 
ing high current 
draw or heavy bias- 
ing batteries. 60 
mils. at 150 volts. 
$31.50 Li Bi 


Raytheon Tube $4.50 extra 
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WARNING! 
To the Electrical Trade 


Notice to Manufacturers, Jobbers and Contractors 


John I. Paulding, Inc., of New Bedford, Massachusetts, hereby notifies the 
trade that it is the sole owner by assignment of United States Letters Patent No. 
1,586,367 granted to Frank E. Johnson, May 25, 1926, for Improvement in Elec- 
tric Lamp Sockets. 

That it is prepared to meet the demands of the trade for this form of electric 
socket either through itself or through its licensees and has been to large expense 
to place itself in that position. 

That it proposes to protect itself, its licensees, its customers and the trade 
generally against all infringements of its rights in said Letters Patent and to en- 
force said rights by appeal to the courts for injunctions restraining the making, 
using or selling of electric sockets such as are illustrated above. 

ALL THOSE MAKING, USING OR SELLING ELECTRIC SOCKETS 
IN INFRINGEMENT OF SAID LETTERS PATENT ARE HEREBY NOTI- 
FIED- TO DESIST IMMEDIATELY AND ARE WARNED THAT THE 
CONTINUANCE OF SUCH INFRINGING ACTS IS AT THEIR RISK. 


vant PRANCIS J. V. DAKIN JOHN I. PAULDING, INC. 


53 State Street, Boston, Mass. New Bedford, Mass. 
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“Gaining and Holding an “The Well-Built Line 
Good-Will”’ AN —Guaranteed”’ 


2 Revolutionary Plans 


Both of which offer new buying advantages to the jobber, are 
now ready. 

Never before, to our knowledge, has there been such a liberal 
credit scheme to help the jobber sell ventilating fans during the 
fan season. 

Our Dual offer does this one thing and does it exceptionally well. 

Write for details at once! 


AUTOVENT FAN & BLOWER Co. 
730-738 W. Monroe St., Chicago 


Offices in All Principal Cities 
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UBBELL Screwless 

Plates of Bakelite are 
made single, in gangs of any 
length and in a wide variety 
of combinations. Only a 
few of the types made are 
shown. 
The standard finish is Nat- 
ural Brown Bakelite. <A 
wide variety of permanent 
enamel finishes to match 
color schemes of rooms can 
also be furnished. 
Plates finished to match nat- 
ural wood or in special col- 
ors made to order. 


HARVEY HUBBELL, Inc. 
Bridgeport, Conn., U. S. A. 
New York-Chicago 


- 2 Late Pes. & 
‘ae Fee FT 





© TIME SAVING © me DURABLE _ 
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CONDUT a FITTINGS 






















ECONOMY 
FROM SUNRISE TO SUNSET 


In stock investment. Taplets have cover stocks cut almost in half and many 
combinations can be made from standard fittings instead of confusing special 
types. 
In wiring devices. Taplets take standard wiring devices of most manufacturers. 
These devices fit various types and sizes of Taplets. 








In Sales Effort. Contractors, Utilities and Industrials quickly see the Taplet | 




















Advantages. | 
ISaSTE | 
Make many combinations without huge investment in Special Types. | 
| 5 Covers for 10 Sizes. Roomy Openings — No Cover Lugs. 
1 Device for 4 Sizes. Set Screws in Hubs — No Locknuts Needed. 
| Take Standard Devices of Various Manufacturers — Already On Your Shelves. 
| ISS 
| Write for New Catalog 
| 4EBD 
TAPLET MANUFACTURING COMPANY 


3915 Powelton Avenue 
Philadelphia, Pa. 


Chicago Boston New York Atlanta Pittsburgh San Francisco 


~ 





conour fame 
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Retails a *18 ° 



















































































“Fife Different Use 
for Handy-Vac! 


Let a woman only see the Day-Fan Handy-Vac 
on your counter and its countless uses in her 
home immediately suggest themselves. She has 
had to dig the dirt out of couch corners with a 
whisk broom that wouldn’t fit. She has had to 
try and restore the shiny cleanliness of draperies 
with a brush that couldn’t do the job. Well does 
she know what this Handy-Vac will do. Further- 
more she knows it is a bargain. Handy-Vac is 
only $18.75. 


There is only one special point you’ll want to tell her—be- 
cause it’s important. Handy-Vac has the famous husky little 
Day-Fan Motor. That’s why Handy-Vac pulls the air clean 
through a heavy piece of cloth. Remember too, that it’s 
light—weighs less than 3 Ibs. Write us for iaformation. 

DAY-FAN F ANS 


DAY-FAN ELECTRIC COMPANY Pepe 


. < OHIO can prove it w:th Day-Fan Fans. 

| Heve you have a product with eight 
big se!'ng pomnts—Evtra Air Deliv- 
ery—Big Blades— Husky Motor — 
Heat Proof — Dirt Proof — Damp 
Proof—38 Years of Fan Experience 


—Economical. 























o}-¥- 
PRODUCTS 


For More Than 38 Years Manufacturers of High Grade Electrical Apparatus {! = —— — 


Not all fans have all these features 
and your customers know it. Write 
us for information. 
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Factory Sales Agents 


HASTINGS ELEC. SALES CO. 
42 S. Binford St., Boston, Mass. 








\ ing power sets. A 
nad 


“Nine out of Ten will Buy It! 


HOW them this speaker, let them hear it— 
nine out of ten will buy everytime and place 
large advance orders—In fact each year the de- 
mand for SONOCHORDE has always far ex- 
ceeded production. 

SONOCHORDE Junior offers faithful reproduc- 
tion. Silk front, protected back, easy adjustment 
and mahogany semi-gloss finished metal frame, at 
the nominal price of $15.00. All the predomi- 
nating features that have made the name 
SONOCHORDE famous for QUALITY. 

Write for full details, illustrated circulars, etc. 
BOUDETTE MFG. CO., Chelsea, Mass. 





Model A-2, larger of 
course, offers slightly 
more volume and is 


more decorative with 
pleated effect silk front. 
Performs equally well 
on all receivers, includ- 


Masterpiece in 
| acoustics. 
i 


ae 





INDUSTRY.” 
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Boring in out of the way places, 
notching joists that are hard to reach 
—these jobs can be easily done pro- 
vided you use the proper tools. 

One man and a JONES Boring Ma- 
chine will do the work of 4 MEN. 
The JONES Boring Machine, an es- 
pecially designed contractor’s tool, 
provides easy access for drilling and 
sawing jobs between partitions or in 
open spaces, abovz or below, high or 
low. 

Only those materials that insure ex- 
treme durability are used in construc- 








| SPECIAL OFFER 2382 Grand Concourse 


A red-letter menth for May in bor- 
ing machines—one ratchet handle 
given FREE with eve y order for 
6 boring machines. Return coupon 
with yous order TODAY 





ppc eererhnenne sateen 








Saves Waste of Pipe 


On conduit jobs, wasted pipe, from kinking, ununiform 
bends and inexperienced help means loss of profit and 
time. 

Pipe waste and loss of time is entirely eliminated when 
a JONES Pipe Bench is used. 

It is absolutely impossible to kink a piece of pipe on 
this bench, even with inexperienced help on the job. On 
an open job where pipes are to be fanned into the cut- 
out box or cabinet and where uniform bends are essen- 
tial, the JONES Pipe Bench insures greater accuracy with 
less work. 

It is equipped with pockets for bending 1- and 34-inch 
pipe, also an offset maker which is adjustable and is also 
used for bending l-inch pipe. The bench can be set up 
anywhere in less than five minutes’ time and folds into 
small space for convenience when moving from job to 


job. 


J . ' eae 
mate Loupon Toda y 


RETURN COUPON 


Will you please send me a copy of your catalog, 
describing the JONES Boring Machine and Pipe 
Bench. 


! 
j 
\ MODE ci kc: eS ERRe eae bien Ea aaa ee y/ 
j 


| Address. 


City & State 


Signed 


TOOLS THAT SAVE TIME 
Increase Profits 


Reduce Boring Labor 
75% 


tion of this machine which is guar 
anteed against defects for two years 
The large drill head includes two sets 
of ball-bearings—thus providing easie: 
drilling—with greater efficiency. 

The JONES Boring Machine wil! 
more than meet requirements on your 
jobs—it will save time, money, and 
make profits. 


WRITE FOR OUR CATALOG 


It gives full description and price 

of the new type JONES Boring 

Machine. It will pay you to 
learn how to save profits. 


USE THE COUPON FOR SPECIAL OFFER 


L. W. JONES TOOL COMPANY 


NEW YORK 


Considerable time and 
money is being saved 
on conduit jobs 
where the JONES 
Pipe Bench is used 
You can learn more 
about how to save 
your waste ipe by 
sending for the cata 
log. 
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Here are Summer Profits 


for Your Dealers! 
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**B”’ Eliminator **A”’ Power Unit 


n the Perfected Light-Socket 
Power-lIeam for Radiolas 25 & 28 


I UILT to meet R C A standards, this new “A” and “B” power 

combination gives continuous Sterling-filtered current. 
No trickle charging, no external wires. One installation—fully automatic 
in operation, with all the advantages of compactness, reliability and per- 
manency concealed in the Radiola cabinet. 
Hundreds of Sterling “A” and “B”’ power units, used singly and in combina- 
tion, are giving complete satisfaction to their users. With the specially 
spaced connectors, the service man can make the installation in 10 minutes. 
Your dealers can prove to their own satisfaction that Sterling units comprise 
the most satisfactory power combination yet produced. Every installation 
brings the dealer a real profit. The demand is here—the product is right. 
Take advantage of this to make new sales records this summer. 

THE STERLING MANUFACTURING CO. 


2831,Prospect Avenue Cleveland, Ohio 


terling 


“A” & “B” POWER -TEAM for RADIOLAS 


See this Power-Team and other Sterling Radio Products at the R. M. A. 
Trade Show, Stevens Hotel, Chicago, June 13-18. Sterling Space No. 68. 
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QUICKLY INSTALLED 
BETTER TONE 
MORE POWER 
PERMANENT 
ECONOMICAL 

COMPLETE CONTROL | 
from RADIOLA 
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LI 
Sterling “A” and “BRB” units 


may be installed separately: 
The R-94 “A” Power Unit 
when any “B” eliminator ts al 
ready’ im use, or when “B” 
batteries are retained. 

—The RT-41 “B” Power Unit 


when “A” batteries are retained 
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PROPP ELECTRICAL ATTACHMENTS HELP TO MAKE ALL APPLIANCES A CONVENIENCE 








ene = 
GEUSB TWO LITE SOCKETS 
TWO LITE SOCKET NO. 25 SOKET 
NO.IS JUNIOR SWITCH CONTROL No. 16 











35,000 Dealers 


No.4 





have been made acquainted with these products 
3 WAY- TAP NO.30 a icin price sheets, showing many new reductions, 


are now in their hands. Follow up this co-operation 


| Zee" 
t | 3 , x 
a | i | by calling on all dealers in your territory and solicit 
2 | || orders for the popular specialties shown on price sheets. 
1 | A glance at the products illustrated on this page will 
§ 1 | give you some idea of the desirability of the Propp Line. 
: J” There is a Propp number for every conceivable purpose. Wo.44 





“ns - l 1 The breadth of a line includes more than variety in 
No.1 }} numbers. It includes as well,—dquality, demand, salability 
and price. 
| Jobbers are offered all these advantages when “taking 
on” the Propp line. 
The Propp line should be handled by every jobber who 
appreciates what POLICY stands for. The Propp Com- 
|| pany constantly works on this basis. 





Our Slogan to the dealer always is: 
“Buy From Your Jobber—He Gives You Service” 
Take advantage of our advertising and sales helps, that 
we are giving you to help increase your sales and profits, 
by your selling the Propp line of popular specialty attach- 
ments. 




















The M. PROPP COMPANY 


Manufacturers 
524-528 Broadway New York City 
SUPPORT THE MANUFACTURER WITH A JOBBER POLICY No. 12 
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Mr. Jobber’s Salesman: 


You will have no regrets in 
selling the products advertised on this page as 
they are backed up by a Guarantee that is as 
fair and broad as any ever issued. 



















“WICO” Slick-Finish 


Wireouct 
All- Weather Loom 


“NO Mica oust 


Slick as Ice 
Clean as a Whistle 


Hasy to Fish 


Improved Quality 
No Extra Cost 





Green Marker 


day Y 
TNL 
A 


THe WiremorD ComPANY 





Makers of 
SLICK-Finian 
WireouctT 
Guaranteed Guaranteed Guaranteed 
Surface Conduit System ‘*Slick-Finish’’ (Patent Applied For) Loom Non-Metallic Sheathed Cable 
Underwriters’ Label Underwriters’ Label Underwriters’ Label 


At Hartford, Connecticut, U. S. A. 
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THREAD PROTECTED ) 


a 


















CONEX Dy BS Ca ee 


PATENTED 


STANDARD _) 





_ Now—a complete Metal Protector cushioned with fibre. Protects the ends of the pipe, covers almost the 
entire length of the thread. Cannot come off until you want it to—the metal lugs engage the threads and 
hold the Protector in place beyond all accidental removal. 


Congratulations to Electrical Supply 


Jobbers Association 





Again! A New Improvem 





ITTSBURGH STANDARD it—then it comes off readily. 


pee thoroughly cleaned, 
then given a heavy zinc 

coating. Inside coated with 

our special Black Enamel, 

baked on. A conduit that 

is standard in fact as weil Fy Ah — appene Gane 


as in name. Conduit need never be put 
in a vise to clean the threads. 
No risk of iniury to the pro- 
tective coating. 


burgh Standard Rigid Conduit. 
See our Mr. L. R. Quinn, V1 


President, at the Convention, or «i 
of our representatives. 


ENAMELED 















PITTSBURGH, PA. 








Pp 











Where Fittsburgh Standard Conduit, Enameled and Gaivanized, is made. 





on another successful year. May 
your prosperity continue and in- 
crease. We celebrate with you— 


A Thread Protector that stays in 
place until you are ready to remove 


Constant improvements, one ajfter 
another, have marked the score of 
years of the development of Pitts- 


METALS COMPANY 
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Makes Any Iron 
An Automatic! 











- - an entirely new 
device - - in a new 


and untouched field! 





The Defiance Automatic Heat Control Safety Stand for 
Electric Irons is one of the greatest developments in the elec- 
trical industry. It is an article for which there already exists 
a huge potential market. 


Every woman in the United States has at some time or 
other ruined a garment due to a forgotten electric iron. 
Readily, they will recognize the protective feature of this 
Stand which has the indorsement of insurance companies. 


Defiance Automatic Safety Iron Stand comes equipped with 
ten feet of cord, and two connections. It retails complete for 
$2.95 with a liberal profit to you and your dealers. 


Write at once for territorial arrangements. 


National Distributing Co., 


Defiance, Ohio 
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The Armored Cable 


and 


Flexible Steel Conduit § : 
J wie to Sell! 








These things 








count 








in the sale 


of 
Armored Cable 
and 
Flexible Steel 
Conduit 


Columbia has 
them all 




















Columbia agents in all 
principal cities of the 
United States are 
ready to serve you 


[OLUMBIA 












COLUMBIA METAL HOSE WORKS 


LONG ISLAND CITY NEW YORK 
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The Industrial Lighting 
Campaign 

Interesting facts and figures are 
now available on the accomplishments 
of the 1925 industrial lighting activity 
held during that year under the guid- 
ance of the Industrial Lighting com- 
mittee of the National Electric Light 


Association. 


As this committee has 


been urged to extend its activities dur- 
ing 1927, and as it has accepted the 
responsibility it has decided on two 


major drives. 


First, to enlighten the 


entire electrical industry on the pro- 
gress and experience gained in the 
previous drive and secondly to rec- 
ommend the best way for local com- 
panies to promote industrial lighting. 


In 1925, it was found that out of 
30,000,000 industrial lighting sockets 
in the United States, only 5,000,000 
were equipped with proper reflectors, 


leaving a market for 25,000,000 re- 
flectors to be sold. 

An analysis of 15 representative re- 
ports shows a total of 205,000 re- 
flectors were sold which indicates a 
percentage of less than 20 per cent 
sold on proper industrial lighting to 
the point were they actually pur- 
chased. 

In these 15 activities, which had a 
total of 26,898 prospects, over 5,000 
factories were sold new lighting in- 
stallations. A promising angle of the 
report is that an additional 20 per 
cent of the prospects proved receptive 
to the idea of improved factory light- 
ing and will probably be sold in the 
future. 

Looking at it from a monitary 
standpoint, 200,000 reflectors were 
sold during the drive valued at $620, 
033. An interesting figure and one 
impressive in its nature is that the 
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$400.00 


$300.00 
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REFLECTORS 
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The average factory improving its lighting spends 
$442 for new equipment and its installation, 


divided as shown. 












SOLD 
ON IDEA OF 
BETTER 
LIGHTING 

9.8% 


XQ | 


BETTER 
LIGHTING 
INSTALLED 

237% 





This high average was obtained by the 15 activities 
in which campaign results were analyzed. 
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his chart shows the desirability of promoting indus 
al lighting sales when money expended in Boston is 
returned nineteen-fold 
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15 Activities Entire Country 
S\ Actual Estimated 
The total number of reflectors sold during the 1925 
Industrial Lighting Activity indicates that many 


workmen will be able to speed up production by 
better illumination on their work. 





Y YQ 
a $2,232,000 


$620,033 








15 Activities Entire Country 
> Actual Estimated We 
Value of reficctors sold from September 1, 1925 to 
March 1. 1926. Estimates from reflector manufac 





turers show that a greater volume of business than 
$2,232,000 was done in that period so this figure 1s 
not likely to be too high 





contracting and wiring accessories 


totaled $1,563,899. 


Using the 15 reports as a basis on 
which to estimate the total results over 
the country, the following figures are 
arrived at: 


Total reflectors sold........ 738,000 
Total value of reflectors 

Ra ee $2,230,000 
Total value of wiring acces- 

sories and _ contracting 

work sold ...........$5,630,000 


Total number of factories sold 18,300 
Total load added ...... 90,500 KW 
Total revenue for one year $4,345,000 

These figures would give the total 
estimated of the Industrial 
Lighting activity, including a year’s 
revenue of the lighting load added, 
the amount of $12,205,000. 


value 


In carrying on a campaign of this 
kind it is of course necessary, after 
the local organizations are secured, to 
select a prospect list. Broadly speak- 
ing, this list was secured from the 
State Department of Labor, a power 
survey made by the local Public Serv- 
ice Company, telephone directories, 
trade organization rosters, manufac- 
turing associations, ete. It was pre- 
pared by districts and in turn sub- 
divided into cities and towns. It con- 
tained the name of the firm, the chief 
executive, the address and the pro- 
duct. An important factor was the 
addressing of the direct by mail ad- 
vertising to the chief executive rather 
than the company. This was done to 
arouse his interest. 


Each community used a _ system 
which it felt was best adapted to get 
the best results. In addition to the 
direct by mail work, personal solici- 
tation was naturally done, all branches 
of the industry doing the particular 
work assigned to them in a manner 
best suited to the territory involved. 

Considerable impetus was given the 
campaign by industrial lighting ex- 
hibits. 
parts of the country. So successful 
were some of the exhibits, that the 
local interests decided to retain them 


These were installed in many 


as permanent demonstration rooms for 
industrial and commercial lighting. 


A complete report on the campaign 
is contained in the “Industrial Light- 
ing Fact Book”’ issued by the Indus- 
trial Lighting Committee of the Na- 
tional Electric Light Association. 






















































168 


PREY FA Ws =o 





THE soBBER’S[A)SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUS ice 





Improvements in Summer 
Radio Business 


By DON C. WALLACE 


4 hse what to do to improve sum- 
mer radio business was the aim 
of a recent meeting of the Northern 
California Music and Radio Trade 
Association. The meeting was held 
in Sacramento March 22 and was at- 
tended by approximately 240 dealers, 
jobbers and others interested in the 
radio business. 

It was the writer's good fortune to 
be present at the dinner, and the 
amazingly coherent meeting which fol- 
lowed, and although detailed descrip- 
tions of the events and talks which 
took place are not available, the writ- 
er’s reaction to just what took place, 
and what seemed the general con- 
sensus of opinion, may help other job- 
bers throughout the electrical, music, 
and radio business, particularly where 
radio is made a vital part of the busi- 
ness. 

Henry Wolf, president of the asso- 
ciation, functioned as toastmaster for 
the evening, introducing S. J. Podeyn, 
in charge of the Pacific Division of 
the National Broadcasting Associa- 
tion; Jim Smiley, assistant general 
sales manager of the Atwater Kent 
Co., Philadelphia; G. Harold Porter, 
manager Pacific Division of the Radio 
Corp. of America; Ernest Ingold, At- 
water Kent representative on the Pa- 
cific Coast, and several local radio 
men of prominence. 


Summer radio has steadily been on 
the increase due to broadcasting. With 
the formation of the National Broad- 
casting Co., chain broadcasting is now 
reaching its peak in the perfection of 
wide distribution of good programs, 
through the many broadcasting sta- 
tions. At the time of the meeting the 
new Pacific chain of broadcasting was 
just about to be opened, with a nightly 
hour of chain broadcasting through 
stations in San Francisco, Oakland, 
Los Angeles, Portland, Seattle, and, 
as soon as wires can be connected, 
Spokane. For the present, while the 


new San Francisco studios are being 
finished, the programs will originate 


in Oakland, and from then on in San 
Francisco. It seems that eventually 
this chain may expand eastward and 
the eastern chain expand westward, 
until eventually the two chains may 
be connected. 

It would undoubtedly be a good 
thing for the East to have western 
broadcasting, and likewise a good 
thing for the West to have eastern 
broadcasting, and we all hope that the 
day will not be far distant when this 
interchange of programs is regular. 

The few remaining niches in the 
national chain of broadcasting are few 
and far between and it is not very 
long before every large locality in the 
entire United States will be well 
served with local broadcasting. There 
have been occasional cases where 
programs of National importance have 
been broadcast through large special 
chains of stations drawn up for the 
purpose. The President, in his 
George Washington address, was 
heard at noon in Washington, nine in 
the morning in San Francisco, and 


five in the evening in London. \, 


Mr. Podeyn said, “The President 
spoke all day without being inter- 
rupted.” 

The amazingly joyful reaction to 
the broadcast of the New Year’s Stan- 
ford-Alabama football game at Pasa- 
dena shows just how the East takes 
to the broadcasting of some of our 
western programs. While a blizzard 
was raging in New York, with the al] 
too frequent trips to the basement 
principally to put on coal—the wel- 
come sound of Graham Macnamee’s 
cheerful discussion of the game was 
heard, with the spectators, sitting 
around, their coats off and_ their 
sleeves rolled up, the players from 
Alabama, sans socks, the Stanford 
players in silk football suits. All of 
this could not help but make New 
Year’s day in the East just a little 
more interesting. 

With the western tie-ups coming, 
the same as the eastern tie-ups, thi 
same quality of good programs com- 
ing, or existent over the entire United 
States, the radio business has been 
gaining new impetus, and the men in 
the business have been getting conti 
dence. Radio has been called tli 
“young man’s game;” the majority of 
the men in it are barely in their thir- 
ties as a rule, for it takes men witl 
vision, the young man’s vision, to se: 











Here are the new officers and directors of the Federated Radio Trade Association, 


elected in St. Louis, February 15. 


Front row, (seated) left to right, H. H. Cory. 


T. B. Sharar, Thos. White, H. J. Wrape, G. H. Riebeth, R. M. Saunders and A. ! 


Edwards. 


Rear row, (standing) H. J. Van Baalen, C. S. Bettinger, C. J. Lins 


weiler, J. O. Maland, H. P. Smith, Chas. H. Frazell, Sidney Neu, Robt. W. Bennett. 
E. C. Johnson, W. P. Mackle and Chas. L. Hohman. 
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the future in radio. This vision of 
the summer time can be carried to the 
vision of selling on the front porches, 
the ability to take any occurring con- 
dition, and make the best of it, and to 
hit it hard, selling more sets. The 
more sets that are sold, the more can 
be charged for broadcasting, and con- 
sequently the more good broadcasting 
will be available. 

An analysis of the mail received by 
the great broadcasting centers, par- 
ticularly the WEAF group, has shown 
that April is the month in which the 
least listening is done. In _ other 
words, by the time this appears in 
print, the summer slack season will 
have been passed, and radio will be 
on the upgrade. Just think of it, fig- 
ures show that the months of May, 
June, July and August are far better 
months for radio reception, that ac- 
tually the people do use their radio 
sets more during these months than 
they do during the month of April, 
which has passed and gone for this 
year. 

The live radio man will thus find 
that the summer is really the mecca 
for the live radio man, for the dead 
ones are still thinking of that-“sum- 
mer slump,” the tradition of years 
standing, which really does not exist 
at all. Figures prove that radio in- 
terest is not at its low ebb, or low in- 
terest, in summer at all, that it occurs 
in the spring, and the spring has 
gone. 

In the above four mentioned months, 
radio have been found to be the same 
as other parts of the year. The people 
actually listen to the programs in this 
part of the year, and if they will lis- 
ten to the programs there is no reason 
why new prospects will not listen. 
There is no antagonism to listening, 
if the situation is handled with con- 
fidence, and with the assurance that 
the man doing the selling knows he 
is on the right track. 

It has been said that shifting popu- 
lation is a detriment to business in 
the summer time. It is true that 
there is a shift of population in the 
summer time, that there are numbers 
of people who actually go on long 
vacations, and most everyone does go 
on some sort of a trip, or moves his 
family to the lake, or seashore. This, 
however, does not interfere with the 
numbers of people who use their radio 
sets, or with the people who would 
use the radio if they were properly 
shown just how much good it would 
do them, and just how much entertain- 
ment they could have from the use 
of their radio. 

It has been definitely decided that 
people do want radio programs. As 
to just what kind they do want, we 
have no definite information, as their 


whims change from time to time, and casters are holding the sack. ‘hey 
the desires of the listening public are must get it back, and the way they 
slowly changing toward the better do it is to charge for the programs 
type of entertainment. The broad- ©? the basis of the number of listen- 
casting stations change their pro- 18 public. Thus each person who 
xrams with these whims. Four years buys ese, & the long run, better- 
sens we . "hl ing the quality of the program thiat |), 
ago they seemed to wish jazz, 95 will be able to receive on that set. The 
per cent of those filling out ques- yadio man is selling service, pleasure 
tionnaires wanted jazz. Now the con- He is doing good to the man to whom 
dition has been reversed, and 86 per he sells the set, and the more he feels 
cent wish music of the better kind. it, the better he will succeed in the 
Jazz is cheaper music for the broad- sale of radio. 

casting stations to furnish as the This idea carried on through the 
“best” costs money. Thus the broad- ranks of the jobbers, and their sales- 


























Just a few years ago the equipment of a motion picture director consisted of 4 
script, leather puttees and megaphones of assorted variety, but then there were seldom 
more than an odd dozen actors to direct. But today the puttee is seldom worn, 
directors have been known to look at a script, and the megaphones are always in 
the property wagon, for there are from one to 20,000 people to be directed and 
other means had to be devised to have them move in unison. The problem of directing 
an army of 25,000 men going into battle, with 100 airplanes over the battle front 


at the same time, was the task placed upon the shoulders of Wm. William, director. 


recently. The entire electrical and mechanical corps of the Lasky Studio was called 
upon to devise methods, which would enable him to carry out this seemingly i™- 


possible job. Just one error would mean loss of $50,000 or more. The picture 


shows Harry Perry, electrically operating his camera over 1500 yards away, )Y 
remote control, due to heavy explosions in that area, depicting exploding shells, «4 
Wm. Wellman directing the entire battle from this point. 





Mi 


wa 









May, 1927 THE JOBBER’S hd) SALESMAN 171 












te ‘FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 










hey SA 
he} OK: . 
Ams ‘Since 9D" 

td pelt 




















ten- 


Who 

















ter- 
t he 
The 
ure 
1om 
eels 
the 


the 
les- 


— 


a 


RADIO Z TUBES 
Meet Us 















CONVENTION 
and 
Trade Show 


STEVENS HOTEL 


CHICAGO 
Week of June 13 
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NEW YORK CHICAGO SAN FRANCISCO 
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This oversize variable resistor 
is used as standard equipment 
for accurate plate voltage con- 
trol by leading B-Eliminator 
manufacturers. The scientifi- 
cally-treated discs in Bradley- 
ohm-E provide stepless, noise- 
less plate voltage control, and 
the setting will be maintained 
indefinitely. Order a stock of 
Bradleyohm- E,—today! 


Bradleyunit:A 


PERFECT FIXED RESISTOR 





This solid, molded fixed resistor 
has no glass or hermetic seal- 
ing in its construction. It is a 
solid unit, molded and heat- 
treated under high pressure, that 
is not affected by temperature, 
moisture and age. The end caps 
are silver-plated, and can be 
soldered without affecting the 
accuracy of the Bradleyunit. By 
all means, sell Bradleyunit-A 
when you have a call: for a 
fixed resistor in radio hookups. 


SEND FOR BULLETINS 
TODAY! 


| |Adlen-Bmndley 


ELECTRIC CONTROLLING APPARATUS 


Co. 


Seles Offices: 
Les Angeles Seim Louis 
New York a 
Phuladeiphis ance 
‘Seacte . 


Milwaukee, Wis. 














| 000 people radio sets and many of 


men, to the dealers, will be greatly in- | 
strumental in building up a greater | 
business, not only in the summer, but | 
throughout the entire year. There is 
still a possibility of selling 60,000,- 


them can be readily sold in the sum- 
mer time. 





The greatest obstacle the jobber’s 
salesman has to overcome is the in- 
tangible timidity with which most of 
us are endowed. This timidity may 
take on several forms, and, of course, 
if we do not want to hurt any one’s 


feelings we should not call it timidity. 
To have the absolute courage of one’s 
convictions, is the first step towards 
dispelling timidity. If the salesman | 
is completely and absolutely sold on 
the goods he sells, then timidity will 
vanish. It’s the faltering, slight hes- 
itancy, the lack of feeling that the 
salesman is there to render a service 
to the dealer that intervenes. Perhaps 
we should call it “spring fever,” but 
spring has gone, and we should not 
imagine that “John Smith is busy this 
morning,’ or that “George Jones is 
probably opening up his mail just 
now, or that “James Walker is prob- 
ably extremely busy with his custom- 
ers.” Be optimistic and have conft- 
dence, and the summer will run along 
so smoothly as to be unnoticed in the 
chain of sales totals. 

Do not overlook that the automobile 
industry had the same experience, but 
today its winter sales are as high as 
its summer demand. 


* * * 


Chicago Trade Show Space 
Over Sold 


Due to the great demand for space 
of the Radio Manu- 
facturers’ Association, for the First 
Annual Trade Show, to be held at 
the Hotel Stevens, Chicago, in con- 
nection with the Third Annual R. M. 
A. convention during the week of 
June 13 and the fact that it has been 
impossible to supply all the space re- 


from members 


quested, or in many instances to 
supply any exhibit space at all for 
those who made late applications, 
Herbert of the 
show committee feels that an explana- 
tion is due to all friends, both of the 


press and the trade, who have re- 


H. Frost, chairman 


sponded so generously in the support 
of this first trade show. 

The exposition hall of the Hotel 
the largest hotel in the 
world, was obtained for the holding 
of the trade show, with approximately 
19,000 sq. ft. available for exhibit 
The first call for applications 


Stevens, 





space. 
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KESTER 


Rosin Core 


RadioS OL 
Sure # Safe and 
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BECAUSE /T'S 
Easy toUse 


THAT'S the beauty about Kes- 
ter Radio Solder—it’s easy to 
sell because it is ready for use. 
It ‘Requires Only Heat.” 
Another thing about Kester Solder 
is that the small packages are gen- 
erally the start - a dealer’s order 
on your books. And for the deal- 
er, they are the start of a neat 
little business that rapidly grows 
into sales on the larger packages. 
No long missionary work in sell- 
ing Kester Solder. An extensive 
advertising campaign reaching all 
of the dealers is constantly break- 
ing down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 

Start now at this active time and 
enjoy the repeat business which 
will come to you all year round. 


STER 


SOL DER 


APPROVED BY 
RADIO ENGINEERS 
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At Last! 


A Real’A Battery Eliminator 


No Battery 
No Acid 
No Liquids 
No Tubes 
No Moving Parts 
No Hum 


Stewart 
Gleetrie A” 


The ideal socket power unit to boost 
your personal sales volume 


SE the four-page announcement of Stewart 
socket units in the May issues of Radio 
Retailing, Electrical Merchandising, Electrical 
Record, and Talking Machine World. 


STEWART BATTERY COMPANY 
125 North Peoria St., Chicago, III. 
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| brought a response for over 41,00) sq. 












ft. of space. It has therefore jee, 
necessary to reduce each application 
to accomodate properly, all of those 
first received. 

There have been many later appli- 
cations that they have not been able 
to take care of at all, because of the 
first over-subscription of space. It js 
hoped that all of these concerns wil] 
appreciate the committee’s position, 
and it offers its assurance that next 
year, larger quarters will be selected 
and plans made for the accomodation 


of all. 


















































* * %* 


Nema Radio Standards 


The first comprehensive group of 
standards for the radio industry has 
just been published by the National 
Electrical Manufacturers Association, 
according to announcement by L. B. 
F. Raycroft, vice-president of the ra- 
dio division. These standards are 
available to any manufacturer, dis- 
tributor, dealer, service shop, public 
utility or amateur and may be ob- 
tained from the association headquar- 
ters at 420 Lexington Ave., New 
York, for one dollar a copy. 

In this 50-page handbook are 
standards for such items as antenna 
package, instructions for antenna 
installation, radio jacks, condenser 
and rheostat mounting, temperature 
tests for loud speakers, tests for audio 
coupling devices, allowable potentials 
on loud speaker cords. 

The handbook establishes the fre- 
quency range of broadcast receivers in 
the band from 550 kilocycles (541.1 
meters) to 1500 kilocycles (199.0 
meters). Standards are also given 
for such items as control markings for 
receiving sets, and defining such terms 
as “volume,” “intensity,” “station se- 
lector,” etc. 

In the vacuum tube section dimen- 
sions and drawings are given for va- 
rious standard tubes and bases, and 
definitions for such terms as diode, tri- 
ode, control, electrode, grid potential. 
Formulae are shown for a number of 
technical values as plate resistance, 
input admittance and mutual conduc- 
tance. 

Engineer and amateur will appr 
ciate the appendix giving fundamental 
symbols for inductance, capacity, ' 
sistance and also other familiar elec 
trical terms which have special app! 
cation to radio, such as “inductor 
shielded,” “coil antenna,” etc. The 
symbols are really the radio man’ 
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Above is pictured the sturdy, 20-inch, 12-wheel locomotive of the “President’s Special”, crack 
6%- foot American Flyer electric train modeled after the famous 20th Century Limited. 
This handsome train heads the finest line of electric trains ever offered to jobbers and dealers! 


American Flyer’s 20th Anniversary 
Electric Trains-A Rainbow of Colors! 


We celebrate our 20th year in business with a 20th Anniversary 
line of electric trains rivaled only by the rainbow! Every merchant 
knows the appeal that color has for children, and each train in 
our 1927 line is in a distinctive, brilliant color! 

Improved triple action remote control; 12-wheel locomotives 
and coaches; twin headlights that reverse with the locomotive; 
electric lighted cars and observation platforms; electric lighted rear 
platform train signs—these and other outstanding features distin- 
guish various American Flyer electric models. 

Jobbers, salesmen and dealers alike are pleased by the compact- 
ness of American Flyer’s 20th Anniversary line. The American 
Flyer Line is complete, yet condensed—all “slow movers” have been 
cut away. The dealer need not over-invest in order to have a full 
stock. Turnover is rapid and carries the maximum in profit. 

Our 20th Anniversary full-color catalog is now on the press. 











Six-wheel trucks and three point sus- On request, we will gladly send you or any of your dealers an ad- 
pension are noteworthy features of vance sheet showing the 1927 models and new prices. Show it to 
American Flyer electric trains. Three- the dealers on whom vou call. 


point suspension (A, B and C) lends 


it ate " “Over Six Milli ied Ow - 
flexibility to the trucks and aids in enn eae 


holding the train to the tracks when AMERICAN FLYER MFG. CO. 
rounding curves at high speed. 2219-39 South Halsted Street, Chicago, Ill. 
& Visit our permanent New York display at the “Toy Center” 
200 Fifth Avenue, New York 
ELECTRIC TRAINS General Distributors for Structo Toys 
$5.75 to $55 ee 


Retail Prices 


Ss 


Jobber territories are open in some 
localities. Write us. 


mecrican fii, 


Zranstormers Electric Trains Mechanical SZ 
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shorthand for both conversation and 
record. 

The appendix also deals with speci- 
freations for the construction and test 
of power operated radio receiving ap- 
pliances which is a proposed stand- 
ard, not yet adopted by Nema, but 
“distributed at this time for study and 
criticism.” 

Commenting on these standards, C. 
A. Bates of the Bryant Electric Co., 
who is chairman of the standards 
committee for the entire association, 
issued the handbook, said: 
“The technical requirements of radio 
today are almost entirely electrical, 
the preparation of radio 
standards it is therefore necessary to 
refer them for final check to the cur- 
rent practice in the electrical indus- 
try, with regard to both problems of 
design, manufacture and operation of 


which 


and in 


equipment. 


“Nema standards are obtained by 
considering the elements of 
both commercial and technical nature 
which affected. Each division in 
our association operates independent- 


many 
are 


ly with regard to the equipment of 
their special field until it affects some 
other By clearing the final 
results through a central standards 


committee, we have a product which 


group. 


is approved and tested, and fits in 
with the best experience and practice 
as well as being an authoritative and 
truly representative agreement, from 
the many branches of our electrical 
industry who serve or are affected by 
radio. In my opinion these standards 
are a genuine contribution, and will 
help in stabilizing and promoting the 
business of the radio manufacturer.” 





I'M POTTS’ HELPER 
MIDOLE STATES ELECTRIC CO. 


860 W. Mownos OT 
CHICAGO 





Any 
eled in Illinois during the past 15 years 
will recognize in the above, the work of 


jobber’s salesman who has trav- 


A. O. Potts of the Middle States Electric 
Co., Chicago. Potts is leaving his II- 
linois territory to cover the Chicago dis- 
trict and this is his way of introducing 
his successor, C. C. Craw. Not a bad 
method of putting his dealers in a re- 
ceptive mood for Mr. Craw’s first visit, 
is it? 


How To Behave When Hold- 
Up Man Arrives 


When a hold-up man points a gun 
at you and tells you to “stick em up” 
—what course would you pursue, if 
any? If you want practical advice 
on how to act under such conditions 
read these tips from Storm O. Wha- 
ley, cashier of the Bank of Sulphur 
Springs. Mr. Whaley ought to know. 
He has been held up four times. 

His set of “rules” is as follows: 


“Keep cool, hold your hands high 
and make no motions that might be 
misunderstood, as the bandit is un- 
der an intense nervous strain and 
might mistake the most innocent ac- 
tion and begin to shoot. 

“Talk quietly to the bandits if 
possible, as it lessens the tension. 


“Study their features and compare 
their faces with some one you know. 
The noting of a small mole on the 
cheek of one bandit made his identi- 
fication absolutely sure for me. 

“Keep your note case away from 
your safe or money drawer during the 
day. They might think it contained 
bonds and take it. They usually ask: 
‘Where are your bonds?’ I reply: ‘I 
carry them with my city correspond- 
ent.’ 

“Don’t keep pistols where excited 
customers might seize them. Have 
them hidden where you can reach 
them when they leave. 

“Carry heavy burglary insurance 
and keep the smallest possible amount 
of money in your safe and till. 

“T have been locked in my vault so 
much that I have to wear colored 
glasses when I go out in the sun, and 
am thinking about installing a kitch- 
enette in the vault to be sure of reg- 
ular meals. 


“Don’t throw the vault door bolts 

that the door cannot be locked 
without running the combination. This 
is dangerous. They are in a hurry. 
If they find the door will not close, 
you leave them nothing to do but to 
shoot you, knock you unconscious or 
take you with them. 


so 


“T have a phone hidden in my vault. 
I can tell the operator just what to 
do. 

“The best remedy for bank robbers 
is the death penalty. When they re- 
ceived life sentences they only smiled. 
When there was danger of the elec- 
tric chair, they whined like curs. 


“All Don’t 


were 


young men. 





—— 
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watch middle aged or elderly | 
The young man who asks for chi 
and looks around is spotting »; 
help, doors and vault door. When | }\.y 
‘come, keep cool, hold them high, st dy 
their faces, obey orders and rem:- 
ber your chance will come later. — 
Exchange. 


* * * 


Radio Association to Work 


With St. Louis Schools 


Robert W. Bennett, president of 
the R. W. Bennett Co., was elected 
president of the St. Louis Radiv 
Trades Association at its annual elec 
tion of officers. The other newly- 
elected officers are Julian E. Sam) 
son, George H. Niekamp, and Gus H 
Cohn, vice-presidents; Samuel 3B 
Singer, secretary and W. A. Ward, 
treasurer. Wm. P. Mackle was i 
elected executive secretary of the as 
sociation. 


The Board of Directors chosen for 
the ensuing year consists of Robert 
W. Bennett, Gus H. Cohn, Walter H 
Dyer, Loren M. Wood, Melville } 
Hall, Harold J. Wrape, George H 
Niekamp, W. A. Ward, Samuel b 
Singer, Julian E. Sampson, A. ( 
Brandt and Robert Kissel. 

The association now has 170 men 
bers. 


T. E. Spencer, principal of the vo 
cational department of the board ot 
education, spoke on the _ proposed 
plan of the board for the installation 
of vocational training in St. Louis 
public high schools for radio servic: 
men, explaining how the state board 
of education matches the funds of 
the local board for installation and 
maintenance of such _ vocationa! 
courses. He also referred to a cv 
operative plan the board of education 
wishes to enter with the Radio Trade> 
Association by furnishing the instruc 
tion rooms, equipment, maintenan 
and salaried instructors. He declared 
that, in order that these courses 
might be of value to the radio indus 
try and to the public, the guidance 
of the Radio Trades Association > 
technical committee would be accep! 
ed by the board concerning length 0! 
courses, selection of subjects and 0! 
teachers. 

Plans were submitted to the mem 
bers and the new directors and it w*> 
decided to adopt and sponsor the >! 
Louis board of education plan for \ 
cational training. 
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The Clear Top 


Semi-indirect illumination is acknowledged to be 
the very best for office or school lighting. The 
difficulty of maintenance has always been its most 
serious handicap. 


The Clear Top Luminaire has overcome this objec- 
tion and now offers the greatest efficiency in semi- 
indirect illumination together with an ease of 
cleaning and lamping not found in any other unit. 


The glass holder neck permits an upward efficiency 
directly THROUGH the holder and at the same 
time eliminates all ceiling shadows. The upper 
portion of the bowl is practically clear while the 
lower portion is enameled so that about 75 % of the 
light is directed upward and 25% downward 
through the bowl. To the jobber who is anxious 
to keep step with the times we offer an unusual 
opportunity. Write us. 


Goodrich Electric Co. 
1650 Ogden Ave., Chicago 
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Watch Your Step 


It must not be assumed that the 
printed portions of a contract or let- 
terhead are ineffective under all cir- 
cumstances, because, where a contract 
is written on a letterhead which has 
reasonable printed statements which 
do not conflict with the written body 
of the letter, generally both parties 
are bound by the printed statements 
contained therein, and this is true even 
though a party to the contract does 
not read the printed notice or infor- 
mation. 

An illustration of this phase of the 
law is supplied by the records of a 
litigation between a company and a 
merchant. The regular form of a 
company’s billhead contained words to 
the effect that the firm was not re- 
sponsible for money paid to its sales- 
men. Litigation developed because of 
the fact that a salesman failed to 
report the receipt of money paid to 
him by the merchant. The Court held 
that the company was entitled to 
recover the amount of the bill from 
the merchant which was previously 
paid to the salesman, although the 
merchant testified he did not see nor 
read the notification on the bill to not 
pay the salesman. 

At various times the Courts have 
entered into an explanation of why 
the law is thus established. For ex- 
ample, it has been said that the reason 
a printed part of a contract is less 
effective than the written portion, is 
because a printed form is intended for 
general use, whereas the typewritten 
or written words represent the lan- 
guage originated by the persons of 
the contract. Another Court said that 
the meaning of a contract certainly 
may be obtained from the part which 
is compounded by the parties them- 
selves, better than other parts that 
have been written by another and dis- 
interested person. 

Sometimes the typewritten portions 
of a letter are inconsistent and con- 
tradict each other, under which 
circumstances the Courts hold that one 
portion qualifies the other, and a con- 
struction must be given so as to arrive 
at the intentions of the parties at the 
time the contract was entered into, as 
it is foolish to assume that the parties 
intended ambiguous statements. 

An example of a contract that is 
decidedly ambiguous is supplied by 
the records of a case in which it was 
disclosed that two persons entered in- 
to a written agreement whereby one 


of the individuals agreed to sell arti- 
cles of merchandise to the other. A 
statement of the printed contract form 
read: “No objection to any kind of 
cedar.’ A written portion which was 
inserted between the lines read that 
the articles were ‘‘to be yellow cedar, 
first growth.”” In this case the Court 
said that it was quite evident one or 
the other of the parties who signed 
the contract failed to read it and, 
therefore, it is proper to assume that 
the person who inserted the written 
which specified that the 
merchandise should be of a particular 
grade, intended for the contract to be 
read that way, and the other signer 
undoubtedly read that particular stip- 
ulation, although he may not have 
read the printed portion. 

The same law applies to one and 
all forms of contracts. It does not 
matter whether the contract is for the 
sale of a bill of goods, or for other 
purposes. 

For instance, where a litigation in- 
volved a bill of lading that contained 
a printed statement by which the 
liability of the railroad company was 
limited to a specified amount in case 
the goods were lost, the Court held 
that the handwritten portion of the 
bill of lading, which specified an 
amount in excess of the printed limi- 
tation, was effective the same as if the 
printed form of the bill had not con- 
tained the notice of limited liability. 

In another legal controversy which 
resulted over a disagreement of the 
payment of interest on a promissary 
note, it was disclosed that the printed 
portion of the note specified that the 
note bore six percent interest, and in 
another portion it was written in 
handwriting that the note was without 
interest. The Court held that the 
borrower of the money was not com- 
pelled to pay the lender interest for 
the use of the money, because the 
written part and not the printed part 
was effective. 


portion, 


McKenney & Waterbury to 
Have Base Team 


The young men of the McKenney & 
Waterbury Co., Boston, have organ- 
ized a baseball team which will repre- 
sent the company. They have issued 
a challenge to teams composed of men 
connected with other electrical houses 
in Boston and surrounding territory. 

Charles F. Fargo, one of the com- 
pany’s salesmen is managing the team 
and he would be glad to hear from 
any house having a ball team. 
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Cooking By Electricity Grow. 
ing in Popularity 

Electricity -as a cooking agency js 
rapidly passing the toaster-percol ator 
stage. More than a half million ¢lec- 
tric ranges are now in use in the 
United States and it is predicted that 
cooking by electricity will become as 
generally popular as ironing by that 
method is now. 

In 1899 the principle of electric 
cookery was first introduced to the 
public at the Crystal Palace electrical 
exhibition in London, in the form of 
small cooking appliances, but not on 
as large a scale as an electric range. 
After 1900 some activity took place 
in the development of electric cook- 
ery in the United States. A few man- 
ufacturers started to experiment with 
frail cooking devices and by 1909 
electric ranges were manufactured so 
that results were satisfactory. 


Since then rapid strides have been 
made in the development and _ im- 
provement of this latest method of 
cooking. Cooking authorities and 
dieticians were the first to see the 
revolutionary advantage of the elec- 
tric range. The leading cooking and 
domestic science schools, hotels and 
apartment houses are also using this 
clean, economical method of preparing 
foods. 

















On the left is W. R. Barker, new sales 
manager of the R. M. Laird Electric Co., 


Minneapolis, Minn. He has been in the 
business ever since graduating from the 
Massachusetts Institute of Technology, 
most of the time with Robertson-Cata- 
ract in Buffalo, where he was a pal of ! 
Browning. He had been with R. M. Laird 
only six months prior to his promotion. 
On the right is C. L. Barrett, purchasing 
agent. Barker says he is very fond of 
Barrett, but wishes he would quit brag- 
ging about his ten months old baby boy. 
He further deposes that as an indoor 
golfer, his friend is a darned good pur- 
chasing agent. Mr. Barrett has been w'th 
R. M. Laird eight years. 











THE 


May, 1927 


JOBBER’S {Ql 


SALESMAN 


179 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF 





THE JOBPER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





A Sales Idea 








‘—Light-up as You Clean-up—" 


AY finds 99.44% of the fami- 
lies in America doing one or 
two things. Either they are moving, 
or cleaning house. In both cases 
they are doing what they can to 
brighten the corner where they are. 


“Light-up as you clean-up.” Urge 
your dealers to send that message 
ringing through their stores and out 
into the street in May and you will 
strike as responsive a chord as any 
composer of spring songs ever hit. 


But don’t just give them the bare 
idea and leave them cold. Help 
them to— 


|) Put a display of National 
\MazpA lamps in the window and 
back it up with the beautiful Parrot 
oster display that subscribers to 
our window service will receive in 
May. Then have them put a 
streamer on the window which reads 


‘Light-up as You Clean-up.” 


(2) Put a lamp Attracter on the 
counter and on it place a 5-lamp 
Demonstrator. The Attracter is the 
most powerful sales builder we ever 
produced and the Demonstrator 
talks facts that clinch the deal. 


These two form a complete lamp 
merchandising unit. Beside the 
Attracter and Demonstrator place 
a card reading, ‘‘Light-up as You 
Clean-up.” 

(3) Ask everybody who comes in 
the store, ‘‘How are you fixed for 
lamps to light-up as you clean-up?” 
(4) Run a school boy campaign. 
Send these junior salesmen to every 
house and store in the neighborhood 
and have them say to everyone, 
“Here are some lamps with which 
to light-up as you clean-up.” 

Help your dealers do those four 
things and they are bound to clean- 
up as they light-up. 


MaAzDA is not the name of a product 


but the mark of a Research Service 





NATIONAL 
CWA. 

















ational 
MAZDA 













































180 THE JOBBER’SM|SALESMAN 


ww 

























Wm. Bleiman travels 


Some traveler :— 
from Maine to Virginia in the interests 


of the Rodale Mfg. Co., New York. This 
is Bill’s eleventh year selling for the man- 
ufacturers in that territory, and those he 
doesn’t know by their first names just 
aren't in business. 





Still Growing 


The light and power industry 
added 1,460,360 new customers to its 
lines in 1926 and now serves a total 
of more than 19,500,000 customers in 
this country. Approximately 68,500,- 
000 people, or 58 per cent of the 
population, now live in homes served 
by electricity. The development of 
electrical power in America, during 
the last decade has been one of the re- 
markable achievements and the rest of 
the world has watched this develop- 
ment with wonder. The development 


is far from complete. 


Those heading the industry look 
forward to the time when power lines 
will crosscut all parts of the country 
and serve isolated communities as well 
When 
cheap power gets to the farming com- 
munities it will mean the use of this 


as the more densely populated. 


power utilized in many ways on the 
farm that will save labor and other 
losses that are now the bugaboo of 
the farmer. 
%* * 

“T knew it was going to be a good 
show when the curtain had been up 
only two feet.” 





Morris Blumberg Lands 
Big Order 


The Morris Blumberg Electric Co., 
Detroit, Mich., was successful in se- 
curing an order for 12,000 Reynolite 
installation in the new 
Detroit’s finest new 


gangs for 
Eaton Tower, 
tower building. 

* * * 


His Sales Manager’s Letters 


Says a writer in “Neco Contact” 
that new and interesting house organ 
of the Novelty Electric Co., Pa.: 

“Not long ago I traveled for sev- 
eral weeks with a salesman in another 
line of business. Every Monday 
morning as we went to the hotel desk 
for our mail, I saw him get an en- 
velope—tear it open—take one glance 
at the contents and throw it in the 
wastebasket. For the rest of the 
forenoon he would be upset—then his 
good humor would come back and he 
would start selling. 

“On the last Monday morning I 
asked him to let me see the letter 
he was throwing away. It was a let- 
ter from his sales manager. There 
were some good thoughts in it, but 
any one with an ounce of brains could 
see that the same letter was being 
sent to every man on the force. It 
“general” _letter—uplift, 
preachy sort of a letter that talked of 
the value of increased sales and in- 
creased income. There wasn’t a line 
in it that touched on the human side 
of my salesman friend. 

“What the salesman 
some interest taken in him—salesmen 
are like a lot of women, they need 
attention. Plugging along, day after 
day, selling the same things over and 
over turned down; 
listening to all the kicks 


was a 


wanted was 


again—getting 
and com- 
plaints of the customers; hearing the 
hard-luck stories—heaven knows they 
need attention. They need a pat on the 
back here, a_ little encouragement 
there, a little counsel, a new start. 
They know that increased business 
will help them make more money— 
and they want to make all they can, 
want to get more and bigger orders. 

“If you've got men on the road, 
support them—give them kindly en- 
couragement; make them believe in 
vou by being human, and understand- 
ing their human frailties. Your sales- 
men aren't truck horses, which any 
dub can drive; they are race horses, 
tender on the bit, full of nerves and 
need a light hand and understanding 
mind to get the best results.” 





—1 
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Clearing the Radio 
Air-Lines 
(Continued from page 9 
following channels will not by a,- 
signed for use by stations license: by 
the Federal Radio Commission: . 


Wave Kilo- 
Length cycles 
Channel 291.1 1030 
312.3 960 
329.5 910 
356.9 840 
410.7 730 
434.5 690 


Application for the above channels 
will therefore not receive considera- 
tion. 


Government Departments Are 
Helping 

Some questions have been asked us 
as to how far the Federal Radio Con- 
mission will be able to function owing 
to the failure of the Second Deficienc, 
Bill to pass the last Congress. Tlic 
commission will admittedly be handi 
capped in its activities by lack of 
funds, and, particularly in the matter 
of personnel, will be unable to estab 
lish such a staff as is contemplated in 
the radio law, on account of the com 
mission’s inability to pay salaries. 

On the other hand, thanks to tlie 
courtesy and consideration of other 
departments of the federal govern- 
ment, the commission expects to be 
able to function with reasonable et- 
ficiency, and to perform the most im- 
portant of its tasks without serious 
handicap. For example, the Depart- 
ment of Agriculture has assigned Sam 
Pickard, of its radio service, to act as 
secretary of the commission for tli 
time being. The Department of Com- 
merce has provided temporary quar 
ters. The Department of Justice has 
offered the necessary legal assistance. 
The State Department has aided in 
the clarifying of the Canadian situa 
tion. And, offers of office assistance 
have been generously made by tlic 
War and Navy Departments and \« 
rious other branches of the Govern 
ment. 

To these government departments 
the Federal Radio Commissioners «\ 
press their appreciation. 


Radio Industry’s Job Begins Where 
Commission Leaves Off 
There is no doubt that the Radio 
Commission has a big job ahead oi 't- 
But after the Commission had 1) 
ished its task, there will be still «” 
other and bigger job ahead for radio 
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— the news of a proven, powerful plan for capitalizing the 
price reduction and increasing Edison Mazpa* Lamp sales 
spread throughout the country. An avalanche of telegraphic 
orders responded to its announcement. 

Retail Agents’ sales everywhere are increasing. And job- 
bers’ salesmen are again realizing that the Edison Lamp Works 
backs the jobber’s salesman. 


*Mazpa—The mark of a research service 
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APC-933 —. Same 


For 4 , &, 





iano 







No. 933 
For 3%” Box 





SPC-933 with Shade Pree 7 
For 3u%” Box No. 936 
For 4” Box 
Arrow Interchangeable Porce- 
lain Fittings will combine to 
make a wide variety of Ceiling 
Units. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 
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For 3%” The complete line of Wiring Devices app. 996 eh — 
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One beauty of this line is its simplicity. 
With a suitable range of sizes for lamps up 
to 8%” total length, practically every require- 
ment is provided for. A reflector style is 
also made in size for lamps measuring not 
more than 55%” total length, 











Users are enabled to standardize on this 
line for all their lamps. 


Flexible Steel Lacing Co. 


4698 Lexington St., Chicago, III. 


HYAOUOOOAPACEOOALAHACA TAA Ny 


FLEXCO| 












































5 












































ne a 
UUMIUANLAT MMMM 




























































wholesalers and dealers—the job of 
putting adequate radio service int, 
every one of America’s 22,000.(\009 
homes. For what will it avail oy; 
public to have good broadcast jro- 
grams and clear undisturbed channels 
of reception, if only a small fraction 
of our citizens have radio sets in their 
homes, as at present? 

So far, we have made only a bare 
start on this huge task of equipping 
the Great American Family with 
radio. For to date we have fitted up 
only 6,000,000 homes with sets, out 
of the 22,000,000 homes in the coun- 
try. Only 6,000,000 radio sets are 
today in use,—in the face of 18,000, 
000 automobiles, 15,000,000 wired 
homes and 8,000,000 phonograph’! 
And we are now selling radio sets at 
the rate of only 1,750,000 a year, 
perhaps half of which go to replace- 
ments, so that the net gain is actually 
only a million or less sets a year. 

At this rate it will take more than 
14 years, just to saturate the present 
market ! 

This is too slow. 

We must find new methods and new 
energies to apply to the distribution 
of radio merchandise, if the selling 
job is to be finished before the present 
generation all become old men. 

Electrical and radio jobbers can do 
much to stimulate the trade _ into 
speeding up the rate of radio sales, 
and can, by well-calculated promo- 
tional efforts tremendously accelerate 
the present buying of radio by the 
public. 

On the radio industry and trade— 
manufacturers, jobbers and leaders— 
rests the responsibility for the real 
job of the future, after the Commis- 
sion has cleared up the channels—the 
job of putting a radio set into every 


American home! 
* * # 


An Inspiration to the 
Industry 


(Continued from page 11) 
they meet the following requirements, 
agreed upon at the Atlantic City 
Convention last fall: 

(1) Have a general stock of 
electrical supplies of a net value of 
at least $50,000. 

(2) Have salesmen covering 3t 
least the immediate vicinity of their 
place of business. 

(83) Do an annual business in tli 
sale of electrical supplies of not less 
than $250,000, and not engage in an} 
other than a jobbing business. 

The initiation fee is now $250 
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METER SERVICE SWITCHES 
A A ROTARY 
ACCESSIBLE MAIN FUSE TYPE 


MOST 
WIRING ROOM 











Cat. No. 755 
2W 1 Fuse 125 v. 
solid neutral. 





Cat. No 755 
“On” position. 





Cat. No. 756 
3W 2 Fuses 125-250 
volts—solid neutral. 





EASIEST 
TO OPERATE 


Just ONE operation, the moving of the handle to the “Off” 


position brings fuses to view for replacement or inspection. 


Cat. No. 756 
“Off” position. 


Illustrations show large amount of wiring space and that no 
terminals are covered up or hard to reach. 


Ask for new 12-page booklet. 


METROPOLITAN 


DEVICE GORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN :- NEW YORK 


CHICAGO PITTSBURGH DETROIT 
PHILADELPHIA ST. LOUIS MINNEAPOLIS 
BOSTON ATLANTA SEATTLE 





| (formerly $500) and the annual due, 

| are $400 for houses whose volum: oj 

| business amounts to $500,000 or 

| annually. Members pay $25 for cach 
$100,000 in excess of $500,000. T), 
annual dues are subject to a disevint 
that may average 30 per cent. !'}y 
association refunds to its 
railroad and Pullman fares when at 
tending meetings, and also allows ai- 
tendance fees which average around 
$10 per day. Applications for mem- 
bership may be addressed to the gen- 
eral secretary of the association, 
Franklin Overbagh, at 411 Sout! 
Clinton St., Chicago, and should |x 
accompanied by the initiation fee of 
$250. 

The meeting at White Sulphur 
Springs, W. Va., May 2 to 6, is. to 
use the old bromide, “fraught wit) 
great possibilities.” There will lb 
number of new members there for oi. 
thing and the association is out to 


members 


make this meeting so interesting from 
every standpoint that other new mem 
bers will be brought into the fold. 
good program has been prepared, tli 
time-honored banquet has been inaug 
urated, delegates will be badged for 
the first time so that everyone wil! 
know who is who, and all will tx 
made to feel that they are attending « 
real red-blooded meeting. 











R. J. McCabe of Graybar, common!) 
known as “Mickey.” He has something t’ 
do with the General stores depar‘met'. 
a job good enough to get trips to Floric« 
and California in winter and New Enz- 
land and Canada in summer. He is ‘ 
other one of “Van’s boys” from g:ran¢ 








oldtexas. 
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Grouping themselves around the “Fire | 


Chief's” new Buick, which he brought 


‘round to show the boys at the Florida | 
Electric Supply Co., Jacksonville, are, left | 
to right:— L. G. Moore, manager of the | 


Miami branch; C. D. LaMee, vice-presi- | 
dent and sales manager of the company, | 
ind F. W. Knoepple of the Trumbull | 
Electric Co., who covers the state of Flor- | 
ida. If you look closely you can distin- 

guish one of the many Firé Chief badges | 





! 
REPUTATION 


Is your safest GUIDE 


It is fortunate that public favor is not to be captured— 
permanently—by catchwords or promises, but is be- 
stowed only on products that have proved themselves. 
Because this is true, the good name of a company and 
its trade-mark is the safest guide any buyer can follow 
in any field of business. 


which Mr. Knoepple possesses. He works | 


with various departments to prevent elec- | 


trical fire hazards and is an honorary 
member of the International Association 
of Fire Chiefs. 





Syracuse Supply Building New | 


Warehouse 

The Syracuse Supply Co., Syra- 
cuse, N. Y., is building a new ware- 
louse on Maltbie St. The main sales 
office will be continued at 314 W. 
Fayette St., as the new building is 
intended only for storing heavy elec- 
trical material as well as mill supply 
material. 








Sidney Cohen of the City Electric Co., 
racuse, N. Y. is now out selling the 
“'y trade. He was formerly an inside 
min, 


~ 





To Square D, 24 years of competitive manufacture and 
selling have brought unquestioned leadership in the 
Safety Switch industry—an earned reputation for qual- 
ity, value and dependability that is based solidly on 
more than 4,500,000 satisfactory installations. 


And because this confidence has never been violated, it 
is naturally extended to all Square D products— power 
panels, industrial switches, testers and other equipment 
designed to make the use of electricity safer and more 
efficient in both homes and industries. 


There is a real advantage to those who use electricity, or 
who buy or sell electrical equipment, in insisting upon 
a trade-mark that has so firmly established its right 
to leadership. It is safe to assume that a company which 
has always kept faith in matters of quality, price and fair 
dealing, always wi// maintain these same high standards. 





SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. (104) 

BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 

burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 

Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 

New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis 
SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 

BRANCH OFFICES: Toronto, Montreal 


SQUARE D 


ELECTRICAL |\"="|| EQUIPMENT 
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How Is YOUR 
Gyrofan Stock? 


EEN JOBBERS are careful 

buyers--and careful buying 
means having a few EXTRA Gyro- 
fans to handle those ‘‘Must-deliver- 
at-once’’ Gyrofan orders which come 
in about this time. 


How is YOUR 


Gyrofan 
Stock 


over your 
Stock ---and 
MAKE SURE 


\ 


Direct 


or alternating Current. 
Voltages 100 to 250 volts. Fan 
Blades 15” diameter. Specify 


length of stem required. Standard 
Finish, Black. 








Ceiling Type Gyrofan 
(Column Type also made.) 


The National Screw 
and Mfg. Company 


(A B Products Division) 
2440 East 75th Street 


Cleveland, Ohio 
UIIIIIIIUIUNUAUUUUULLLU ALU 











What the Jobber Can 
Expect of Radio 


(Continued from page 14) 
the radio industry as he really should. 

“The truth of the matter is that in 
manufacturing, as well as in sales, 
radio has been a badly pampered in- 
dustry. It was brought up in the lap 
of sudden demand; it was softened by 
sales. An over-indulgent pub- 
lic, unable to discriminate between the 
good and the bad, accepted, for a pe- 
riod, everything offered in the name 
of radio. The result was a bad at- 
tack of industrial indigestion. 

“We that progress and 
growth go hand in hand in every in- 
dustry. Yet, it was not so long ago 
when some manufacturers, jobbers 
and dealers were joining in the com- 
mon prayer for stabilization, when 
what the industry vitally needed was 
further technical development. 


easy 


know 


“Who doesn’t remember the diver- 
gent views which arose from many 
factors in the radio industry, upon the 
discovery that there was a seasonal 
trend in the radio sales? We know 
now that the best way to shorten the 
seasonal curve is to give better broad- 
casting programs in the summer time 
and for the jobber and dealer to push 
their sales efforts in the summer as 
well as in the other seasons of the 
year. 

“Who's forgotten the shock of sur- 
prise that came to some jobbers and 
dealers, when the fact was made clear 
that unlike the crude models of the 
early days, the modern radio set re- 
quired servicing? The fact is that 
the “‘flivver”’ of 
passed. 

“The most encouraging aspect of 
the radio situation today is that we 
now see the light. Research and lab- 
oratory development have solved our 
greatest natural problems. Static is 
no longer an insurmountable barrier ; 


days radio have 


selectivity has come to untangle the 
jumble of reception from which radio 
We have 
developed radiotrons and loudspeakers 
that practically do away with distor- 


suffered in the early days. 


Radio broadcasting has become 
the home. 
Through the action of the recent Con- 


tion. 


an accepted service in 
gress, the first steps have been taken 
to place this service upon a permanent 
and orderly basis. 

“What can you say to the jobber 
now with regard to the plans of the 
Radio Corporation for 1927?” Mr. 


Sarnoff was asked. 
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“Our plans for 1927 and 1928 |, 
replied, “are based upon the follow ing 
fundamentals: 

“1. The maintenance of our leadey- 
ship in technical development, so {)a} 
every RCA product shall be synony- 
mous with the highest achievements jy 
the industry. 

“2. Research and development 0) 
the largest possible scale in order fur 
ther to advance the art. 

“3. The development of broadcast- 
ing in the United States through the 
National Broadcasting Co. set up by 
the Radio Corporation and its asso- 
ciates, so that every home in the coun- 
try eventually will be able to receive 
the outstanding programs of the air. 

“In line with this policy, radio sets 
and equipment which we are now dis- 
tributing to the trade for the 1927-28 
season will require minimum servic- 
ing; such additional items as may be 
included from time to time will open 
entirely new market ranges for RCA 
equipment, both as to price and as to 
performance; and heretofore dormant 
markets—dormant largely because of 
poor broadcasting conditions—will be 
developed for intensive sales effort.’ 

Does the policy of the Radio Cor- 
poration to manufacture a complete 
line of equipment—the most popular- 
priced as well as the more expensive 
sets—imply any change in its job- 
bing arrangements? 

“We will let the performance of 
our' jobbers determine that,” he re- 
plied. 

“Every intelligent jobber under 
stands and accepts the theory of his 
primary functions. He knows that the 
radio manufacturer must continue to 
produce throughout the year, if he is 
to meet the peak demands of fall and 
winter. He knows that it is the job- 
ber’s function to share the burden of 
warehousing and credit and to assist 
in the education of the dealer. 

“He knows that a_ short-sighted 
buying policy in the quieter montlis 
will mean an assured shortage in the 
peak months. No jobber ever made 
money by not buying and selling. 

“There is no room in the radio in- 
dustry for the mere opportunitist. 
whether he be manufacturer, jobber. 
or retailer. There is even less room 
for those who won't get behind a good 
set, for fear a better one is coming. 
Where would the automobile distrib- 
utor or dealer be today, if in the be- 
ginning he had sat back and waited 
for balloon tires, the four-wheel 


brake, or the 8-cylinder engine? 
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Co. in Miami, Fla. 





Hewitt to Head Flannery at 
Greensboro 

George T. Hewitt has been made 

vice-president and sales manager of 

the Flannery Electrical Supply Co., 


which has just opened a branch at | 
Greensboro, N. C. Mr. Hewitt form- | 


erly was with the Baltimore house. 

W. J. Flannery will be president 
of the Greensboro branch. John P. 
Flannery, formerly with the Miami 
branch, will be associated with this 
new office as secretary-treasurer and 
manager. 

* * * 
Electric Appliance Selling 
Refrigerators 

The Electric Appliance Co., San 
Antonio, Tex., reports a big increase 
in sales on domestic electric refrig- 
erators during the last of the winter 
and early spring. 











T. Maledon, (right) purchasing 
‘gent for the South West General Elec- 
trie Supply Co., Oklahoma City, is fa- 
miliar with the “fish story” reputation of 
his companion, Walter A. Frizzell, “Hot- 
point” representative. This was snapped 
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Miss G. Barber and C. W. Helvenston 
are “bear cats” for work, they handle 
practically all the work at Pierce Electric | 

























“Hank” 


“Jed” > 


| 
} 


The boss tells me I got to pull a new one 
and what do you spose it is? A six months 
contest on sales of TV Safety Switches, to 
see who is any good, if anye Hank, Jed and 
yours truly are in it. Guess the old man 

is trying to show us upe Well I'm after 

the first prize which is goin to be the best 
radio set goine Say, that's a good line- the 
best set goin. We can take our pick. I aint 
bettin on myself, even if I am good, but if 








so that Walter could carry his proof along 


With him. 















you want a hunch, I'm goin to say Jed aint 
so bad when he gets goin and Hank, the old 
mustard seed, is certainly some stepper. Any- 
how to the “Victim the Spoils" as they used 
to say in old man Nero‘s daye Say fellers, 
we got a new catalogue on TV Safety Switches, 
@ regular manual or cyclepedia of safety 
switchese Just chuck full of the 
kind of stuff that will help you 

to know more about safety switches 
in regardless what kind of switches 
you are selling. If you want the 
book just drop a line to either me or 
the office, and Uncle Sam will drop 
around with ite 





7“ Trumbull-Vanderpoel Co. 
Bantam Ct. 


(> SAFETY 
VW SWITCHES 

























188 


THE JOBBER’SfA)SALESMAN 








DARK 
GREEN 
LACQUER 





12” Blades 
$24.00 


16” Blades 
$28.00 


SIGNAL 


Should a Dealer 


Stock Two Fans 
when One will do? 








Certainly not. He need no longer carry duplicate 
stocks to supply both A.C. and D.C. requirements. | 
The new Signal Fan provides both. The motor is 
dual wound. It is not a universal motor but a 
new development in fan engineering which has stood 
every possible test over a long period. For you it 
is a selling advantage. Show your dealers how it 
reduces their stock investment without sacrificing 
a single sales advantage. The new Signal Fan is 
a beautiful fan, sturdy and dependable. It dis- 
plays well and demonstrates well. 


Every dealer needs a good small fan. 
Jr. is even better now than last year. 


The Signal 
Little re- 


finements here and there make it a joy to demon- 


and 


strate easy to sell. There never was a more 
consistent seller in its size. 
Signal Fan values stand 
right out. They sell and 
stay sold. Our representa- 
tives in any of the cities | 
listed below will give you 
every selling cooperation. 


SIGNAL 
ELECTRIC MFG. CO. | 


Electrical Manufacturers 
Since 1890 


Dept. 8E, Menominee, Mich. | 
Branch Offices 


St. Louis 
Los Angeles 
Philadelphia Toronto 








Oscillating Type 
9 Inch Blades 
Lacquered Finish 


$1200 


Boston 
New York 


Atlanta Winnipeg 
’ Pittsburgh Buffalo 
Straight Type Chicago San Francisco 


9 Inch Blades 
Black Finish 


$750 


Minneapolis 


Export Office, 
30 N. Church St., 
406-E, N. Y. 





Jobber as the Manufac- 


turer Views Him 


(Continued from page 13) 
avoiding those problems and just stand- 
ing still. Life for all of us is an ever- 
flowing river on which no anchor will take 
hold. Nothing is stationary in life, no 
man is granted the privilege of resting on 
his oars and saying, “I am content, I will 
stop here.” Either he must pull his way 
on up-stream else he will drift back down- 
stream. 

Undoubtedly the problems of the jobber 
are more difficult today than they were a 
decade back, just as the problems of col- 
lege are more difficult than the problems of 
grammar school. 

Yet the college man does not find his 
work so hard if his earlier training is 
sound and the jobber of today will not 
find his new problems so difficult if he has 
built his business on a sound foundation 
or if he will put it on a sound foundation 
now. 

Consider first that the only excuse for 
all manufacturing and selling is to pro- 
vide people with things they need and the 
things they want. Clearly the world 
needs and wants things electrical and al- 
though electrical development has_ been 
great in the last 25 years it is certain that 
we have just been blazing a trail toward 
the real market that exists. We know 
for instance that although the annual sale 
of lamps is already very great it would be 
doubled without wiring another building if 
lighting conditions were only brought up 
to a practical, “conservative ideal” stand- 
ard, as recommended by the National 
Electric Light Association. 

How can the jobber get in line with 
modern trends, what can he do to offer 
greater values and do business at a 
greater profit? That is a question that it 
would be folly for one man to attempt 
to fully answer because no one knows or 
ever will know the complete answer which 
would apply to all jobbers. 

I can here only hope to give a few 
opinions formed through contact with 
electrical jobbers who are distributors of 
National Mazda lamps. I should like to 





be corrected if these opinions appear 
faulty. 
One—Quite apparently the success of 


the jobber organization is greatly depend- 
ent on the personality and wisdom of the 
men who are at the head of it. Those 
men have built up their business largely 
through their personal efforts and con- 
tact. As a jobbing house grows in size 
it cannot afford to lose the direct and 
constant management of its owners. The 
men who have built the business cannot 
afford to turn it over to others and say, 
“Carry on as we have carried on, while 
we go south for the winter.” They can- 
not afford to do that because conditions 
change so rapidly that it is impossible to 
carry on today in exactly the same way as 
one carried on yesterday. The men who 
built the jobber organizations must keep 
their hands ever on the wheel and their 
eves on the unchartered course ahead. 
They must let the yesterdays be yesterdays 
and be looking into the future, not just 
the future which is at hand but the future 
that is beyond the horizon line. It is un- 
safe for a jobber to place the operation 
of his business in the hands of others until 
those others have proven capable of man- 
aging the business as well as operating 


it. Not just managing it as it was once 
managed but managing as it must be 
managed under new conditions. So I 


would say that first and above all it’s up 
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to the boss to keep on the job wit) jj, 
sleeves rolled up and his eyes and car, 
hard at work. 

Two—lIf the boss is really on the j)))) }y. 
will know what his cost of doing })\j. 
ness is, he will know that his profit isn) 
the difference between the selling ) rice 
and the cost of merchandise, but tl).: ;, 
what is left over from the difference »/{. 
the selling expense has been dedu 
That sounds so simple that it may so, 
ridiculous to mention it. Yet the: 
many a man who does not know hi, 
ing expense on his lines and is ther 
fooled by his discounts. 

The more the jobber looks into his , 
ing expense the more he will see the prtit 
there is for him in simplified lines. 

By simplifying lamp lines, by replacing 
45 types with five new ones we 
brought about such economies as to make 
possible three reductions in lamp price, 
during the past 14 months. That give 
the public a better value, has increased 
our sales and has certainly done protit, 
no harm. 

That simplification of lamp lines his 
made it possible for the jobber to hanile 
his lamp business with only half as much 
stock as formerly was required. And 4! 
of that stock is a faster moving stock 
than before. 

Now here is a fact that we have stated 
before but which is well worth repeating 
and investigating. If the jobber will 
succeed in simplifying all his lines to th: 
extent that he can carry on his entire busi 
ness with half of the stock which is now 
required he will decrease his selling ex- 
pense from a present average of 21 per 
cent to one of 16 per cent, which will in- 
crease the average net profit from 4 per 
cent to 8 per cent and that means dou 
bling the net income which is his reward 
for all his efforts. 

I am not saying that every jobber could 
immediately simplify his lines to that ex 
tent, but I am certain that every jobber 
can simplify them to some extent and it is 
vital that he make every effort to do »0, 
for each step in that direction means 4 
step up for the profits. 

Three—The jobber who simplifies his 
lines gives his salesman a greater oppo! 
tunity to really merchandise his lines 
And the jobber’s salesman of today and 
tomorrow must be a merchandiser as well 
as an order writer. The success of thr 
jobber is in the hands of his retailers and 
also the success of the retailer is large|s 
dependent on the co-operation of the jo!) 
ber. The more time the jobber can giv 
his salesman to specialize on the real 
profit lines and show the dealer how tv 
sell them as well as stock them the mor 
sound and profitable the jobber’s busines 
will become. 

The success of the chain stores today, 
and their success is a spectacular one, | 
due not so much to low prices as to the! 
high speed manufacturing of sales—thir 
scientific merchandising. These — stores 
don’t stock things, they sell them and thir) 
sell only the things for which there i: 
real demand. 

The chain store has no monopoly 
merchandising methods but it has the 
telligence to apply those methods ha 
The chain store has its home office to loos 
to for ideas. The independent dealer 
the jobber to look to. It is therefore 
to the jobber to give merchandising «0 
operation that is up to the minute 
the jobber will find that the manufactu'«'! 
is ready and anxious to assist them in 
job. 

After all it isn’t so hard. It simmers 
down to helping the retailer simplify 
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viven a Chance to go on parade. Thea 


the dealer should be shown progressive | 


and efficient ways of: (1) Displaying mer- 
chandise in his window; (2) Displaying 
merchandise in his store; (3) Talking his 
me rchandise ; 
store after business. 

Those four things are the essentials of 
successful retailing. 
Works has been urging all its agents to 
do them for the past five years. 


per's salesman and there has never been a 
time when the practising of those four prin- 
ciples has failed to increase lamp sales— 
there have been any number of cases 
when it has doubled sales in three months 
time. If you can once get your dealers 
to apply those four principles for all they 
are worth to any one line there is no trou- 
ble getting them to see that they are 
equally applicable to the rest of their 
lines 

rhat is just a suggestion for the jobber 
to train his salesman to make merchants 
instead of storekeepers out of his dealers. 
It takes time to do it, the salesman can’t 
make as many calls a day but he can make 
each call a whole lot more profitable. He 
can build up the volume of each dealer 
and make that volume sound and in so 
doing he will bind those dealers to him 
safer and surer than they were ever bound 
before. After all there is more profit in 
having fewer outlets and each one a big 
consistent outlet than there is in having a 
lot of accounts on the books that are here 
today and out of existence tomorrow. 


Yes it takes time and work to do that but | 


it the jobber doesn’t give his dealers a 
better value service year after vear, 
doesn’t help the dealer give his customers 
i better value year after year there will 
ilways be some one else who will. 

rhe National Lamp Works knows that 
the jobber affords the logical and most 
economical channel for lamp distribution 
and believes that it will long continue as 
the chief outlet for our product. We 
know too that he knows a sight more 
‘bout his business than we manufacturers 
can ever hope to know. When we talk as 
| have just talked it is only to show him 
that we like to keep our shoulders along 
side of his on the wheel of progress. 


A. I. Appleton 
President 
Appleton Electric Co. 





OUR opinion, the manufacturer needs | 


the jobber as much to-day as_ they 
needed each other 10 years ago. It is 
ip to the jobber to work out his own des- 
tiny. The jobber should sell his material 
a larger percentage of profit and the 
writer believes the trouble with the job- 
her to-day, is that he does not figure his 
costs. As soon as he hears of a cut 
price, regardless of the authentication of 
the report, he meets the condition. This 
me of the demoralizing conditions ex- 
ng in the industry to-day. There 
uld be more co-operation among the 
bbers and they should not sell below 
c 
‘here is one thing the jobbers should 
nk about and that is 
away from his place of business. He 
not do business like he could years 


ico by selling material five or six hun- | 


dred miles from his place of business. He 


should now confine his selling policy to | 


adius of one hundred and fifty miles 
ind it would be far better for him to con- 
ceitrate one hundred miles 
‘ehouse. 


lines to the point where the dust catchers | 
are cast aside and the profit makers are 


(4) Going outside of his | 


The National Lamp | 


We have 
been urging the dealers through the job- | 


not to go too | 


around his 
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Electrical Specialties - 


IMPORTANT MAN IN 


THE 


Replacement Elements 
For Every Purpose 


({Indefinitely Guaranteed) 








































No. 302 


Fits-all Iron 
Element 





No. 444 : 
Cigar Lighter Unit 





FOR MAY 











NEW EAGLE 
CATALOG 


compiled in handy loose- 
leaf form, including price 
sheets, illustrates these re- 
placement elements and 
75 other fast selling 
Eagle Electrical Special- 
ties. You can have as 
many copies as you need. 
Sheets fit your price 
books. Note particularly 
the New Eagle Cigar 
Lighter Unit (shown 
above) for which there is 
a big, universal demand 
today. 
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FOR 300 


COILED 
TANCE WIRE 
CAT. NO. 416 







400 ~ 23" 
500 « <0 
600 + «I6 





ANO STRECTH 
DESIRED 


Ww 


No. 416 
Coiled Nichrome Wire 


No. 415A 


Cone Glocoil 
(Standard disor 
> 


Base) 













EAGLE ELECTRIC MFG. CO. 


Brooklyn, N, Y. 


59-79 Hall St. 
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MANUFACTURERS 








N. E. M. A. Moves Headquar- 
ters 

National Electrical Manufacturers 
Association has moved its headquar- 
ters office to the Graybar Building, 
420 Lexington Ave., New York, ac- 
cording to announcement by Alfred E. 
Waller, managing director. 

The association has within its mem- 
bership electrical manufacturing com- 
panies in more than 150 cities in the 
United States. 

* * * 


E. N. Hurley Again at Helm 


S. H. Heed has resigned from the 
presidency of the Electric Household 
Utilities Co., Chicago, and Neil C. 
Hurley has been elected president in 
the place of Mr. Heed. Edward N. 
Hurley succeeds the former as chair- 
man of the board of directors. 

Neil C. Hurley has been chairman 
of the board since December, 1925, 
when he succeeded Edward N. Hur- 
ley. The latter was then appointed 
chairman of the executive committee, 
which position he has held since that 


time. 
* * * 


Roy Hawkins Back With 
Appleton 


Roy V. Hawkins of St. Louis has 
severed connection with the Central 
Electric Supply Co. of that city and 
has again joined the Appleton Elec- 
tric Co., 1701 Wellington Ave., Chi- 
cago, as district manager. Roy, up to 
the time with his connection with the 


sipenar aurea: 














Central Electric Supply Co., was with 
the Appleton Electric Co. for 11 
years, and all of his friends will be 
glad to see him “home” again. If you 
haven’t heard Roy tell you all the 
good things about the Appleton Elec- 
tric products “you aint heard nothin’ 
yet.” 


* * * 
General Dry Battery 
Appointments 


Warner Jones, general sales man- 
ager of the General Dry Batteries, 
Inc., Cleveland, manufacturer of 
“Kleartone” dry batteries, announces 
the following appointments effective 
at once: 

G. B. Hamblin, in charge of the 
New York city territory. 

A. A. Lang, headquarters in Phila- 
delphia and covering eastern Penn- 
sylvania. 

H. T. Lyman, who has been special 
representative for the company, will 
headquarter in Cleveland and cover 
Ohio, West Virginia, part of Ken- 
tucky, western New York state, in- 
cluding Syracuse, Rochester and Buf- 
falo. 


The company has opened a Detroit 
office with Kenneth Coleman in charge, 
who will cover Michigan. 

W. E. Cressap will headquarter in 
Indianapolis and cover the Indiana 
territory. 

C. H. Wallace, of the C. H. Wal- 
lace Co., St. Louis, will continue to 
handle the territory west of the Mis- 
sissippi. 











Johnson Fan Appoints New 
York Representative 

The Johnson Fan and Blower (o. 
of Chicago announces the appointment 
of the W. B. Connor Co., 110 W. 
42nd St., New York, as its representa- 
tive in the New York district. This 
organization is well known and is ex- 
cellently equipped to co-operate on 
heating and ventilating problems. 


* * * 


Crescent Shops in New Quarters 

The Crescent Shops, Inc., Los An- 
geles, Calif., has moved to its new 
plant at 1116 E. 16th St., Los An- 
geles. The company has added sev- 
eral new items to its line which will 


be announced in June. 
* * * 


Reynolite Adds Salesmen 


The Reynolds Spring Co., Jackson, 
Mich., has placed under each of its 
district managers, a 
dealer salesman whose duty it is to 
co-operate with jobbers and dealers. 
These men will be constantly calling 
on the dealers in the interest of job- 
bers handling the Reynolite line. 


sales junior 


This company reports the largest 
volume in the month of March since 
the Reynolite line was put in the mar- 
ket, and that the plant is running in 


two shifts to handle the business 


which the increase in sales personnel, 
advertising and merchandising factors 
has created. 











Here are the district sales managers of the Reynolds Spring 
Co., Jackson, Mich. 
Chicago; J. T. Hill, Los Angeles; H. B. Parke, Pittsburgh: 
A. R. Macey, Newark; E. T. Gunther, Dallas and C. N. Wilt- 
bank, Philadelphia. 
Kansas City and St. Louis territory; J. T. Fulwiler, Atlanta, 
and C. W. Chapman, Atlanta. 
eastern district and Mr. Chapman, the Atlantic section. 


Upper row, left to right: E. F. Meyers, 


Lower row, left to right: P. M. Day, 


Mr. Fulwiler covers the South- 
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The most outstanding contribution of this kind is the recently announced 
advertising program of the Westinghouse Electric & Manufacturing Co. 
which, in addition to its technical and trade schedule, puts the emphasis on 
It strikes us that the thinking of the Westinghouse 
d. organization is sound and far-sighted. They have recognized the change that 
it must take place in advertising to keep pace with this rapidly developing 


newspaper advertising. 


. electrical industry. 


- J. C. MeQuiston, manager of publicity of the Westinghouse company 


has this to say about the plan: 

“All forms of ad- 
vertising have their 
place and the real 
job is to fit adver- 
tising where it will 
do a definite work. 
Technical and trade 
advertising is basic 
to a line or industry 
and is pretty sure to 
be, as in the West- 
inghouse plan, con- 
tinued regardless of 
any other advertis- 
ing plans that may 
be added. 

“In the electrical industry, technical 
publications were used first, because all 
electrical articles were sold to engineers. 
D; Later electrical appliances were added to 
ts the line so that distributors were sought 
throughout the country and to take care 











J. C. McQuiston 





Advertising that Reaches 
Main Street 


HENEVER a manufacturer contributes a plan of advertising or sales 
promotion, which, in its scope benefits all branches of the industry, 
this publication recognizes it as a duty to acknowledge its merit. 
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of this changing situation the Westing- 
house company, many years ago, used the 
general magazines. | 

“Today the growth of the industry finds 
us with tremendous volumes of merchan- 
dising articles in the electrical class and 
with a perfected distribution organization 
established. It is quite natural, therefore, 
that in the progress of the industry the | 
Westinghouse company should take the 
next step which is to have its advertising | 
more definitely serve distribution. The 
newspapers seem to be the logical media 
to accomplish this because of their com- 
munity contacts, the intimacy of their 
message, and the flexibility possible by 
their use. 

“We are sure of the worth and promise 
of this new plan of the Westinghouse 
Electric & Manufaeturing Co., which 
surely reaches Main Street where the job- 
ber’s salesman does his business.” 





1g Clements Announces New 
b- Personnel 


The Clements Mfg. Co., Chicago, 
has just announced the new “line-up” 
George Clements is 
president, W. J. Clements, vice-presi- 
dent, and J. S. Mogenson, secretary- 
] treasurer. The sales organization is 
as follows: H. D. Payne, manager, 
Cleaner division; F. H. Delaplane, 
manager, Utilities division, and T. W. 
Stokes, manager, Blower division. G. 
A. MacLean is the advertising man- 
iger of the company. 


of its personnel. 


* * * 


National Sales Representation 
for Buckingham 


. T. Anderson, sales manager of 
the Buckingham Radio Corp., Chi- 
‘aco, announces that the Buckingham 
‘ais organization is virtually com- 
sh: ple‘ed for the coming year and will 


ilt- xv this company active representa- 
Kd ‘io and distribution over the entire 
Un ted States. The Buckingham line, 


fea'ured by the new single dial con- 
‘tro. chassis, will be sold and serviced 





through the following organizations: 

MacNeill Electric Service Co., Bos- 
ton, Mass.; F. A. Hudgin & Co., Buf- | 
falo & Syracuse, N. Y.; Manufactur- 
ers Sales Co., Metropolitan New 
York; Erlichman Brothers, Inc., Phil- 
adelphia & Hartford, Pittsburgh & 
Cleveland; Gallinson & Co., Minneap- | 
olis, Minn.; Harris F. Holland, In- | 
dianapolis, Ind.; Franklin McDer- 
mott, St. Louis, Mo.; Barnes & Co., | 
Atlanta, Ga.; American Sales Co., San 
Francisco, Calif. 


* * * 
Cepek Sails For Europe 
William Cepek, executive  secre-| 


tary of the C. E. Manufacturing Co., 
Providence, R. I., sailed on April 15 
for an extended European trip. Eng- | 
land, France, Germany and Russia | 
will be included in Mr. Cepek’s tour | 
and it is anticipated that many ef-| 
ficient methods, processes and points | 
in manufacturing technique will be ob- | 
served and in part will be combined 
with the company’s already proficient 
systems and ideas. 





his voyage, George Coby, president of 
the company, left for a long sojourn | 
at Palm Beach. 
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“American Brano® 
WEATHERPROOF WIRE AND CABLES. 
MAB MO EOUAL 





AMERICAN INSULATED 
While Mr. Cepek was preparing for' WHRE & CABLE CORP. 


Chicago, Il. 
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Announcing— 


THE 
NEW DUREX 
SOCKET 





DUREX R.L.M. STANDARD 
DOME REFLECTOR 
With New Durex Socket 








The easiest 
wiring socket 
ever made! 


Only Three Simple 
Operations Required 


] Socket base is fastened to canopy | 
*by screws fitting into bayonet 
holes. A twist of the wrist removes 

or replaces it in a moment. 


2 Porcelain socket shell screws on 
*and off easily, exposing contact 
screws for ready wiring. 


Reflector screws in and out of 


*canopy quickly, easily. 





Write for Folder 10-B on 
New Durex Socket 


Wheeler Reflector Co. | 


275 Congress St. Boston, Mass. 




















These are mostly manufacturers and manufacturers’ representatives who de- 


scended upon Excelsior Springs on the occasion of the recent meeting of the Missouri 
Valley Club. Jobbers fall powerless before them. (1) Left to right: Tom Bibber, 
Triangle Conduit; G. E. Backes, secretary-treasurer, Korsmeyer Co., Lincoln, Nebr.; 
J. Milt Stephenson, W. R. Jerguson & Co., Kansas City; J. M. Russell, southwest 
district manager, I. A. Bennett & Co. (2) Roy V. Hawkins, southwest district man- 
ager of Appleton Electric Co. (3) Martin J. Wolfe, himself, sales manager of Buss- 
man Mfg. Co., St. Louis, Mo. (4) Left to right: Arthur Lubeck, Hart & Hegeman: 
Otto H. Frickel, general manager, Republic Electric Co., Davenport, Ia.; F. A. Good- 
ing, manager fan sales, Emerson Electric Co., St. Louis; R. L. Wildauer, western 
manager, Arrow Electric Co. (5) H. J. Reinhardt, Frank Adam Electric Co., St 
louis, Mo. (6) Robt. W. Bennett, of I. A. Bennett & Co. (7) Fred Pitt and Gene 
Anderson, Anderson-Pitt Mfg. Co., Kansas City, Mo. (8) C. E. Anderson of the 
National Carbon Co.; S. W. Fries, Economy Fuse Mfg. Co. (9) The “Kondulet Kids” 
—J. B. Wilmot, St. Louis and A. E. Vieau, Minneapolis, (Charley Dubske out playing 


golf.) 





Moe-Bridges Acquires Glass 
Factory 

The Moe-Bridges Co., Milwaukee, 
Wis., has acquired a factory in Chi- 
cago which will be devoted to the 
manufacture of the company’s own il- 
luminating glassware. 

The company has introduced a new 
policy of offering the jobbers a small 
standard package,—none over 12 
pieces. 

The entire line has been concentrat- 
ed to only those pieces which the com- 
pany feels, from its experience, will 
sell. 


Weir, Smith & Co. to Repre- 
sent Inland Glass 

Weir, Smith & Co., of New York 
have recently been appointed eastern 
representatives of the Inland Glass 
Mfg. Co. of Chicago, and have moved 
to larger and better quarters at 55 
Warren St., where they will have on 
elisplay Inland’s entire line of illu- 
minating glassware. In addition to 
their connection with the Inland Glass 
Mfg. Co. they are also representing lt. 
Williamson & Co. and Quadrangle 
Mfg. Co. 
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REDUCTION 
IN LIST PRICES 


of 
Sun- Ray Show -Window 


Indestructible Reflectors 


How’s that for 
news ? 


You certainly -can increase 
your sales easily with this 
splendid line of permanent 
reflectors at the new low 
prices. 


Thanks to you Mr. Sales- 
man through your intelligent 
sales effort. You have 
brought us constantly in- 
creasing business enabling us 
to expand, produce and sell 
in large quantities and dras- 
tically reduce our prices. 


We want to tell you about 
the Sun-Ray Spotlights, 
Floodlights, Daylight Desk 
Lamps and Color-matching 
lamps. Quite a line. 


If you are not selling this 
well advertised and profit- 
able line now by all means 
write today and get the 
facts. 


119-121 Lafayette Street 
Dept. J New York, N. Y. 








Newton Falls, Ohio, manufacturer of the 
“Sunlight” radio tubes. He was for sev- 


in the Canada head office at Toronto. 
Sunlight company with which he is now 
connected plans an aggressive national 
sales campaign. 





United Radio Moves to 
Irvington 
Newark, N. 


present location 418-26 Central Ave., 


ton, N. J. 


tifying tubes from 100 to 400 mils. 


located and having a depth of 255 
g I 


* * * 


Millar & Johnson Open in 


Kansas City 
David H. Millar, formerly district 





‘manager, Line Material Co., and Rob- | 
jert H. Johnson, formerly with the | 
| Missouri Valley Electric Co., have | 


|}opened a manufacturers’ agency at 


|204 Baltimore Bldg., Kansas City, | 
| representing the Line Material Co., | 


McFarland Pole Co., Elec. 


Illinois 


| Porcelain Co. and Hughes Bros. Cross | 


| Arm Co. 





C. R. Gilpin is the recently appointed | 
sales manager of the Sunlight Lamp Co., | 


eral years with the general merchandising | 
department of the General Electric Co., | 
The | 


The United Radio & Electric Corp., | 


J., is moving from its | 


|as of May 1 to larger quarters lo- | 
cated at 500 Chancellor Ave., Irving- | 


In addition to having greatly in- | 
creased facilities, it will commence on | 
May 2 upon a full capacity schedule | 
of A. C. tubes, as well as large rec- | 


The new plant will be conveniently | 


ft. on each floor, it will be possible to | 
begin and fish a product on a floor. 





A Metal-to-Metal 
Clamp Socket 


No Breakage 
No Mishaps 


Quicker Assembly 


Lowered Costs 


Can be used on any Sup- 
port designed for Porcelain 
Screw Ring Receptacles 


The Ideal Socket for Com- 
mercial Fixtures and Wall 
Brackets 


Carry a Sample with you to 
show your Customers you 
know what is the newest 


thing in Wiring Devices. 


HENRY D. SEARS 


General Sales Agent 
860 BOYLSTON STREET 
Boston MASSACHUSETTS 


\\ee EPENDABLE 
IRING L/EVICES 
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New Electrical Products, Illustrated 








‘E 


On the left is shown one of the 3,500 special Reynolite plates which were installed 
in the new Stevens hotel, Chicago. In addition to these plates, approximately 20,000 
Reynolite gangs were also used. In the center is the No. 495 Reynolite separable 


attachment plug, 660 watts, 250 volts. 


It is small in size, has bronze double tension 


smooth locking contacts and white nickle plated parallel blades. On the right is 
illustrated the No. 4001 single receptacle unit of the flush type. Molded of Bake- 
lite, the color is brown with a special velvet finish, and polished border. ‘This 
unit may also be had in the duplex type, cat. No. 4002. 









\ handy, standardized wireway has 
just been placed on the market by 
Curtis Lighting, Inc., makers of “X- 
Ray” reflectors. “Curtistrip” con- 
structed of 20 gauge steel with a 
flat cover of the same material. <A 
heavy electroplating of “Udylite” on 
all metal parts .prevents rust and cor- 
rosion. The cover is easily snapped 
into place in the spring-like grove 
provided in the channel. Both chan- 
nel section and cover are supplied in 
standard lengths of ten feet. The 
“X-Raylets” include the minimum 
number of standardized fittings,—re- 
ceptacles, box adapters, adjustable 
elbows, brackets, nipple attachments, 
end caps and straps. It can be easily 
cut to the desired length to fit any 
type of installation. It is simple, 
handy, and readily assembled. 


Two of the new products of the 
Arrow Elec. Co., Hartford, Conn., are 
the No. 980 and No. 981 wall brackets 
and ceiling bases illustrated above. 














The No. 77-EE and No. 77-FEE 
Appleton switch boxes with knock- 
outs and clamps for armored cables 
are furnished with new type extended 
ears. These extended ears are stamped 
from heavy steel and are attached to 
the body of the box with screws. 
Elongated slots permit of various ad- 
justments to take care of the varia- 
tion in thickness of plaster. These 
ears have pointed projections for 
gauging and bracing the box and 
furnished with convenient nail holes 
making for easy installation. These 
boxes are furnished with regular 
clamps and also with flanged clamps 
to close up any opening in the Knock- 
out around cables as shown in illus- 
tration. They are made by the Ap- 
pleton Elec. Co. 1701 Wellington 
Ave., Chicago. 





A series of new shades, and a uni 
versal holder for attaching them t. 
ball-lamp “shadeless” fixtures whic) 
do not embody any provision for th: 
use of glassware, have just been 
produced by the Consolidated Lam) 
& Glass Co., Coraopolis, Pa. The 
universal holder, designated as No 
27, is a simple spiral spring which 
may be used either with upright or 
pendant lamps. With the lamp in 
the upright position, the spiral en 
circles the bulb-+and provides a firm 
seat for the glass shade which fits 
over it. With the lamp hanging 
pendant, the spiral spring is inserted 
between the neck of the lamp and 
the collar of the shade, holding the 
latter firmly in proper position. 












The Enameled Metals Co., Pitts- 
burgh, Pa., makers of “Pittsburgh 
Standard” rigid conduit, announce 
another improvement in the thread 
protector for their enameled conduit. 
This newest protector is unique in 
that the metal fits snug and uniform 
over practically the entire thread and 
also protects the pipe end. A heavy 
fibre lining absorbs jars and dents. 
Three lugs from the metal cap en- 
gage the threads, holding the protec- 
tor securely, yet allowing it to be 
readily twirled off when desired. 











An automatic iron stand made by 
the Benjamin Electric Mfg. Co., 120 
S. Sangamon St., Chicago, gives the 
ordinary electric iron an automatic 
safety ren With this stand, into 
which the iron is plugged, current is 
turned off before the iron becomes 
hot enough to scorch materials being 
ironed. Whether-the iron is on the 
stand or not, the current is auto 
matically controlled, thus eliminating 
the fire hazard caused by neglecting 
to turn off the current when leaving 
the iron. 
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Schratwieser Represents G.-G.- 
H. Company 


J Schratwieser has recently be- | 
com ssconiated with Grigsby- -Grunow- 


Hinds Co., 


Chicago, man- 
ufacturer of | 


the “Majes- 
tic” power 
units. He has 


had_ consider- | 


able —experi- 
ence in mer- 
chandising 
radio and 
musical in- 
struments, es- 
pecially in the 
Brooklyn 
trade area, 
where he is now promoting ‘‘Majes- 
tic’ products. Mr. Schratwieser was 
instrumental to a considerable degree, 
in securing dealer co-operation for 
the Sonora Phonograph Co. 


- & = 


Davis Guides “Gold Seal”’ 


Sales 
The Gold Seal Electrical Co. Inc., 


maker of “Gold Seal radio tubes re- | 
cently announced the appointment of | 
William R. Davis as general sales | 


manager. 


He brings to this important position | 


a broad knowledge of the radio freld 


in which he was one of the pioneers, | 


and an exeeptionally specialized ex- 


perience in its sales problems and | 


procedure. 

From 1906 to 1911 Mr. Davis en- 
gaged in important radio experiments 
lor the government. From 1911 to 
1917 he was chief engineer of an im- 
portant publie utility organization in 


the middle-west. At the outset of the | 


war he was called into government 
service on problems of radio communi- 
cation with air-craft. Many months 
were spent in charge of the radio ex- 
perimental laboratory at Hampton 
Roads and he was later transferred to 


the Navy Department in Washington | 


and put in complete charge of the 
division of aircraft radio. For five 
and one-half years after the war he 
s sales manager of the Magnavox 
thus helping to blaze the trail 
idio merchandising and distribu- 
He left the Magnavox Co. to 

ne manager of the St. Louis 

‘h of the Manhattan Electrical 

ily Co., and was later made vice- 

pres dent and director of sales of the 


tiiss Radio. Corp. 
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SELLING THE BRAND 


“And 10,000 feet of “Galvaduct’.” 
times have you taken such an order? 

The brand “Galvaduct” is so well known to the 
trade that when they order galvanized conduit they 
think in terms of “Galvaduct’—a tremendous ad- 
vantage for any jobber’s salesman handling this 
product. 

‘“Loricated,” too, is equally known to the trade as 
the PIONEER CONDUIT on the American 
Market. 

Sell the brand at every opportunity and the 
product will sell itself. 


How many 
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5 Good ni Every Angle ~e > 
Sig 
“* CONSTRUCTION: PERFORM 
Se ——E—Ee 


t has el 


A new marvel 


The 
MASTER Super-Wick MOTOR 
Write for complete details 


THE MASTER ELECTRIC COMPANY 
Linden & Master Aves., Dayton, Ohio 


STOCKS CARRIED IN PRINCIPAL CITIES 


MASTER “N= MOTORS 
7° TY" pastes Less than 40° 








Buffing and Grinding Ei Garages — Varied 
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New Electrical Products, Illustrated 
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A vacuum cleaner’ which 
weighs but 414 Ibs. and is only 
12 in. long overall, has been de- 
signed and placed on the mar- 
ket by the Metal Specialties 
Mfg. Co, 338-352 N. Kedzie 
Ave., Chicago. This “Presto- 
Vac” junior cleaner contains a 
blower operated by a small 110 
V. motor. The motor also 
drives a revolving brush, which 
loosens the dirt so that it can 
be easily drawn into the bag. 
This vacuum cleaner is de- 
signed in neat and compact 
form so that not only the 
vacuum effect, but also the 
brush (which is self-contained 
in the cleaner) may be carried 
directly to the work to be done. 
It is equipped with 15 ft. of 
cord and attachment plug. 








One of the latest products of the 
Dover Mfg. Co., Dover, O., is the 
“Bonnie” Dover iron and bag. The 
iron weighs 21% lbs., is rated at 220 
watts and has 254x5 in. ironing sur- 
face. The leatherette traveling bag 
protects both the iron and the cloth- 


ing. 








i | | 
I 
Wha 





George Richards & Co., Inc., 557 
West Monroe St., Chicago, recently 
added to the “Hemco” line the “Hem- 
co” Bakelite push-button switch plate 
in one to four gangs. They have now 
added the “Hemco” toggle switch 
plate to this line, in one to four 
gangs. The “Hemco” toggle switch 
plate is molded of Bakelite. An en- 
tirely new patented process makes 
possible the new satin finish. This 
finish will not finger-mark, tarnish 
nor fade. The “Hemco” Bakelite 
toggle switch plate will harmonize 
with all fixtures and all schemes of 
decoration. 











The Beaver Machine & Tool Co., 
Inc., 625 N. Third St., Newark, N. 
J., has just placed on the market this 
new development in attachment plugs. 
The new feature is the knob which 
serves as a “handle” which facilitates 
the users’ grasping the plug either to 
insert or withdraw. It is especially 
useful on appliances frequently 
plugged in and out. As the ferrule is 
of steel, it has the advantages of an 
armored cap. The standard color is 
black. Manufacturers or large users 
are offered color options. 








The Majestic Electric Appliance 
Co., 1705 Allegheny Ave., Philadel- 
phia, Pa., is manufacturing the bath 
room wall insert heater (reflector 
type) illustrated above. It is made 
for use with 110 or 220 volts A. C. 
or D. C., fitted with one heating unit 
consuming 650 watts. 











The Silvray Co., Inc., 55 W. 16th 
St., New York is manufacturing the 
Silvray “Daylamp” illustrated above. 
This lamp produces a white light 
without direct filament glare, giving 
an evenly distributed well diffused il- 
lumination. 








Two of the products of the Rob- 
bins & Myers Co., Springfield, O., are 
the model 38, 16 in. alternating cur- 
rent oscillating fan illustrated in 
wall bracket position above, and the 





model 51, 10 in. alternating current 
non-oscillating fan shown here in 
bracket position. A single-speed tog- 
gle switch is mounted on the rear 
head. 
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J. A. Swanton representing Chicago 
Fuse out of Birmingham has lately taken 
on an assistant, T. R. Key, formerly with 
Graybar in Atlanta. 










“Low Down” on the New A.C. 
Tubes 


Elmer E. Bucher, general sales 
manager of the Radio Corp. of Amer- 
ica, when asked for his views regard- 
ing the announcement made recently 
in one of the New York morning 
newspapers regarding a new type of 
tube, said to be capable of operating 
directly from the lighting socket, made 
the following statement: 

“The research laboratories of the 
General Electric Co. and the Westing- 
house Electric & Mfg. Co., working in 
co-operation with the Radio Corp. of 
America, have been engaged for some 
time in the development of various 
types of vacuum tubes in which the 
teries is obtained from the electric 
transformer. Research work on this 
problem is still proceeding and al- 
though the laboratories have developed 
several types of so-called ‘A.C. Tubes,’ 
there are a number of practical prob- 
lems to be solved in the application of 
such tubes to radio broadcast receivers 
before the production stage can be 
reached. Among such problems is the 
elimination of so-called ‘A.C. hum’ in 
high-quality broadcast receivers where 
the loud speaker response goes deep 
into the base and below 200 cycles. 

“The statement in this morning’s 


tentionally so, is, nevertheless, mis- 
lading in some respects. For ex- 
ample, the A.C. tube when available 
will only eliminate the necessity for 


(Turn to Page 199) 








current ordinarily supplied by ‘A’ bat- | 


light mains through a small step-down | 


press, although, I am certain, unin- | 
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STAR-Rite Fans § 4. 
they sell better 


Now For Quick Sales! 


STAR-Rite Fans for 1927 


New Finishes—New Sizes—Same Good Value 


Look these over—and do your stuff. The same old STAR-Rite 
quality—the same old STAR-Rite value—and new permanent lac- 
quer finishes and two new sizes, what more do you need? 


TWO NEW 
BIG FELLOWS 


12” and 16” Oscillators 


- 











smooth- 
running oscillators for large 
rooms and offices. Finished 
in black lacquer with solid 


Powerful, quiet, 


brass blades. 


control. 


12” $25.00 Retail 


In Canada $32.00 


16” $30.00 Retail 


In Canada $38.00 


$6.50 Retail 


The 8 Model 4) Ginads $7.95 


You know the fan—here are the finishes: Sparkling all-over nickel, All-over Ivory 
Lacquer, Black Lacquer with brass finished blades. (Illustrated above.) 


The 10’ Oscillator 13:59 Ret! 


In Canada $16.75 


The dependable three-speed home oscillator furnished now in choice of sparkling all-over 
nickel finish; or black Lacquer with brass finished blades. 


The 10’ Straight §2°:0 Retail 


In Canada $12.25 
Same as always—three speed—sparkling all-over nickel finish only. 


STAR-Rite 


ELECTRICAL NECESSITIES 


Fitzgerald Manufacturing Co., Torrington, Conn. 4 
Pacific Coast Branch—The Better to Serve You in the West”— 
1211 Van Ness Avenue, San Francisco. 
Canadian Fitzgerald Company, 95 King Street, East, Toronto, Ont. 
Makers of the famous Never-Leak Cylinder Head Gaskets. 


Three speed 
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New Electrical Products, Illustrated 

















The “Ready” service head is a new 
product of the Mid-West Metal Prod- 
ucts Co., Muncie, Ind. This unit 
features a one piece, malleable iron 
body with glazed porcelain cap. It is 
easily attached to conduit pipe. The 
exclusive spring clamp takes the place 
of troublsome screws and _ cotter- 
pins. The flange on the cap fits under 
the head-rest’s cap and_ prevents 
moisture. 





The “Torrid” automatic safety plug 
makes any electric flatiron an auto- 
matic safety flatiron! It functions on 
both alternating and direct currents— 
forever eliminating the fire hazard 
which springs from overheated flat- 
irons. When the temperature in the 
sole plate of a “Torrid”-safety 
equipped flatiron reaches 600 degrees 
Fahrenheit, an ingenious, patented 
thermostatic control cuts the current 
off instantly. The plug switch must 
be thrown in by hand before the cir- 
cuit can be completed again—the 
only possible method to avoid all risk 
of fire. 














The Eagle Electric Mfg. Co., 59 
Hall St., Brooklyn, N. Y., has an- 
nounced the No. 444 cigar lighter unit 
illustrated above. It has a standard 
Edison screw base, is rated at 100 
watts, 110-120 volt, has an overall 
length of 114 in., diameter of 1% in., 
and has a mica covered top. 





ies 


hoa 





The Wadsworth Elec. Mfg. Co., 
Covington, Ky., has announced _ its 
new flush type cabinet No. 40. It 
is made in from two to 10 circuits 
inclusive. The cabinet has a dead 
front feature and four large mount- 
ing ears located at each corner. This 
is one assembly, and is installed and 
wired as such. The finish is alumi- 
num. 





The No. 109 “Swivelite” is a prod- 
uct of the Perfeclite Co., Cleveland, 
O. The reflector which is 9 in. in 
diam. is finished in mottled green; 
the barrel and frame in_ statuary 
bronze. The color’ screens are: 
amber, red, blue, and green. It takes 
any standard 100 or 150 watt nitro- 
gen lamp. 











The Wheeler Reflector Co., Boston. 
Mass., announces the new “Durex” 
socket, which will be used in «|! 
“Durex” assemblies for medium bas 
lamps from now on. The new Durex 
socket embodies two new principles 
in socket construction. The socket 
base is fastened to the canopy} 
screws fitting into bayonet holes. \ 
twist of the wrist removes or replaces 
it in a moment. (2) The porcelain 
socket shell screws on and off thi 
cap easily, exposing the contact screws 
for ready wiring. 








The Federal Electric “Triple-A” 
siren for use as a fire alarm in vil- 
lages, schools, industrials, factories, 
mines, and warehouses is announced 
by the Federal Electric Co., 8700 S. 
State St., Chicago. This siren is de- 
signed to serve also as a_ start-and 
quit-work signal in industrials, fac- 
tories, and mines. It consists of three 
sirens mounted on a triangular base. 
These three sirens are connected in 
parallel and operate from one push 
button switch. Each siren has ap- 
proximately 1-3 horse-power—total of 
the Triple-A, one horse-power. The 
tone of each of the three sirens is 
different from that of the other two, 
giving a pleasing combination of three 
tones. 








The James R. Kearney Corp., 4228 
Clayton Ave., St. Louis, Mo, is man- 
ufacturing the steel rod type anchor 
shown here. It is made in 8 differ- 
ent sizes, including a 6-in. anchor 
with ¥4 in- rod, up to a 10-in. anchor 
with a % in. rod. The features in- 
clude a double eye, eliminating thim- 
bles, steel rod 6 ft. overall, a helix 
socket, eliminating wrench splitting, 
and a sharp cutting edge on the helix 
which is of uniform thickness. 
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SELL 
HOLYOKE WIRES! 


Jobbers’ 
salesmen, 
better your 
sales rec- 
ords! Hol- 
yoke wires 
are of 
higher qual- 
ity and 
greater 
durability. 





Holyoke Products are: 
Regular single strand annunciator wire 
Regular twisted annunciator wire 
Multiple conductor annunciator wire 

braided cover 
Weatherproof single strand annunciator 
wire 
Weatherproof twisted annunciator wire 
Damp proof office wire. 
K K wire 
Magnet wires 





We want jobbers who 
are not acquainted with 
our policy and our 
products to get in 
touch with us. Stock 
Holyoke wires and de- 
termine why other job- 
bers handling Holyoke 
products have increased 
their wire sales. 


You've tried the rest 
now use the best! 


The Holyoke Co., Inc. 


611 BROADWAY 
New York, N. Y. 





SPOOLS 























_\ Premier Extension 
AN Cords and Battery 
Cables for Radios 


Premier Extension 















cords of 
N the best 10 and 18 strand tinsel 
~h conductors. With Connector 
i =6Plug. Furnished in counter 
<ly display box. 
Radio Battery Cable of the 
best new code rubber over stan- 
dard copper conductor. Each 
conductor marked. Equipped 
with terminals, clips, etc. 

5, 6, 7, 8 or 9 wire conduc 
tor cable in continuous lengths 
of 100 feet or more. 


CRESCENT BRAID 


4 
| 
f INCORPORATED 
5 








i PROVIDENCE,RHODE ISLAND | 
f Makers of 
; Premier “Blue Ribbon’’ Cord 


and Cables for Radio 





| an ‘A’ battery. 





So far as the ‘B’ plate 
supply or the ‘B’ battery is concerned, 
it will be necessary, as in the past, to 
continue to use either a ‘B’ battery or 


a ‘B’ battery eliminator; nor will the | 


A.C. 


tube function properly in exist- 


ing types of broadcast receivers un- | 


less the internals of the receiver it- 
self are redesigned. 
cerns the final result to the human ear, 
there is no reason to expect a different 


So far as con- 


result from a tube which is energized | 


by alternating current, than is pro- 


vided by present-day broadcast receiv- | 


ers using standard types of vacuum 
tubes. 

“The Radio Corp. 
continuing to produce and market its 
present types of standard tubes and 


of America is | 


receiving sets, and knows of no reason | 


why anyone should hesitate to pur- 
chase any of the standard tubes or re- 
ceiving sets now on the market. 

“Let me be emphatic in the state- 
ment that these tubes will not render 


obsolete radio broadcast receivers em- | 


ploying the present types of vacuum 
tubes and present methods of securing 
A.C. operations; of which there are 
neither do they dispense with 
all batteries. .They merely do away 
with the necessity for an ‘A’ battery.” 
* * * 
Wilcox Handles “Union” 
Products in St. Louis 
The 


nounces the appointment of W. A. 


many ; 


Chicago Fuse Mfg. Co., an- 





W. A. Wilcox 


Wilcox as district sales manager with 
headquarters at St. Louis. Mr. Wil- 
cox will have charge of sales over 
southern Illinois, eastern Missouri, 
western Tennessee, Mississippi, Ar- 
kansas and Louisiana. Prior to this 
appointment, Mr. Wilcox was 
ciated with the Economy Fuse 


asso- 
and 
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“Pipe 
Comfort” 





Take 
equally good—one 
continually bumping up 
against an undercurrent 
of sales resistance that no 
amount of explanation 
seems to fully overcome. 


two salesmen 
1S 


The other finds the 
trade so well acquainted 
with the merits of his 
line and the integrity of 
the firm behind him that 
selling is a genuine 
pleasure. 


It pays to sell goods 
that are manufactured by 
a well-known reputable 
firm, whose products 
have become accepted by 
the trade over a period 
of years as the best that 
money can purchase. 


**Youngstown-Buck- 
eye’ salesmen know 
what “pipe comfort” 


really means. 


The Youngstown Sheet 
and Tube Company 


Youngstown, Ohio 
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ALLEN S?Rse'"> 

















L. B. ALLEN CO., Inc. 


4541 N. Lincoln St., CHICAGO, ILL. 





| cadmium 
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| Mfg. Co. for more than eight years. 
_He has a wide acquaintance in the 


electrical field. 
ss «6 


Cadmium-Plated, Latest in 
Bushings 


Unusual corrosion-resisting proper- 


| ties are claimed for the new “C. W. 


P.”” stamped electric conduit bushing 


| recently placed on the market by The 


Cleveland Wrought Products Co., 


Cleveland, Ohio. 

These bushings are cadmium-plated 
instead of being galvanized or enam- 
eled and it is stated that, in conse- 
quence of the inherent properties of 
cadmium, the bushings will remain un- 
affected under conditions which would 
galvanizing. The 
has a 


speedily destroy 


coating, moreover, 
more attractive appearance; and being 


strongly adherent has no tendency to 


| flake off or to disintegrate. 











Deliveries 


Jospers never 


worry about deliveries 
of “Central” Conduit. 


Whether the sale is 
made of ‘Central 
White” or “Central 


Black” the jobber 
knows that the order 
will be filled and de- 
made 


livery when 


wanted. 


Central Tube Company 
PITTSBURGH 


Sales Offices in Principal Cities 





| mium 


Electrolytic SO 


destructive to zine coatings—has little 


action—generally 


effect on cadmium, it being, for in- 
stance, almost untouched even by the 
fumes or spray of sulphuric acid. 
Furthermore, even should the surface 
become scratched, the iron beneath it 
does not rust so much as with galva- 
nizing, because cadmium is nearer to 
and 


less 


iron in electrolytic potential 


therefore has proportionately 


corroding action. For this reason a 
thinner coating can be used for the 


same protective effect, thus offsetting 


| the higher cost per pound of the cad- 


itself. There is also no risk 


| of the threads of the bushings becom- 


| ing clogged by excess of protective 


| : 
| coating. 














On the 
senting the Kondu Division of the Erie 


left is C. S. Hotchkiss, repre- 
Malleable Iron Co. His companion is H. 
T. Rogers, who covers a lot of territory 
for Pass & Seymour. The scene is laid in 
front of the R. M. Laird Electric Co., in 
Minneapolis. 


— 








LEN K 


CHAMPION No. 30 


Blows 
Itself 


—one of the com: 
plete line of Blo- 
torches — at least 
one of which every 





electrical contractor 
needs, and will buy 





2 


LIST ¢ 
PRICE if you will only 
$3.00 mention it to him. 


Electricians, mechanics, radio workers, 1 
pairmen and home owners, form just a part 
of the large market for Lenk Blotorches 
There is profit in Champion No. 30. Why 
not get the complete story! 


See Your Sales Manager or Write Us. 


LENK MFG. CO. 


20 Merrimac St. Boston, Mass. 


Manufacturers of Alcohol and Gasoline 
Blotorches Exclusively. 











The Rates are 
1. lowered Y 


\ but the standards are |) 
Y high as ever y 
Some people judge everything 
by price. They think anything 
y very expensive must be very y 
—_ = y 
: Most people don’t. 1 

f I see that proved by public ap- 
preciation of our recently low- 
ered rates. 

Sf We’retr ying to make the Y 


y Winton the best hotel “‘value” ¥ 
ever offered the public—and the y 
public likes it. 
: Winton service and comfort 
Y|  couldn’t be better at double the Y 
¥ price. The beds couldn’t be Y 
softer, the linen cleaner, the y 
rooms airier, the staff politer if 
you paid us twice as much. 

The Winton is a good place 
¥| tostop...goodtoyou andgood |Y¥ 
¥ for your checkbook. Will you be y 










y my guest? , J. L. Free. Y 
President 

New Rates 

y 159sS2. SO Y 

TY] | 100 wsne 3.00 Y 

TY] | 100 cxtize 3.50 |2 Y 
100 side 4.00 | 

y a y 

Y J y 








Y HOTEL Y 


WINTON 


u Cleveland 1 


Y| PROSPECTATNINTH |} 


< 
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Can You Always Accept 
Wire Orders for Im- 


- mediate Delivery? 


When your stock of wire has 
run low and you can’t fill a rush 
order, why not let us help you 
out? 


In all industrial centers are lo- 
cated “U. S.” Sales Branches 
which carry complete stocks of 
wires and cables, ready for im- 
mediate delivery at prices that 
assure you a generous margin 
of profit 


“U. §S.” Paracore Wires and 
Cables and “U. S.” Royal Port- 
able Cord have gained a repu- 
tation for superior quality and 
assurance of satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following 


Cities: 
Atlanta Los Angeles Spokane 
Baltimore Minneapolis St. Louis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
Buffalo Omaha 
Chicago Philadelphia 
Cincinnati Pittsburgh 
Cleveland Portland, Ore. 
ee Rochester 
Detroit Sacramento 
Hi Salt Lake City 
Indianapolis San Francisco Trade Mark 
Kansas City Seattle 

















pew errre errs rw nem wn 






























BF an tomtatttg cap WIRE NUTS 
Ae with a split screw 
Ne that bites twisted 

| wire ends. 






Show ’em to some of your 

busiest Electragists. Let’em 

see how they clip time off 
their wiring contracts. 


They’ll buy. 







Approved by the Underwriter Lab. 
For FREE Samples 





Prices and Discounts, Mail This 


Colt’s Patent Fire Arms Mfg. Co. 
Hartford, Conn. 


Send Wire Nut Samples to show to our trade. 








Name 
Address 

















Standard 
Package 1000 





Rome’s New Chicago Stock | 
The Rome Wire Co. of Rome, N. | 
Y., announces that it has put in a| 
complete Chicago stock of electrical | 
wires and cables in a new warehouse | 
at 622 W. Adams St. F. R. Weaver, | 
district manager, is in charge of this | 
stock. The new telephone number is 
Haymarket 3374. 


* * * 


Will FX Sell BX? 


F. X. Cleary, formerly with A. | 
Hall Berry, has severed his connec: | 
tion with that company and has gone | 
into business for himself as a manv- | 
facturers agent at 91 Park Place, New| 
York, N. Y. 


* * * 


| Ayers and King with Amrad | 

A. B. Ayers, formerly vice-president | 
and general manager of the Eagle Ra- | 
dio Co., and before that sales manager | 
of the Freed-Eisemann Co., is wal, 
sales manager of the Amrad Corp., | 
Medford Hillside, Mass. With him | 
as assistant sales manager is W. L. | 
King, formerly sales manager of the | 
Eagle Radio Co. 

Mr. Ayers tells of an important an-| 
nouncement to be given THe JopBer’s | 
SatesMAN for June. Considerable ex- | 
pansion is taking place in the Amrad | 
plant facilities and an augmented | 
force of 14 salesmen, experienced in | 
and sold on jobber-dealer distribution | 
of radio will be placed in the field as | 
fast as the right type of men can be | 
located, and an extensive advertising 
campaign will be launched. 


x » * 
McCabe Visits Canada | 
F. L. McCabe, district manager, | 


| Manning-Bowman Co., Chicago, has | 


been up in Canada on a sales confer- | 


ern Electric Co. in Winnipeg, who are 
exclusive distributors for Manning- 
Bowman in Canada. 

Mr. McCabe states that the Cana- 
| dian business conditions appear to be | 
| very good and that quite an increase | 

will be looked for in 1927. 


* * * 
Herrmann Becomes Manufac- 
turers’ Representative 


Leon C. Herrmann, formerly sec- 
retary of the Westburg Engineering 





Co., 


Chicago, is now the district rep- 


| resentative of the American Trans- 
| former Co. of Newark, N. J. He has 
| his offices at 161 E. Erie St., Chicago. | 


He will also act as district represe nta- | 


| tive for the Indiana Mfg. & Electric | 


| Co. of Marion, Ind. 
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For Quick, Neat and Efficient 


Installation 
Outlet Box Type 


You can mount M-26 or T-26 
in a moment—no wires exposed 
—everything encased. Generally 
accepted throughout the U. S. 


Dongan Bell Ringing Trans- 
formers have set the standard 
for 17 years. 


Po 


M-26—8 Volt 
Equipped with knock-out for drop cord 
T-26—6, 8 and 14 Volt. 
(Built for both $3 inch and 4 inch 
outlet box.) 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 




















ence of the district office of the tl 





DON’T 
OVERLOOK THE 
AISLELITE 





3 :. . 
—as a profit-maker 
Any discriminating jobber’s salesman can see the 
reat sales possibilities of this item. *Aislelites 


are needed in every moving picture theatre and play 
ouse, whether large or small tvery one knows 


that this field has grown to tremendous proportions 
| in the last few years. 

The theatre-owner prefers ““Aislelites’ because they 
illuminate every inch of the aisle with a soft dit 


and enhance the popularity of his house 


fused light, 
safe seating and speedy exits 


by assuring quick and 


Get your contractor to co-operate with you on a 
demonstration. Put one in as a sample and the order 
is yours. If you need help or advice write us at 
once. 


NATIONAL THEATRE 
COMPANY 
Successors to Exhibitors Supply Co. 
624 So. Michigan Ave. 
Chicago, Illinois 


Offices in 31 Principal Cities 


SUPPLY 
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The Handy Package 
Jobbers Like 





Rubber Covered Wires 
Armored Cables 
Silk and Cotton Cords 
Weather Proof Wire 


Providence Insulated Wire Co. 
P-ovidz1c2, RI. 























A MAGNIFICENT NEW HOTEL 


400 Rooms with Baths 
$32 and up for One Person 
*4°° and up for Two Persons 






N 
9, NEW YORK 3 


WEST 45" STREET 
Just East of Broadway 
Times Square 
Heart of 
Jheatrical and Shopping District 
































| been issued by the company. 
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Latest Trade 
Literature 


Reynolds Spring Co., Jackson, 
Mich.—Color Sheet No. 81 has just 
This 


| sheet which is made to fit the job- 


| nut velvet. 


ber’s salesman’s catalog shows in their 
original colors the following molded 
flush plates: T-1101 brown velvet; 
P-1001 walnut velvet; T-1101 black 
velvet; R-1202 mahogany velvet; L- 
1501 brown velvet, and R-1201 wal- 
This sheet is practically 
effective actual samples in 


as as 


| demonstrating this line to the con- 


tractor-dealers. 


Mfg. Co., Pittsburgh, 


Porcelier 


| Pa.—Two handsome four-page bulle- 
| tin in colors, and suitable in size for 
| the jobber salesman’s binder; describe 





| this company in 1926. 








three high-grade lines of bedroom 
lighting fixtures made wholly of 
porcelain. These are known as the 
D, E, and C lines. 


Master Electric Co., Dayton, Ohio. 
—A new folder has been issued which 
covers the performance of Master 
Electric Motors and is a direct tie-up 
with some of the advertising done by 
It is suitable 
for distribution to motor users through 
the dealer trade. 


Erie Malleable Iron Co., Erie, Pa. 
—Third of a series of descriptive 
folders emphasizing the time-saving 
element in construction work with 
“Kondu” threadless fittings. 


General Electric Co., Schenectady, 
N. Y.—‘‘Novalux’”’ bulletin, form 12, 
on ornamental street lighting units is 
just out, giving all catalog data; also 
bulletin G. E. A. 314 on street light- 
ing transformers, which supersedes 
bulletin 45124. 





Consolidated Lamp & Glass Co., 
Coraopolis, Pa.—Form No. 5101 en- 
titled “Which Do You Watch”’ is ad- 
dressed to retail merchants and de- 
voted to practical sales arguments in 
favor of better store lighting. The 
common fallacy of considering light- 
ing solely as an expense, and that of 
trying to judge illumination by look- 
ing straight at a lighted unit, are both 
exposed. The cash register, says this 
manufacturer, is the only test for a 
merchant to apply to his store light- 
ing. 

The F. 


Vermilion, 





W. Wakefield Brass Co., 


O.— Bulletin entitled 











Violetta 








The Violetta is widely known in the 
Violet Ray field. Practically every job 
ber in the country recognizes its high 
standard. They know and appreciat 
the value in selling and cataloging a 
line made by the oldest manufacturer 
of Violet Rays; who are advertising 
constantly and extensively to populariz 
their trade name *‘‘Violetta.”’ 

Good profits, little sales resistance 
and a general public acceptance are oper 
to every jobber representing the Violet- 
ta line. 

Are you selling the B-D Thermi 
Lamp? It is in great demand 


Bleadon-Dun Co. 


_ 2300 Warren Avenue 
CHICAGO ILLINOIS 


ae 
x 
& 











HOTEL 
GIBSON 


RALPH Hit2Z2, 





Manager 





Keeping Cincinnati's best 
tradition of hospitality 


Largest hotel 
Thoroughly modern 


Florentine Room 
unequalled anywhere 
for beauty 


Famous for food 
Moderate prices 


Coffee Shop 


Accommodations for 
more than 2,500 


CINCINNATI 


Royal Hospitality in the Queen City 
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Y AGER’S 
Soldering 


Salts Paste 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 
priced reasonably. 


ALEX. R. BENSON., 
Hudson, N. Y. 


Inc. 

















GENERAL 
PORCELAIN CO. 


Parkersburg G. P. P.co W. Virginia 
ae o ort. 


Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin Type 
Insulators, Strain Insulators, 
Bushings, Electrical Fittings, 
Fuse Blocks, Switches, V. T. 
Sockets, Radio Specialties. 

















Lead Coated Battery 
Clips. Note protection 
to wire to prevent 


breaking. 


J. H. Parker- 


Aeolus, Inc. 
Manufacturers 
161 Grand Street 

New York 














Every Business 


of comeneaaaes ought to have proves card 
EPRESENTATION 


WIGGINS 
Peerless Patent Book Form Cards 


re used by many of America’s 
irgest card users—superiority 
engraving and_ the 
mvenience of the book 
rm style ex- 
plains why. 
Send for 
ab of speci- 
nens, detach 
hem one by 
ne and ob- 
erve 
sharp edges 
ind general 
excellence. 


The John B. Wiggins Company 


Established 1857 
Engravers Plate Makers Die Embossers 










1157 Fullerton Ave. 
705 Peoples Gas Bldg. CHICAGO 
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OF 


“Outline of Modern Office Lighting 


Practice” has just been issued for the 


use of the jobber’s lighting specialist, 


the architect and the central station 
The bulletin is 
made up largely of quotations from 


illuminating engineer. 


recognized authorities on lighting and 
from data which has the sanction of 
the country’s leading illuminating en- 
gineers. 

The importance and extent of the 
office lighting market seems to have 
been overlooked by those engaged in 
specifying or selling lighting equip- 
ment, according to this manufacturer. 
“Observation would indicate that ful- 
ly 60 per cent of all offices, excepting 
those in the most modern buildings, 
are so inadequately lighted as to se- 
riously affect not only the efficiency 
and accuracy, but even the health of 
office workers.” 

The Wakefield bulletin, containing 
much useful technical and sales data, 
will be mailed free on request to those 
engaged in specifying or installing 
lighting equipment. 

* * * 


Statement of the Ownership, Management, 
Circulation, Ete., Required by the Act of 
Congress of August 24, 1912, 


of The Jobber’s Salesman, poe monthly at Chi- 
cago, Il)., for April 
State of Lllinois. County of Cook, ss. 


Before me, a notary public in and for the State and 
County aforesaid, personally appeared C. W. Forbrich, 
who, having been duly sworn according to law, de- 


poses and says that he is the general manager of The 
Jobber’s Salesman, and that the following is, to the 
best of his knowledge and belief, a true statement of 
the ownership, management (and if a daily paper, the 
circulation), ete., of the aforesaid publication for 
date shown in the above caption, required by the Act 
of August 24, 1912, embodied in section 411, Postal 
Laws and Regulations, printed on the reverse of this 
form, to-wit: 
That the names and addresses of the 
managing editor, and _ general 
Publisher, Electrical Trade Publishing Co., 53 W. 3 
son Blvd., Chicago, lll.; editor, Howard Ehrlich, 5: 
Jackson Blvd., Chicago, Ill.; managing editor, 
W. Young, 53 W. Jackson Blvd., Chicago, IIl.; 
eral manager, C. W. Forbrich, 53 W. Jackson 


Chicago, Til. 
2. That the owner is: (If 
address must be 


its name and 
mediately thereunder—names and 


publisher, 
editor, 


gen- 
Bivd., 


owned by a corporation, 
stated and also im- 
addresses of stock- 





the | 


manager are: | 


holders owning or holding one per cent or more of total | 


amount of stock If not owned by a corporation, the 
names and addresses of the individual owners must be 
given. If owned by a firm, company, or other unin; 
corporated concern, its name and address, as 
those of each individual member, must be given.) How- 
ard Ehrlich, 53 W. Jackson Blvd., Chicago, Ill.; C. W. 
Forbrich, 53 W. Jackson Blvd., Chicago, Ill.; Douglass 
G. Pilkington, 535 Fifth Ave., New York; Henry W. 
Young, 53 W. Jackson Blvd., Chicago; Ross D. Cum- 
mings, 53 W. Jackson Blvd., Chicago; George E. 
Pomeroy, Rockefeller Bldg., Cleveland, Ohio. 

3. That the known bondholders, mortgagees, and 
other security holders owning or holding 1 per cent 
or more of total amount of bonds, mortgages, or other 
securities are: (If there are none so state). None. 

4 That the two paragraphs next above, giving the 
names of owners, stockholders, and security holders. 
if any, contain not only the list of 
security holders as they appear upon the books of the 
company but also, in cases where the stockholder or 
security holder appears upon the books of the company 
as a trustee or in any other fiduciary relation, the 
name of the person or corporation for whom such trus- 
tee is acting, is given; also that the said two para- 
graphs contain statements embracing affiant’s full 
knowledge and belief as to the circumstances and con- 
ditions under which stockholders and security holders 
who do not appear upon the books of the company as 
trustees, hold stock and securities in a capacity other 
than that of a bona fide owner; and this affiant has 
no reason to believe that any other person, association, 
or corporation has any interest direct or indirect in the 


said stocks, bonds, or other securities than as so stated 
by him. 
5. That the average number of copies of each issue 


of this publication sold or distributed, through the 
mails Or otherwise to paid subscribers during the six 
months preceding the date shown above is (This in- 


formation is required from daily publications only.) 
Cc. W.. Forbrich. 


Sworn to and subscribed before me this 30th day of 
March, 1927 

(Seal. } Elsie E. Stover. 

(My commission expires Dec. 10, 1929.) 





stockholders and | 


well as | 





= JOBBER IS THE MOST IMPORTANT MAN 


IN THE 


INDUSTRY.” 





CROSS ARMS 


seasoned, straight, close grain, 
old growth Yellow Douglas 
Fir. 


SOLD 


in carload lots only, 


ment by rail or water from fac- 


Wash. 


tory, Bellingham, 


AT LOWER PRICES 


than prevail for shipments out 
of distributing warehouses. 


FOSTER-WYMAN LUMBER 


COMPANY, 
White Bldg., 


Seattle. Wash. 


for ship- 

















The Crescent Hole Cutter 


Now 


by 





Manufactured by 


THE CRESCENT SHOPS 


1116 East 16th St. 





Demand 


Contractors 
Dealers 
Wiremen 


Price $350 


Standard Disccunts 
to Jobbers 


Los Angeles, Cal. 


in 














HOOD RIVETED ON 


Wrigley Toggle Bolts 


Made of heavier gauge 
Can be put through 
than average toggle bolt. 


First Toggle Bolt made. 


stee 





l 


smaller hole 


The Thomas Wrigley Co., 
Chicago, 


504 Sherman St., 





Plain or 
Butt Treated 


Northern 
White Cedar 


Western 
| Red Cedar 






































CEDAR POL 


MITTIN TTT TTT TTT TT 


T. M. PARTRIDG 


Lumber Company 
Min neapolis, Minnesota 


Ill. 
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CUTOUTS 


for 
Every Purpose 





2199-0 
30 Amp. 125 Volts 
3-2 Wire Double Branch 


It must be quite obvious 
that a company which has 
specialized in the manufac- 
ture of Cutouts for more than 
a quarter of a century is in a 
most excellent position to an- 
ticipate the trend of devel- 
opments. 





3087-0 
30 Amp. 125 Volts 
4-Two Wire Branches 


Always one step ahead of 
the trend, it was quite nat- 
ural that we should be pre- 
pared to offer the trade the 
Unfused Neutral Cutout, 
both in the Live Front and 
Dead Front types. 


Jobbers everywhere realize 
that when they distribute 
Heinemann products, they are 
distributing the most practi- 
cal line in this particular field. 


HEINEMANN 
ELECTRIC CO. 
PHILADELPHIA, PA. 
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Minimum 


V. V. Fittings 
form the Ideal 
Line for the 
Jobber— 


Jobbers make more money 
with the V. V. Complete 
Cast Iron Line of 
Fittings, because 
each fitting serves 
two or more uses 
being inter- 
changeable and 
reversible, so that 
a jobber can do 
more business 
with less money 
tied up in stock 
and better serve 
the customer. 


1h 





V. V. TYPE I 





3in i 


Fitting 
Fundamentals of the 
Jobbing Business 






























s That Fit the 





~ Maximum Innover 


Stock 





To know V. V. Fittings is 


to sell them. No man ever 





listened to their story 
without being convincing- 
ly sold. 






Send for the 
V. V. Fit- 
tings catalog, 
which will 
enable you to 
make your 
own compar- 
isons and in- 
dicate your 
greater prof- 
its. 












V. V. FITTINGS CO. 


PHILADELPHIA, PA. 
705-15 Cherry Street 


New York 
50 Church St. 





Chicago 
710 W. Jackson Blvd. 






TYPET 


Be, REVERSIBLE 
POSITION COVER 


TYPETB_, 


POSITION 
V. V. TYPE L V. V. TYPE LFB V. V. TYPE T 
Z2ini1 


2in1I1 Z2ini 
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An | The 
Important Finest 


Member Dry Cell 


of the 
Bright Star er 
Made 


Battery 
Family ron RCE LL is DE SIGNE? Today 


ADIO, IGNITION 4 

ENERAL SERV! 

Ap WHICH DRY ceut 
, E uTivizeD. 

RIGHT Star BATTERY CO 

i. HOBOKEN, Nou. 4 
c 


Leads All Others By Test And In Service 


This is the only Dry Cell Battery, that we know of, which to most batteries. Bag Type construction costs us more— 

is made with Bag Type Construction—and by every test but permits us to guarantee the maximum service to battery 

leads all makes for staying qualities and expected service. users. This is an important feature of Bright Star Dry 
; 4 vl Cell Batteries. 

Why Bag Type Construction nr Without question, this is the greatest Dry Cell Battery 

Greater Battery Efficiency made today. You can’t go wrong in recommending this 

excellent product to your trade and being certain of its 

superior quality. Costs no more than ordinary Dry Cells 

but gives that unusual service your Dry Cell customers 
are looking for. 


Any radio, electrical or industrial engineer will tell you 
a battery so constructed is infinitely superior to ordinary 
batteries. The energizing, life-giving elements of Bright 
Star batteries, besides being machine moulded to accurate 
precision, insuring absolute uniformity of power capacity Bright Star Radio Batteries—a complete line of A, B 
and distribution, are securely wrapped in cloth to prevent and C types are made under the same exacting methods 
disintegration and destructive corrosion. This prevents —and are nationally advertised. Send today for confi- 
internal short circuiting and dissipation of power common dential prices. 


= eee 
Hoboken, N. J. ey San Francisco, Cal. 


Chicago, Ill. 














17 YEARS BUILDING “THE QUALITY LINE” 

















Read about this con- 
tractor’s expe 
rience with the 


Triangle Ar / 7 A) 


Tool 


UBS 
mored Cable Je ) 


f PS 
<« ) i? 
la 

y. 


8) 


“We are writing you to say that we 
are strongly sold on the Triangle 
Armored Cable Tool. We have just 
tried out one tool on an 80-family 
apartment house job, and find the 
average labor saving is approximately 
4 cents per outlet, possibly higher. 
On this job we have over 1,600 out- 








lets. Figure the saving yourself.” 
(Name of writer sent on request) 


a 
Other Triangle 
Products 


ARMORED 
CONDUCTORS 
(Round and Flat) 

+ 
FLEXIBLE 
STEEL CONDUIT 
a 


NON-METALLIC 
FLEXIBLE 
CONDUIT 

4 


RUBBER 
COVERED 
WIRE 
(Code, Intermediate, 
and 30%) 


“TRIEX™ 
(Non-Metallic 
Sheathed Cable) 


o 
RUBBER 
COVERED 
LEAD-ENCASED 
WIRE 

a 


RIGID STEEL. 
CONDUIT 


(Enameled and Gal- 


vanized, Elbows 
and Couplings) 








The Program 
Says “Comedy” 
but— 


omepy is King—a theatre full of carefree people, enchanted by 
music, laughter, color . . . and light. 


But here, in a moment, Tragedy can enter and claim a thousand lives. 
Let the light vanish, unexplained—Silence quivers—the flame of panic 
leaps from mind to mind—one whispered word sets loose the hurri- 
cane—Fear... 


Even when light seems incidental—it dare not fail! 


The right performance of any electrical installation depends upon two 
factors: (1) the skill and conscientious work of the electrician, and (2) 
the quality of electrical materials used. The best of both of these usually 
go together—top-notch electrical work with Triangle materials. 


“Tt’s got to be better than ‘passable’ !”’ 


Ordinary electrical standards don’t mean a thing in Triangle factories 
—unless as a starting point and not as an end. If a piece of Triangle 
material in the making is seen to be just “passable,” one of the many 
inspections is sure to junk it. 


Triangle Products are made for contractors who not only recognize 
superiority—but insist on getting it. 


TRIANGLE CONDUIT CoO., INc. 


General Offices: Dry Harbor Road and Coorer Ave., Brooklyn, N. Y. 


“‘Making it easier In Canada: Canadian Triangle Conduit Co., Ltd., Toronto 
for the Contractor’”’ 











SAFETY SWITCHES 


ELECT RAC 
PRODUCTS 


Wherever electricity serves—it serves better and 
with maximum safety through the tireless research 
and experiment of the Bull Dog Electric Products 
Company. Practical experience plus the finest 
manufacturing facilities enable Bull Dog to supply 
the electrical contractor with the best products on 
the market and at prices no greater than makeshifts 
cost. Safety Switches, Fusenters, Saf-to-Fuse, com- 
plete Switch Board installations—smallest home to 
greatest industrial ‘plant finds Bull Dog best pre- 
pared to meet the contractor’s and the owner’s 
need. 


Write for illustrated catalog. 


S 


(MUTUAL ELECTRIC € MACHINE CO.) 


DETROIT MICH. U.S.A. 


SAF-to-FUSE 


WITCH BOARDS 





